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Seattle Show Produces Sales— 


Although attendance of 49,000 during the 10-day Seattle auto show was slightly 
below the 50,000 figure of the 1953 exhibit, dealers say the show was more produc- 
five of sales and prospects. The show is expected to produce $5,000 in net profits 
which will be donated to the Seattle Children's Orthopedic Hospital. 
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§ Hot February Sales Pace 


Points Toward Record 


By Robert M. Lienert 
Associate Editor 
HE current new-car sales pace 
is so torrid that a record Feb- 
‘tuary appears a virtual certainty, 
on the basis of Automotive News 


With new-car sales running at 
- the rate of 13,700 per day, a pro- 
jection gives a total of 448,800 
- units for the month. 
There is a distinct possibility 
_that the February total might go 
_higher, if the sales pace steps up 
‘later this month, as is traditional. 
Pe + * 
ae previous high February 
came in 1951, when 430,797 new 
'ears were registered. In 1950, Feb- 
'Tfuary registrations totaled 408,990. 
In no other year have Febru- 
| ary sales topped 400,000. For com- 
_ parison purposes, dealers might 
- recall February, 1933, when new- 
| car sales. amounted to a puny 
' 69,471 units. 
| January registrations totaled an 
estimated 467,782, not far short of 
_ 472,766 counted in January, 
- 1951. 


' The two January totals—1951 
| and 1955—stand in an elite class. 
'In no other year hag the first- 
- month total exceeded 400,000. 

Soaring totals of the first two 
























Top Cars 


New-car registrations for 11 
months, plus 20 states for De- 
cember : 


_ 1954 Pos. Make 1953 Pos. 
1—1,284,914 Ford  1,042,377— 2 
2—1,288,074 Chev. 1,281,678— 1 
3— 478,199 Buick  435,193— 4 
4— 378,985 


Olds. 290,168— 6 
lym. 566,530— 


Further details on Page 38. 








months lead to another significant 
milestone: If the current sales rate 
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168,180 Cars in Week Top ’50 Mark... 
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Output at Alltime Peak 


By Maynard M. Gordon 
News Bditor 
Tere production finally has bowled 
over the alltime weekly record 
which had stood up since the eve 


-|of the Korean war in June, 1950. 


Peak performances by General 
Motors and Ford Motor Co. 
boosted last week’s output to an 
estimated 168,180 cars. The pre- 
vious record week ending June 
24, 1950, had seen 165,860 cars as- 
sembled, which was 1.4 percent 
below the new high. 

Indications were, however, that 
the 168,180 record might not hold 
up long. The “full steam ahead” 
flag was flying in the industry’s 
schedule prospectus and a series of 
pyramiding records was considered 
likely in coming weeks. 

7 * * 
| Ae contributing to the 
record-breaking week was @& 
scheduled increase in Chevrolet ac- 
tivity. Chevrolet was heading to- 


division to smash or approach its 
alltime high mark in the past two 
weeks. Buick topped the 16,000 
mark for the first time in history 
in the Feb. 5 period and planned 


ward a yield of 39,400 cars over six | "3 


working days last week—itself ex- 
ceeding the division’s former rec- 
ord of 38,795 in the week of Dec. 
18, 1954. 

Production of cars the week be- 


holds, the millionth new car of|fore last reached the fourth high- 


1955 will be sold fully two weeks 
sooner than was the millionth car 
of 1954. 
On the basis of Automotive News 
(Continued on Page 4, Col. 1) 


Kansas Sales Hangover: 
Pontiac in First, 
Studebaker Ties 


Buick in Jan. 


ANHATTAN, Kans.—During 

the frantic registration rush of 

last December, critics warned that 

one of the pitfalls was mortgaging 
of future registrations. 

The registration count here for 
January gives a good picture of 
what can happen along those lines. 
Only 68 registrations were officially 
tabulated in January, compared 
with a swollen 157 in December. 

they had been pre-reg- 
istered, many of the cars sold 
in January couldn’t be officially 
counted. 

This led to such uncommon re- 
sults as Pontiac in first place, Chev- 
rolet in fourth, Buick tied with 
Studebaker, and Oldsmobile tied 
with Nash. 

Here is the January count, with 
December registrations in paren- 
theses: Pontiac, 15 (15); Ford, 10 
(58); Plymouth, 9 (16); Chevrolet, 
7 (36); Buick, 6 (12); Studebaker, 
6 (4); Chrysler, 4 (1); Mercury, 3 
(3); Dodge, 2 (3); Nash, 2 (1); 
Oldsmobile, 2 (7); Kaiser, 1 (0), 
and Willys, 1 (0). 


est attainment in history, with a 
final total of 164,265. This just fell 
short of the new record week as 
well as the June 24 week in 1950 
and the June 17 week in the same 
month and year, when the sum was 
165,423. 

Because of model changeover 
curtailments by Chevrolet and 
GMC truck lines, the alltime rec- 
ord for combined vehicle produc- 
tion was in no danger. Last 
week’s joint output of 183,290 
cars and trucks compared with 
the 199,111 completed in 1950’s 
June 24 week. 

Chevrolet was not the only GM 


Inside 
Standouts 


@ Shows sell cars, Page 3. 
But should they sell fem- 
inine allure? Page 2. 


Bring your date book up 
to date with Coming 


Events calendar, a weekly 
feature, Page 12. 


“Supermarket” threat 
alarms New York dealers, 
Page 3. 


Philadelphia line group 
stages “Motor March of 
Dimes,” Page 18. 


Used-car auctions, Pages 6, 32. New-car, 
registrations 








Picketing Pickets— 


Carrying a sign, Joe Fisher, owner of 
J. O. Fisher Corp. (Dodge-Piymouth), Port- 
land, Ore., protests an inter-union fight 
being fought out in front of his business. 
The Fisher mechanics asked for a bargain- 
ing election so they might withdraw from 
the union. A quarrel developed with the 
AFL Automotive Employes Council, of 
which the mechanics are members, result- 
ing in the picket lines. 


almost the same number of assem- 
blies last week. 
* * + 
Bot Oldsmobile and Pontiac, 
waging a neck-and-neck race 
since the first of the year, exceeded 
the 12,000 level in one six-day op- 
eration and expected toe hover 
around their new records again in ~ 
succeeding weeke> —~ 

Cadillae joined its GM Biethren 

in Saturday work last week and 
was n 
its 3,861 record. The 

and the old Buick, Oldsmobile and 
Pontiac highs all were registered 
last month. 

Not to be denied a record- 
buster, Ford Motor Co. chalked 
up a postwar daily peak last 
Tuesday in all vehicle phases. 
The company’s car, truck and 
tractor sections amassed 9,455 
units, including 338 tractors. 
Ford Division booked Saturday 
shifts at all plants last week, fol- 
lowing an Atlanta wildcat strike 

(Continued on Page 49, Col. 3) 





Over the Top 
(Highest Car Output Weeks) 
Wek, 22, IGGB...n....:.....0.2005s- 168,180* 
dune 24, 1950......0...0......... 165,860 
June 17, 1950...................... 165,423 
Feb. 5, 1956..... 164,265 
June 10, 1950 162,951 


*Estimated by Automotive News. 








Car Sales Marks Fall 


January Is Oldsmobile’s Biggest Month Ever; 
Other Makers Also Post Records 


By Bob Sheldon 
Associate Editor 

ANUARY’S counter-seasonal 

boom in new-car sales has added 
a sheaf of records to the indus- 
try’s files, with perhaps the bright- 
est mark of all claimed by Olds- 
mobile. 

The General Motors division, 
oldest of the present-day pro- 
ducers, totted up the biggest 
monthly sales volume in all its 58 
years during the unlikely mid- 
winter period. 

Oldsmobile dealers delivered 43,- 
878 new cars. Of these, 16,238 were 
wheeled out in a record 10-day 
splurge. 

With the help of this perform- 
ance, GM’s five car-making divi- 
sions enjoyed an unprecedented 
January in which sales totaled 
261,393 units. 

* a * 

UICK accounted for 53,906 cars, 

and Cadillac for 13,932. The fig- 





Lowdown on Dealing for Dealerships 


By Josephs M. Callahan 
taff Writer 
Atrors ome to buy the only 

Chevrolet dealership in a town 
of 15,000 in which the dealer last 
year sold 300 cars at an average 
profit of $350 per unit? 

The present owner of this deal- 
ership bought the firm after 
World War Il, cleared $500,000 
and figures he’s had enough of 
the rough-and-tumble auto re- 
tailing business. 

This deal is among those listed 
currently by Leo J. Klem, a De- 
troit broker who specializes exclu- 


sively in auto dealerships. Klem 
has sold some 35 dealerships from 
coast to coast during the past five 
years. + 

To buy the above dealership, the 
right man would need about $75,- 
000. However, if he could get the 
backing of GM’s Motors Holding 
division, the deal could be handled 
for about $20,000. 

* s 


KL=™ a dignified, articulate 
man of 56, hag traveled 146,000 
miles in the last two years alone, 
bringing dealership buyers and 
sellers together. He drove 96,000 


of these miles (mostly at night) 
and flew about 50,000 miles. He has 
also done considerable traveling by 
train. Klem prefers to conduct 
most of the negotiations by phone 
and has an average monthly phone 
bill of $250. 

Discussing the current auto 
dealership market, he com- 
mented: “Between 1946 and 1952 
anybody could buy a dealership 
and make money. Nowadays, it’s 
imperative that the man really 
knows the business, especially 


(Continued on Page 47, Col. 1) 





ure in each case represented a rec- 
ord for January. 

Chrysler Corp. scored a near 
miss in the allout assault on sales 
records. The corporation said that 
its combined January car sales 
came within 2 percent of the 
standard set for that month in 
1950. 

Plymouth, however, did succeed 
in setting a divisional mark for 
January, with 52,122 cars retailed. 
The Chrysler division noted that 
its own sales were 68.1 percent 
ahead of those for January, 1954, 
and remarked that sales of 1955 
models had been “restricted so far 
only by production facilities.” 

A week ago, the Ford division 
was the first maker to announce 
record January* sales activity. De- 
tails on the others follow. 

+. a 7 


BUICK 


Bucs broke all January sales 
records with 53,906 retail de- 
liveries, an increase of nearly 110 
percent over the same period of 
last year, reports Ivan L. Wiles, 
general manager. 

This total marked the second 
highest monthly sales in Buick 
history and was the second con- 
secutive month in which retail 
deliveries exceeded 50,000, Wiles 
said. December deliveries totaled 
50,439. 

The previous record for January 
deliveries was 35,000, established in 
1950. 


“Although our production ig be- 
ing maintained at a high level, we 
still have been unable to meet the 
demand for our product,” Wiles 


said. 
“Our bank of unfilled retail] or- 
(Continued on Page 4, Col. 4) 
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Is Sex Necessary? ... 


AUTOMOTIVE NEWS, FEBRUARY 14, 1955 


Getting an Lyeful at Auto Show 


By Robert M. Lienert 
Associate Editor 

T CAN now be revealed that a 

lot was revealed at the 42nd De- 
troit Auto Show, which closed last 
week. 

To put it bluntly, sex reared its 
head. 

Deep cleavage developed at the 
show between exhibitors who 
made use of pretty girls and 
those who did not. Exhibitors, 
whether pro-girl or anti - girl, 
were vehement in arguments for 
their particular policy. 

Salesmen, visitors and the mod- 
els themselves had their own defi- 
nite ideas. 

of a. * 

woes were used by all Ford 

Motor Co. and Chrysler Corp. 
divisions and by Hudson and Pack- 
ard. They were avoided by all Gen- 
eral Motors divisions, Nash, Stude- 
baker and Kaiser-Willys. Approxi- 
mately 50 models were used by the 
pro-girl exhibitors. 

Said a vocal opponent of mix- 
ing feminine beerty with new- 
car..*cauty: “Wives resent it. 
And let’s not kid ourselves, wom- 
en decide the sale. We’re here at 
the show to make an impression 
—of the right kind—on new-car 
prospects. You can’t do that with 
models.” 

Said a member of the pro-model 
group: “These are nice kids. No- 
body has to apologize or be ashamed 
of them. Nothing sets off a real 
knockout of a new car like a pretty 
girl.” 

* * » 


a factory man with a 
girl-studded display said: “No- 


body in his right mind objects to a 
pretty girl.” 

But an opponent said: “I like 
a pretty girl just as much as the 
next guy. Trouble is, this has 
gone beyond the pretty-girl 


‘jauto shows since 1910, said: 
»|not too old to sell cars or to enjoy 


In Chicago, However— 


Oldsmobile was among exhibitors who 
discriminated against real-life beavty at|% blonde, wearing a $160 black 


the Detroit Auto Show. It was a different 
story in Chicago, where Jean McCarthy 
graced the Oldsmobile display. Admiring 





having to put up with wise-guys in 
the crowd. 

“If I hear ‘Do you come with the 
car?’ one more time, I'll scream,” 
said one. “I hear it—and the other 
girls hear it—-100 times a day, and 
every jerk thinks he’s being orig- 
inal.” 

The beauties also are unhappy 
about their pay, the food and dress- 
ing facilities. 

* ca * 

OST of the models at the show 

put in 7% hours daily on stag- 
gered shifts. For this they draw 
approximately $25. They believe 
they should be paid more to look 
fetching in wispy gowns while 
braving wintry blasts that swept 
through the State Fairgrounds 
buildings. 

They also object to dining at 
hot-dog counters for nine days 
and storing and changing gowns 
in cramped, dingy quarters. 


Why do they take the job? Said 


frock, “It’s steady work.” 


Said the visiting old-timer, after 
touring the exhibits: “If this keeps 


the combination of pretty car and pretty|up, they’re going to make a com- 


girl is J. F. Wolfram, general manager of 
Oldsmobile. 
” + 
stage.” He turned toward an ex- 
hibit (it really was) across the 
aisie and said: “Look at the dress 
she’s wearing.” 
It was obvious what he meant. 


“The worst thing,’ said another 
anti-girl spokesman, “is when girls 
are used to give the pitch. Do you 
think a 19-year-old honey in a 
white evening gown really knows 
what she’s talking about—or con- 
vinces the visitors—when she prat- 
tiles torque and piston displace- 
ment?” ~ 

od * * 
HAT do the salesmen think? 
A graying veteran of the new- 


,|car sales wars, who claimed he had 


been selling new cars and working 
a 


having pretty girls help me. And 
believe me, they do help.” 

“Men aren’t the only ones to 
get an eyeful,” said another sales- 
man. “Our girls change gowns 
four times a day. You should see 
the women in the crowd look 
them over.” 


That is exactly what’s wrong with 
using models, according to the man- 


= jager of a no-girl exhibit. He said: 





Three Lovely Models— 


The new Imperial was among cars at 
the Detroit Auto Show sharing the spot- 
light with pretty girls in fetching gowns. 
Exhibitors were divided as to the value of 
“sensuality” in show displays. 


Curtice Denies 
GM Gears Output 
To Strike Threat 


MIAMI. — “At no time have we 


had in mind to provide inventory | 


against a possible work interrup- 
tion,” Harlow H. Curtice, president 
of General Motors, said last week 
at the GM Motorama here. 

“We do not plan production 
against contingencies of the kind,” 
Curtice said, adding that it was 
his hope that GM and the union 
will “resolve our differences at the 
bargaining table peacefully, as has 
been our custom in the past.” 

Curtice told reporters that the 
auto market at present is so strong 
that GM has not been able to pro- 
vide its dealers with a comfortable 
selling stock. 

Sales in April, May and June, he 
said, usually show an upward 
trend, and it is GM practice to 
schedule production in relation to 
customer demand. 

Although registration figures are 
not yet available, Curtice said, it 
was his guess that Chevrolet main- 
tained its sales leadership in the 
low-price field in 1954. He also pre- 
dicted Buick would be in third 
place. 


“We feel our cars stand on their 
own merit. Why create a distrac- 
tion?” 

One lean, tall visitor eyed several 
of the girls and observed, “They 
look like the '55s with automatic 
transmissions.” 

“What do you mean?” he was 
asked. 

“Shiftless beauties,” he muttered, 
and moved on. 

7” 


” * 
T do the “shiftless beau- 
ties” themselves say? In a 


carefully cultivated voice, one mur- 
mured, “We certainly don’t do the 
product any harm.” 
Said another: “I don’t see how 
anyone can resent a clean, high- 
girl.” 
The models’ main complaint is 





plete bust out of this show.” 





U. S. Appeals Ruling 


In duPont Antitrust Suit 


WASHINGTON. — The Justice 
Department has pealed the 
December ruling in U. S. District 
Court in Chicago, dismissing the 
Government’s antitrust suit 
against dvPont and General Mo- 
tors. 

The Government decided not to 
— the ruling, which dis- 

similar charges against 
US 8 S. Rubber Co. 





M. Gordon 
News Editor 
CHICAGO. — Wrapping up the 
NADA convention: 
* * 


By 


Each association member attend- 
ing was given a six-page question- 
naire requesting his opinions on 
the various convention events and 
on any preferred changes in dura- 
tion and locale. 

Dealers were asked to indicate 
their sentiments on the proposed 
scheduling of regional NADA meet- 
ings, either in lieu of or in addition 
to a national conclave. Ballots were 
to be filled out and returned to 
NADA headquarters in Washington 
for tabulation and guidance. 

* oe oe 


Executive Vice-President Fred- 
erick J. Bell told the conventioneers 
this story re factory pressure in the 
December registrations race: 

“One morning three telegrams, 
almost identically worded, came 
from neighboring dealers in a 
certain state. They expressed in- 
dignation with NADA and stated 
in strong terms that the dealers 


Business Barometer 


Auto Production — 183,290 cars, 
trucks in week vs. 129,761 year ago. 

Bankruptcies — 264 in week vs. 
238 year ago. 

Building Activities—$1,504,450,- 
000 in January, 31 percent above Jan- 
vary, 1954. 

Business Volume — 107.4 percent 
of 1935-39 index vs. 104.2 year ago. 

Department Store Sales—! per- 
cent ahead of last year. 

Freight Loadings — 641,979 cars 
vs. 628,193 year ago. 

New-Car Sales — 5,091,893 in 
latest 1954 report vs. 5,437,857 in 
like 1953 period. 

New - Truck Sales — 782,549 in 
latest 1954 report vs. 880,750 in like 
1953 period. 

Oil Stocks — 259,702,000 barrels, 
an increase of 2,277,000 in week. 


Steel Output—87.4 percent of ca- 
pacity vs. 85.8 percent last week. 


Used-Car Price Index — $872 
overall average February to date vs. 
$888 in January. 


Wholesale Prices—110.2 percent 
of 1947-49 index vs. 110.1 in week 


before. 
ae aa 


Common Stocks 


Feb. Feb. 1955 
9 2 High 


Am. Motors 11% 115% 14% 
Chrysler 70%, 68% 74% 
GM 97%, 98% 107% 
Kaiser 3% 3% 4% 
S-P 12% 13 15% 


39.25 39.02 


Low 
9% 
56% 
58% 
1% 
10% 


Average 








Dealers Polled on Parley 


NADA Seeks Views on Regional-Meetings Plan; 
Bell Tells of 2 Types of ‘Pressure’ 











Distaff Demonstrators for Hudson— 


Use of attractive models to describe features of new Hudsons, as well as adorn 
exhibits, was repeated at the Detroit Auto Show after Chicago show success. Chicago 
girls (above) were brought to Detroit to appear on same turntable with Hornet sedan. 


FTC Chief Voices Concern 
As Merger Study Ends 


WASHINGTON. — The current 
wave of business mergers is of 
“grave concern” to the Federal 
Trade Commission, Chairman Ed- 
ward Howrey declared in a bar as- 
sociation address. 

Meanwhile, the FTC’s directed 
economic investigation of the re- 
cent corporate mergers and ac- 
quisitions, instituted last Novem- 
ber, is said to be about completed. 

It will be made public when 
ready. 

After pointing out the difficulties 
posed by a proper analysis, Howrey 
said: 

“We could classify mergers with 
simple disregard for their effect, 
but in so doing we would fail our 
responsibilities as an expert body. 
Congress, the business community 






who sent them had never been 

pressured by their factory—that, 
in fact, they loved their factory 
dearly. I was glad to get those 
wires, as an indication that 

things were not as bad as I 
thought. 

“An hour or so later I received 
a phone call from a dealer in 
which he referred to the telegrams 
and said, ‘Don’t believe a word of 
them. We were pressured into 
telling you that we have never 
been pressured.’” 

+ * * 

President Eisenhower sent the 
convention two messages. One com- 
mended the Inter-Industry High- 
way Safety Committee for its 
safety program, and the other 
praised new-car dealers for their 
interest in accident-prevention and 
highway expansion. 

7” 7 * 

Speaking of increased new-car 
volume by used-car _ dealers, 
Charles C. Freed gave the auto 
auctions recognition in his final 
report as NADA president. 

“T am reliably informed,” he said, 
“that the auto auction business— 
yes, they have a national associa- 
tion, too—will exceed two billions 
of dollars in business for 1954.” 

The Nationa] Auto Auction Assn., 
headed by President Carl Marker, 
convened this past weekend in 
Nashville. 

* * + 
Among the dealer registrants 
was “Mr. Sandman,” not the cur- 

rent popular song hit but a 

Buick-Cadillac-Pontiac dealer in 

Shelbyville, Ind. Unbelieving fel- 
low dealers did a double-take on 

hearing Chester Sandman’s name 

and peered at his convention 
badge for confirmation. 
* * * 


For once, chief subject of discus- 
sion “off the record” was not fac- 
tory relations, which received a 
thorough public airing. Rather, the 
UAW’s drive for a guaranteed 
annual wage brought the most 
reticence. Both NADA President 
Frank Yarnall and Dr. Arthur F. 
Burns, President Eisenhower’s chief 


economic adviser, declined to dis- 
(Continued on Page 8, Col. 1) 


and the people are united in want- 
ing fair and vigorous competition, 
whether it be accomplished by 
mergers or by their dissolution.” 

Howrey said that recent merger 
activity “has been particularly 
strong in the baking, paper, textile, 
dairy, chemical, automotive and 
primary metals industries.” 

In its study, he declared, FTC 
has been alert to the fact that the 
new Section 7 of the Clayton Act 
prohibits horizontal mergers (two 
or more competitors engaged in the 
same line of commerce in the same 
market), vertical acquisitions (in 
which a firm acquires the busi- 
nesses of those above or below it in 
the line of production from raw 
material to ultimate consumer), 
and acquisitions of the conglomer- 
ate type (a combination of com- 
panies engaged in dissimilar busi- 
nesses) that have the prescribed 
effect on competition. 

Many of the acquisitions under 
study, he said, have been of the 
latter type. This fact, he added, 
suggests that the desire for di- 
versification may have been an 
important motive behind the cur- 
rent merger movement. 

The FTC study, Howrey said, will 
attempt to furnish answers to ques- 
tions concerning the dimensions 

and significance of the mergers. 

“In the automotive industry,” 
Howrey said, “all important merg- 
ers except the Chrysler - Briggs 
merger have been horizontal. As 
has been pointed out on other oc- 

(See FTC, Page 8, Col. 5) 


06 Chicago Show 
Set for January; 


Nov. “Too Early’ 


CHICAGO.—Advised by the auto 
manufacturers that some new 
models won’t be ready for intro- 
duction any earlier, the Chicago 
Automobile Trade Assn. last week 
decided to hold the 1956 Chicago 
show over the same January dates 
used this year. 

The 48th annual event will run 
Jan. 7-15 in enlarged space pro- 
vided by the International Amphi- 
theatre. CATA President Earl T. 
Zweifel said a new south wing of 
the Amphitheatre will add 61,000 
square feet of exhibit space to the 
152,000 square feet formerly avail- 
able. 

A strong possibility existed at 
the time of the 1955 show that 
another exposition might be held 
in November. Subsequently it was 
learned that certain factories 
doubted that their 56 models would 
be made public in time for a 
November show. The show was 
held in March last year. 





Nance to Speak on TV, 


Launch U. S. Ad Week 


DETROIT.—“Advertising bene- 
fits everyone” will be the subject 
of a nationwide talk on four 
TV networks by James J. Nance, 
president of Studebaker-Packard 
Corp. to launch Advertising 
Week today (Feb. 14). 
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Dealers tell me 


By Jehn O. Munn 





ANY dealers urge that NADA 

concentrate all its power, influ- 

ence and acts upon obtaining a 
permanent contract. 

These dealers feel that the cause 
ef most of the current difficulties 
ts the type of contract dealers have 
been forced to endure for 40 years. 

Dealers feel that NADA must 
exert leadership by selling all 
dealers on the value of such a 
contract. NADA, of course, must 
have the support of the vast 
majority of dealers but that sup- 
port can only come when dealers 
understand what a permanent 
contract would mean to them. 
Our forefathers did not under- 
stand the benefits bestowed upon 
them by the United States Con- 
stitution. So it became necessary 
for our leaders—Madison, Jeffer- 
son, Adams, Paine and others—to 
write and distribute pamphlets 
explaining its benefits to the pub- 
lic before state legislatures would 
ratify it. 

A permanent contract, of course, 
means a performance contract. A 
dealer agrees to sell so Many cars 
each year, the amount of cars in 
the agreement to be automatically 
changed each year, the local and 
national registration of each make 
being the determining factor. 

Dealers who do not understand 
might not want to commit them- 
selves to a definite performance. 
But all agree that a manufacturer 
is entitled to full representation in 
each territory and a dealer who 
does not obtain it for him obvi- 
ously should be replaced after a 
fair probationary period. 
a - + 

Base for Quota 

HER the manufacturer nor 
+“ the dealer would have arbi- 
trary control of the quota. The 
state of the economy of the terri- 
tory, as reflected by local registra- 
tions, determines the quota. In 
other words, the quota is based 
upon registrations. Registrations 
are the only proper and natural 
index for the market possibilities 
for the sale of any car. 

The quota, of course, cannot 
be definitely determined before 
the end of each year but a dealer 
would have a pretty good idea 
by watching monthly registra- 
tions what performance will be 
required to maintain his con- 
tract. 

To stimulate growth, manufac- 
turers would offer an additional 
discount for exceeding the re- 
quired performance. 

How would such a contract con- 





Walla Walla Deal Burns 


WALLA WALLA, Wash—A fire 
last week swept Tex Brotherton 
(Chrysler) Sales and Service build- 
ing here causing an estimated 
damage of $200,000 including eight 
autos destroyed. The cause of the 
blaze was undetermined. It was 
said the loss was partly covered by 
insurance. 
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trol bootlegging, closed territory, 
discounting, phantom freight and 
advertising assessments? 


It is too long a discussion for one 
column to include all these items 
but let us take bootlegging, for 
instance. 


A dealer gets the contract for- 
ever. He immediately becomes 
more interested than the factory 
in his market. He becomes inter- 
ested in a way in which he has 
never been able to before because 
now he is building something that 
always will remain his property 
and on which he can permanently 
profit by developing the territory 
potential to a maximum degree. 

~ = oa 


Bigger, Better Profit 


ERRITORY development, of 


course, includes aggressive new 
car sales programs. But there are 
bigger and greater profit oppor- 
tunities in every territory, the 
pursuance of which automatically 
sells more and more cars at a 
profit. 

This opportunity is in furnish- 
ing all the needed services to 
automobile owners, not just 17 
percent, such as the average 
dealer now gets because his at- 
tention has been focused by fac- 
tory influence primarily on new 
car sales. 

With a permanent contract a 
dealer would be in a position to 
prepare himself better than ever 
before to see that owners are well 
taken care of. 

How would this practically elim- 
inate bootlegging? In the first 
place, a dealer would not be forced 
to take cars that he would not 
need to meet his quota. In the 
second place, cars that he did take 
and sold at wholesale or retai] out 
of his territory would not be cred- 
ited to his quota performance. In 
the third place, when a dealer is 
responsible for a territory he can 
make more money by developing 
that territory than he can in 
selling cars elsewhere. 

= - * 


Happy Owners Pay Off 


Qra= in any territory spend 
four times as much money 
maintaining cars than they do in 
buying them and the dealer with 
a@ permanent contract can afford to 
become interested in this great 
after-market. 


In fact he is more interested 
in putting more new cars in the 
market to get customers than he 
is in obtaining the profit from 
new car sales. The end product 
of the automobile industry is a 
satisfied owner. 


It is only when a dealer gets a 
permanent contract that he has the 
attitude and can afford the facili- 
ties to become one of the legitimate 
automobile headquarters in his 
town. He soon becomes well recog- 
nized in the community for what 
he is—not just another outlet for 
some manufacturer but as a pur- 
veyor of satisfactory personal 
transportation. 


The public acceptance of dealers 
of this kind makes it difficult for 
a dealer who is not franchised for 
a@ new line to make a profit on new 
cars. In fact, the permanent dealer 
would be so busy serving the needs 
of automobile owners in his com- 
munity that the money he could 
make wholesaling cars would be of 
no interest to him. If he had excess 
cars it would be better for him to 


sell them at $25 or $50 over in-|/ 
voice to someone at home. In other | - 


words, sales outside his territory 
would be of no interest because 
he would lose both the credit on 
his performance record and all 
after-market profit. 

Something must be done to bring 
dealer-factory relations up from 
the whalebone, gas light or stereo- 
scopic age in which they now exist, 
to the point where they meet the 
circumstances of present develop- 
ments not only in the trade, but 
in the nation and the world. 





Graham Rules as King 
Of Winter Carnival 


WINONA, Minn.—George Gra- 
ham, of Midwest Motors, Inc. 
(Oldsmobile), Winona, has been 
elected Jack Frost V, king of the 
Winona Winter Carnival. 

The title of Jack Frost is one 
of the highest honors bestowed 
ona man by the Winona 
citizenry. 


New Facto 


Attitude Urged... 





‘Supermarket’ Rouses 


N.Y. Dealers’ Fear 


By Ed Brown 
Staff Correspondent 
NEW YORK.—Fear is being ex- 


Another Winona dealer, Roy | pressed here that auto dealers are 
Evett of Winona Motor Co. | driven into a “supermarket” opera- 


(Chevrolet) was Jack Frost IV. 





tion by present factory policies. 
This is an echo of the state- 








Avro SHOWS throughout the 
nation are setting new sales 
and attendance records, thus fol- 
lowing the trend blazed earlier by 
shows in Detroit, Los Angeles, St. 
Louis and other major cities. 

Final figures for the Detroit 
show have been announced as 
282,552, an all-time record, by 
Show Manager Hugh Gorey, of 
the Detroit Auto Dealers Assn. 
In Des Moines, dealers report 
brisk sales and heavy crowds at 
their first public display since 1950. 
Early attendance figures ran about 
25 percent above the previous 
show. 


Over 100 vehicles of 14 makes 
were shown in the Iowa city by the 
16 new car dealers sponsoring the 
show. They were joined by 10 other 
dealers in associated lines of busi- 
ness who took advantage of the 
opportunity to reach the sales-con- 
scious public. The show was held 
in the new $5,000,000 Veterans Me- 
morial and closed Feb 12. 

* e a 


resna B. ULISH, Iowa safety 
director, visited the Auto show 





Dealer Years Tagged— 

Each tag in the collection represents a 
year Henry J. Venhuizen (left), Holland, 
Mich., has been a Studebaker dealer, and 
more are to come. Venhuvizen and his son 
Bill, who joined the firm in 1945, are 
shown looking over the collection, which 
includes license plates from 1912 through 
1953. Venhvizen will complete his 43rd 
year as a Studebaker dealer in August. 


Crowds Stream Through Des Moines Show— 

Visitors wander from display to display at the Des Moines auto show, while thou- 
sands sit in the balcony awaiting the start of the entertainment program. The show, 
the first since 1950, was sponsored by 16 members of the Des Moines Automobile 
Dealers Assn. 


Show Boom Continues 


Detroit Pulls In 282,552 for New High; 
Des Moines, Milwaukee Top 54 





and praised the many safety fac- 
tors he found in the new cars. He 
said they should prevent many traf- 
fic accidents. 

The final count is expected to 
show an attendance of 100,000 
for the Milwaukee Auto Show. 
The eight-day exhibit closed Sat- 





LaRosa Leaves Shou, 


But Escapes Penalty 


DES MOINES.—The Des 
Moines Automobile Dealers Assn. 
has decided not to proceed with 
its $200,000 damage suit against 
Julius LaRosa. 

The singer had left the city 
while under contract to appear 
twice nightly at last week’s auto 
show. LaRosa pleaded laryngitis 
and stomach trouble. 





urday (Feb. 12). Last year’s total 
was 85,000. A new car Was given 
away on each day of the show. 
In Rock Island, Ill, the Quad- 
City Autorama of 1955 attracted 
44,907 to double the previous high 
set in 1953, reported Vernon Tre- 
(See SHOWS, Page 45, Col. 1) 


On the House 


| ment of Bay Miles, NUCDA pres- 
ident, who predicted the eventual 


As one dealer put it: “Unless the 
factory takes a new attitude, the 
franchised dealer will be forced 
into a ‘supermarket’ to defend him- 
self from the unfranchised dealer 
who sells current models at more 
competitive prices than the fran- 
chised dealer can afford. 

“It would be a simple thing,” he 
continued, “for me to convert this 
building into one large showroom. 
I could get rid of my service and 
parts departments and afford to 
operate on a profit margin unthink- 
able at the present.” 


Several dealers say that they 
fear the present volume empha- 
sis will link the dealer to the 
appliance discount house in the 
public mind. 


“In fact,” said another dealer, 
“he (the dealer) will become an 
auto discount house. Which might 
not be a bad deal. The guarantee 
and service responsibility will be 
assumed by the factory. When an 
appliance you buy from a discount 
house needs servicing, you call on 
the manufacturer’s distributor. 


“The discount house has been 
relieved of an expensive burden,” 
he said. “The cut price reflects 
this saving.” 

Other dealers point to hazards 
for factories in supermarket oper- 
ations. They say factories no longer 
would have exclusive sales repre- 
sentatives and their products would 
have to be 99 percent presold. 


Thus, the factory with the best 
promotion resources would enjoy 
the best sales. It is a rarity, they 
add, to find a slow-moving auto on 
a present “supermarket” lot. 


“When it is necessary for the 
factories to go out and sell in- 
vestors on a franchise, then — 
and only then—will the manu- 
facturers return to quality deal- 
ers,” commented a dealer in a 
meeting, adding: “But it may be 
too late before they wake up.” 

“I cringe,” said another, “every 
time I think what the present 
trend’s eventual impact could be on 
the economy of our country.” 

+ - * 


N. Y. Assn. Head Warns 


Dealers of Rocky Year 


NEW YORK.— Adolph Schnur- 
macher, 1955 president of the Au- 
tomobile Merchants Assn. of New 
York, Inc., predicts a rosy year 
ahead for factories but sees a rock- 
bottom profit 1955 for dealers. 

In his opinion, dealers will have 
to be astute to hold 1954’s slender 
profit level. Schnurmacher lists 
three things he believes the dealer 
should do to improve his position: 

1. Pare fixed expenses to the 
bone. 

2. Hire salesmen who know 
how to sell. 

8. Dispose of used cars as 

(See WARNING, Page 46, Col. 3) 


NADA officials have bitten off a lot of work for 
the coming year, but seem determined to carry out 


the program ... 


of a lot of the 


A lady tells me that the rear ends 
1955 models are “indecent;” they 


hike up too much . . . George Schotte, Butte, has 
been elected vice-president of Montana Chamber 


of Commerce. . 


1954 sales race could end up with Ford on top 
in new-car sales and Chevrolet leading in total 
vehicles 


registrations, which would of course 


give both a chance to proclaim “leadership” .. . 


Wemhoff 


Virginia association has 
members 


just signed up five new 
Southern California dealers will 


stage annual golf tourney in Palm Springs the 


end of April... 


Charles A. Bott is chairman of executive committee for Philadel- 


phia association, President Mills announces... 


W. R. Hampton has 


been elected to fill unexpired director’s term of Paul Kirk in North 


Carolina association; Leonard J. 


Giuffre succeeds Rex Reason on 


Illinois board . .. Missouri association hears rumors that government 
may investigate December’s new-car registration race. 


—Perre Wemuorr, Editor, 
Automotive News 
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Hot Car Pace May Hit 448,800 Total . . . 


Record February Sales Forecast 


(Continued from Page 1) 


estimates, the millionth sale of 1955 
will take place March 5. Last year, 
the millionth new car was not sold 
until March 19. 

Again, if the pace quickens in 
late February, Sale No. 1,000,000 
could come a day or two sooner. 

* * * 


O FAR, sales are running on a 
par with the 1951 rate. The Jan- 
uary total for 1955 ran behind; the 
February rate is running ahead. 
The differences, however, practi- 
cally cancel each other, for in 1951, 
too, the millionth sale came on the 
fifth day of March. 

Does this mean that the overall 
performance in 1951 can be taken 
as @ pattern for 1955? 

Not at all, say the market ana- 
lysts. They are certain that the 
1965 total will run far above the 


Chrysler Net Off 
To $18.5 Million 
From $74.7 Million 


DETROIT. — Chrysler Corp. 
Thursday reported 1954 net earn- 
ings of $18,516,770, equal to 0.89 per- 
cent of net sales. The profits total 
compared to $74,788,617 in 1953, 
which represented 2.23 percent of 
sales. 

Directors declared a 75-cent divi- 
dend, payable March 12 to stock- 
holders of record Feb. 21. 

Net sales slumped 38.1 percent 
over the 12-month period — from 
$3,347,863,995 in 1953 to $2,071,597,960 
in 1954. 

Chrysler President L. L. Colbert 
and Chairman K. T. Keller reported 
an improved 1955 outlook, with 
more than 700,000 new-car orders 
on hand as of Feb. 10. 

For the third quarter of 1954, 
Chrysler had reported a loss of $12,- 
067,277—the largest quarterly loss 
in its history. Reduced operations 
because of changeovers to new 
models were blamed for a large 
part of the deficit. 

Despite the third-quarter setback, 
however, Chrysler still showed 
overall net earnings of $3,724,383 
for the first nine months of 1954. 
This was due to the corporation’s 
profit of $15,791,660 in the first half. 


Hudson Zone Job 


Goes to Barnes 


DETROIT.—Appointment of John 
H. Barnes as 
Hudson St. Louis 
zone manager has 
been announced 
by C. A. J. Had- 
ley, division sales 
manager. 

Barnes former- 
ly was associated 
with Packard as 
divisional busi- 
ness management 
manager with 
headquarters in 





Chicago. 





5,060,903 cars registered in 1951. 

For one thing, sales were extra 
heavy in early 1951 because pres- 
sures of the Korean War were be- 
ing keenly felt. They tapered off 
sharply later in that year and sales 
fell, since few dealers were ready 
to step in with hard-sell programs. 

This year, with the tremendous 
competition, sales pressure ig un- 
precedented. Dealers are far more 
sales-conscious than they were in 
1951. Another factor which cannot 


New GM Stock 
Priced at $75; 
DuPont to Buy 


NEW YORK. — A subscription 
price of $75 a share has been 
placed on the 4,380,683 shares of 
additional common stock General 
Motors has offered to its share- 
holders, the corporation announced 
last week. 

Harlow H. Curtice, president, and 
Alfred P. Sloan jr., chairman, said 
that the price was set at a meeting 
of directors here while outstanding 
shares were trading on the New 
York Stock Exchange at $102. 

The additional stock, offered to 
shareholders of record Feb. 8, can 
be purchased in the ratio of one 
new share of stock for each 20 al- 
ready held. 

The subscription offer will ex- 
pire March 7, Curtice and Sloan 
said. A group of 330 firms, headed 
by Morgan Stanley & Co., will un- 
derwrite the new issue. 

The directors also declared a 
dividend of $1 per share, payable 
March 10 to shareholders of record 
Feb. 14, The new issue of stock 
now being offered will not partici- 
pate in this dividend. 

If holders of GM stock do not 
wish to buy the new stock, they 
can sell their rights. At $100 a 
share for common stock, the rights 
are worth about $1.25 each, but the 
value will fluctuate. 

E. I. du Pont de Nemours & Co., 
which owns more than 22% per- 
cent of outstanding GM common 
stock, has announced it will exer- 
cise its option to buy the new stock. 
This will cost du Pont approxi- 
mately $75 million. 

The new issue will net GM about 
$328 million, which it has said it 
will use for capital expenditures 
and working capital. 





be overlooked in 1955 is increasing 
world tensions. 

While the consensus of execu- 
tives’ sales forecasts for this year 
is 5,750,000 new cars, many observ- 


ers are saying privately that a total | 
of 6 million would not surprise | 
them if production is not inter- | 


rupted by labor disputes or mili- 


tary emergencies. 
* * * 


As NEARLY as analysts can de- 


termine, the outpouring of new- 


car sales has neither helped nor) 


hindered the used-car market. It 
has gone along on its own even 
course. 
According to Automotive News’ 
index, the overall average of used 
cars sold at wholesale auction so 


week to $872 from $877 for the 
partial February average estab- 
lished in the previous week. The 
overall January average was 


The average price of only two 
models increased. The price of ’54s 
went up $11 to $2,189, and the price 
of ’50s went up $4 to $381. 

The average prices of all other 
models declined, as follows: ’53s, 
corer $1 to $1,067; ’49s, down $3 to 

4; 


$729, and ’54s, down $25 to $1,604. 
The price spread between mod- 
els after last week’s adjustments 
was (previous week’s spread in 
parentheses): ’55 to 54, $585 ($549); 
54 to '53, $537 ($561); ’53 to ’52, 
$338 ($328); ’52 to ’51, $185 ($189); 
51 to ’50, $163 ($174), ’50 to ’49, $107 
($100), and ’49 to '48, $90 ($82). 


'$5,460,088 Loss 
In Last Quarter 
Reported by AMC 


DETROIT.—A net loss of $5,460,- 
088 in the last quarter of 1954, re- 
sulting from peak expenditures for 
the consolidation of Nash and Hud- 
son production, was reported last 
week by George Romney, president 
of American Motors Corp. 

With merger expenditures nearly 
complete, 1955 production building 
up rapidly, and strengthened sales 
and product programs, Romney 
said, substantially better operating 
results should be achieved in the 
first three months of 1955. 

Net sales for the fourth quarter 
totaled $77,168,146. 











far in February declined $5 last | 


‘bls, down $7 to $544; 48s, | 
down $11 to $184; '52s, down $11 to 
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WHAT INDIVIDUALS HAVE DONE WITH THEIR 
| POST-WAR SAVINGS 


Total Savings 1946 through 1954—$115 Billion 





| at $38 billion. 





ders is increasing daily, and our 
dealers have only 10 days’ supply 
|of cars on hand. This is unusually 
|low for this time of year.” 

+ * x 


PLYMOUTH 


ETAIL deliveries of the new 

Plymouth during January are 
described as the greatest for any 
January in the corporation’s 27- 
year history. 

William J. Bird, sales vice-presi- 
dent, said that deliveries totaled 
52,122 and were 63 percent above 
the same month of last year. This 
compares with 31,900 Plymouths 
delivered at retail in January, 1954. 

Plymouth’s biggest previous Jan- 
uary had been in 1953 when 49,221 
units were delivered. 

During January, Bird said, new 
orders received were ahead of 
shipments by 35 percent, despite 
production schedules exceeding 
3,000 units daily. 

Although overtime work since 
Feb. 1 has increased production 
by nearly 10 percent, the backlog 





Studebaker Labor Dispute Is Settled 


By Joseph M. Callahan 
Staff Writer 

TUDEBAKER workers voted 
“practically unanimously” last 
week to accept the agreement be- 
tween their union, UAW Local 5, 
and Studebaker 
management, there- 
by insuring automo- 
tive labor peace in 
South Bend for some 


time. 
The settlement mainly provided 


Arabian Breakfast at NADA Parley— 


Hamilton Cochrane (left), of the Saturday Evening Post, was host to an Arabian 
breakfast given by the magazine for NADA officers, directors and state association 


managers at the Chicago convention. In the left foreground is Frank Yarnall, new 
NADA president, At right is Charles Freed, retiring president, with his wife and daughter. 


for the establishment of rules and 
regulations for the negotiation of 
work-standard disputes and other 
grievances at the departmental 
level. Previously these problems 


usually had to be settled by top.| 


management. 

Louis Horvath, local president, 
said, “We're starting out with a 
new slate and a new understand- 
ing. We’re ready to go to work and 
to work through from here on out.” 

Resolved by the recent nego- 

tiations were 12 work-standard 

grievances which led to the firing 
of a union steward, the suspen- 
sion for 30 days of five workers 
and a strike vote. A union spokes- 
man said the company had 
agreed to restore all six men 
with full back pay. 


Participating in the negotiations | 


were Charles Scribner, Packard 
vice-president of industrial rela- 
tions; Horvath; Ray Berndt, direc- 
tor of the UAW’s Little Three de- 
partment, and T. Forrest Hanna, 
local vice-president. A Studebaker 
spokesman concurred with the un- 
ion announcement. 


Said the union spokesman, “Our 
biggest sore spot at present is that 
the medium-salaried executives did 
not take the pay cut we were told 
they would take when we took our 
cut last fall. As a matter of fact, 
these executives neceived a $12- 
monthly cost-of-living boost in Sep- 
tember.” 


baker, this representative said, 


help stabilize auto production and 
| purchasing.” 
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_AFL-CIO Merger OK’d 


T MIAMI BEACH last week, 

AFL and CIO leaders agreed 
to merge their unions into one 
group of 15 million workers, the 
largest group of free trade union- 
ists in the world. 

In a joint statement, George 
Meany, AFL president, and Walter 
Reuther, CIO president, said: 
| “We pledge that, as unity de- 

velops, labor in America will place 
itself at the service of the Amer- 
ican public, and will, by its re- 
sponsibility and sense of dedica- 

(Continued on Page 49, Col. 3) 





Man of the Year— 





LIQUID SAVINGS 
(Less increase of outstanding consumer debt) 


Car Sales Marks Fall 


January Is Oldsmobile’s Biggest Month Ever; 
Other Makers Also Post Records 


(Continued from Page 1) 
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Prepared By NAM Research Department From U.S. Government Statistics 
Liquid Savings Total $200 Billion— 


| It is estimated that liquid savings in the hands of individuals now account for $200 
billion, an increase of $150 billion since the end of World War Il. On the other 
hand, in the same period $20 billion were spent for installment purposes, while the 
second most important use of postwar savings was purchase of insurance, estimated 








of orders continues to mount and 
is now 24 percent greater than 
when the new models were first 
placed on sale in mid-November, 
Bird said. Dealer stocks of new 
Plymouths are 26 percent below 
a@ year ago, he said. 

“Plymouth is on the way to its 
greatest year,” Bird said. “Public 
acceptance of our new cars is tre- 
mendous now and is gaining every 
day. Our dealers are doing a splen- 
did job of presenting them to the 
public.” : 

Bird said that Plymouth was 
striving to increase production to 
meet demand in the coming 
months. 

January is traditionally the 10th 
month in volume of car sales, he 
noted, and is generally 25. percent 
under the total number of cars sold 
during either April or May, cus- 
tomarily the two highest sales 
months. 

* e a 
CADILLAC 

J M. ROCHE, general sales man- 

© ager of Cadillac, announces that. 
a total of 13,932 cars delivered 
made January the second highest 
delivery period in the history of 
the division. 

The total represents a 19 per- 
cent increase over the previous 
highest January delivery period, 
which was in 1951. The record 
for any month was established 
last December, when 15,192 cars 
were delivered. 

“The demand for Cadillac cars,” 
said Roche, “continues at an ex- 
ceptionally high level, as is demon- 
strated by our past December- 
January 60-day period.” 

© . ae 
OLDSMOBILE 


SMOBILE dealers delivered 
43,878 new cars in January to 
establish an alltime monthly rec- 
ord, according to J. F. Wolfram, 
Oldsmobile general manager. 
“The record of 43,878 new cars 
sold at retail in January ig 2,715 
cars ahead of the previous mark 
of 41,163 new Oldsmeobiles sold in 
June, 1954,” Wolfram stated. 
“Contributing to this record to- 
tal were final 10-day sales of 
16,238 new cars, the largest for 
any 10 days in Oldsmobile’s 58- 
year history.” 
The new 10-day total surpassed 
(Continued on Page 50, Col. 1) 


First Driver ‘Grounded’ 
LARCHMONT, N. Y. — Charles 
B. King, 87, who is said to have 
manufactured and driven the first 
auto in Detroit in 1894, hag been 


Ferris Miles (left), owner of Ferris Miles forbidden to drive after some 
Discussing the feasibility of the | (Dodge-Plymouth), Redwood City, Calif.,! “trivial” accident. The State ban 
guaranteed annual wage for Stude-| receives the American Legion's Man of the came just before William Clay 


Year 


service award from Commander Ford, grandson of King’s old friend, 








__—z_ 


as 


es it 





“Why not. It won’t cost as much |Gerard Toorenaar of Post 105. Miles has Henry Ford, offered him a new | 


as the pension and the GAW will 


been active in many civic activities. 


Thunderbird. 
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«second only to 


hard surface highways” 


says MR. J. E. HORNE, President of Horne 
Motors, Inc., Ford Dealer of Orangeburg, S.C. 


ee ACK in the days when our business was 
founded, Fords were selling for about $400. 
Business was primarily for cash and sales possibili- 
ties limited. Now things are different and we feel 
that CommMeRCIAL CrepIT’s contribution to mass 
selling of automobiles ranks second only to good 
hard surface roads. We have been using the 


COMMERCIAL 
CREDIT 


CORPORATION 


A service offered through subsidiaries of 
Commercial Credit Company, Baltimore . .. 
Capital and Surplus over $170,000,000 
.. . Offices in principal cities of the United 
States and Canada. 


CommerciAc Crepit Pian for 25 years. Naturally, 
that would not be true unless we found their 
plans right and their service good.” 


COMMERCIAL CREDIT DEALERS 
ARE Successfi ul peAters 


Why not call your local CoMMERCIAL Crepit PLAN 
office today? Let them show you how time selling 


can help you close more sales faster. 
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Auto Markets Around the World... 


How They Trade in Trinidad 


Eprror’s Norte: This is the first 
of a series of reports on automo- 
tive markets around the world, 
by Mrs. George M. Slocum, chair- 
man of the board of AUTOMOTIVE 
News, who is on a world tour: 

* 


By Mrs. Gree M. Slocum 


RT OF SPAIN, Trinidad, Brit- 

ish West Indies.—In many 
ways, the auto market on this Is- 
land of 1,980 square miles and 635,- 
843 persons is very like that in the 
United States. But there are dif- 
ferences, too. 

Just as in the States, dealers 
overallow on tradeins. The average 
is $100, but some of the higher- 
volume dealers go $150. Dealers rea- 
son that the loss on the used car is 
offset many times by the profit on 
the sale of spare parts. 

* * : 
LANGE, of Trinidad Agencies, 

* Ltd., which handles British as 
well as American cars, told me that 
automotive transport is becoming 
ever more important to the econ- 

omy of the island. But, he said, it 
is somewhat handicapped at pres- 
ent by inadequate roads. 

Recently, the Trinidad & To- 
bago Roads Development Assn. 
was formed to work in close co- 
operation with the government 
to develop the roads of the col- 
ony. 

Yet Lange says that while inade- 
quate roads hold down the market, 
the rough condition of most of the 
roads has an important bearing on 
the replacement market. 

a2 + as 

‘TE THIS area,” he said, “where 

50 percent of the roads can be 
described as second class, the main 
reasons for changing a car or com- 
mercial vehicle is because it has be- 
come worn out. This is true par- 
ticularly with regard to suspension 
and transmission units. 

“We would estimate that the 
average individual keeps his car 
for three to four years, and a truck 
operator from four to six years for 
the lighter trucks, and up to 10 
years for the heavier type.” 

However, like in the States, 
obsolescence of the old model 
does play a part in the new-car 


Bootlegging Bill 
Again Fought 
By U.C. Dealers 


CLEVELAND. — The Cleveland 
Used Car Dealers Assn. indicated 
last week that second-hand dealers 
again will oppose legislation de- 
signed to forbid bootlegging. 

The local association made public 
a statement of support for the 
position of the U. S. Department 
of Justice, which denounced the 
anti-bootlegging bill last summer 
when it came before Congress. 

That bill was the cne sponsored 
by Rep. Shepard Crumpacker, In- 
diana Republican. A Senate com- 
mittee tabled the measure after it 
sailed through the House of Rep- 
resentatives on a unanimous vote. 

Substantially the same proposal, 
with renewed National Automobile 
Dealers Assn. backing, has been 
introduced in the current session 
of Congress by Rep. John Bell Wil- 
Hams, Mississippi Democrat. 

The Cleveland used-car group 
endorsed a statement by William 
P. Rogers, deputy U. 8S. attorney- 
general, that anti-trust exemptions 
provided for new-car dealers under 
the proposed bill “run counter to 
the American standard of a free 
and vigorous economy.” 


Open Houses Held 
In Oklahoma City 


OKLAHOMA CITY. — A week- 
long open house was started yes- 
terday (Feb. 13) by 18 new-car 
dealers in Oklahoma City. 

C. A. Gier, president of the Okla- 
homa City Motor Car Dealers 
Assn., said the display is substitut- 
ing for a single auto show under 
one roof. 

The affair was arranged by O. K. 
Butler, R. T. Scott, Ed Fretwell, 
W. G. Horton and W. C. Hunter, 


market, as do higher standards 
of living. 

Lange looks with optimism on 
the present year. In view of the 
proposed government expansion 
program for the building of new 
roads and the water distribution 
system, he estimates sales of 2,700 
cars and 600 trucks. 


About 10 percent of the sales of 
cars and half-ton pickup trucks 
are expected to be of American 
origin 

+ * 

N THE past, all purchases of 

American vehicles were re- 
stricted due to the control of hard 
currency and the non-convertibility 
of the pound sterling. 

A recent government order au- 
thorizes purchase of American cars 
and pickups for a certain class of 
individual engaged in essential bus- 
iness or profession. 

One of the stipulations is that 
the car must be used over rough 
terrain and over long distances. 
And assurance must also be given 
that a4 suitable vehicle is not ob- 
tainable from the United Kingdom. 

So far, practically all vehicles 
sold in this colony have been 
built in the United Kingdom. A 
few French Citroens and Peugots 
and German Volkswagens have 
found their way into the colonly, 
however. 

At present there are some 31,000 
vehicles in the colony, divided as 





Oregon Bill Proposes 
Vehicle Inspection Plan 


SALEM, Ore.—Inspection of all 
cars and trucks would be required 
by a bill introduced in the Oregon 


Legislature. 
The inspections would be made 
in State-approved garages. Effec- 


follows: 15,140 private cars, 4,740 
hired cars, 6,480 commercial vehi- 
cles, 340 buses, 570 trailers, 440 
tractors, 1,450 non-licenseable ve- 
hicles and 988 motorcycles. 


About 1,000 of these are ex- 
pected to hit the scrap heap by 
the end of the year. 

(To explain the non-licenseable 
category—no vehicle which has a 
maximum gross weight in excess 

of 10 tons may be licensed. How- 
ever, it can be registered and op- 
erated if its owner pays a special 
fee on a ton-mile basis. Such vehi- 
cles are used almost exclusively 
by oil companies in the southern 
part of the island to transport 
heavy oil mining machinery.) 

The big fleet operators are the 
oil companies, sugar estates and 
the government and its contrac- 
tors. Some commercial vehicles are 
operated by individuals, and most 
of them are described as “pirate or 
cruising taxies.” There are only a 
few properly run garages where 
one can phone for a car on de- 
mand. 

* + + 

T° GIVE you some idea of trans- 

portation on the island, there 
is a government-owned railroad 
running between the two main 
towns—Port of Spain, the commer- 
cial and shipping center, and San 
Fernando, also a shipping center 
on a smaller scale. San Fernando 
also serves the sugar estates and 
the oil fields. 

The railroad also extends from 
Port of Spain in an easterly direc- 
tion for 15 miles. 

It is anticipated, however, that 
the railroad will be supplemented 
by automotive transportation to a 
greater extent. Most of the heavy 
equipment for the oil fields is 
transported from Port of Spain to 


tive date would be Jan. 1, 1956. San Fernando by rail, and then 





(Continued on Page 50, Col. 1) 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


Feb. 9 
(Sales fast and prices still holding. 

Weather clear. Sold 104 cars out of 

170 entered.) 

BUICK—’54 Super Riviera coupe, $2,- 
155*; Century 4-dr., $1,860°. "53 RM 
Riviera coupe, $1,470*; Special 2-dr., 
$1,125*. °52 Super Riviera coupe, 
$995°. '51 Super Riviera coupe, $750°*; 
4-dr., $645°, $600°; 2-dr., $580*. °50 
Super 4-dr., $410°; Special 2-dr., 
$400°, $350°. 


—'54 Two-ten 2-dr., $1,- 
4-dr., $1, 100; One-fift y 
-dr., 63 Bel Air 


$780; One-fifty 2-dr., 
SL Deluxe 2-dr., 
SL Deluxe Bel Air, 15°; 4-dr., 
$660; 2-dr., $525; SL Special club 
coupe, $485°, $455; ae. o. "50 
$325°. 
"49 SL Deluxe 4-dr., gs70;" ‘BL Spe- 
cial 2-dr., $150. 

CHRYSLER—’53 NY 4-dr., $1,005*. 
*51 NY 4-dr., $310°. 

DeSOTO—'53 Fire Dome (8) club coupe, 
$1,230*; Powermaster club coupe, S. 
020°. 52 Powermaster 4-dr., 
"51 Custom 4-dr., 4 


$920; 
dr., $835°; 2-dr., $770; club coupe, 
$615. ‘52 Meadowbrook 2-dr., $380. 
"51 Meadowbrook 2-dr., $260. 
FORD—'55 Fairlane (8) club sedan, 


"50 Scomiber 2-dr., $185. 
KAISER—’53 Deluxe 4-dr., $875*. 
MERCURY—’52 Monterey club coupe, 

$1,015°. 

OBILE—’53 (98) Holiday, $1,- 
660°; conv., $1,425*. °52 (88) 2-dr., 
$985. "51 (98) Holiday, $600*; (88) 
4-dr., $600°. '50 (88) 2-dr., $310*. 

PLYMOUTH—’53 Cranbrook Belvedere, 
$1,020°; 4-dr., $700; club coupe, $700. 

"52 Cranbrook 4-dr., $670; Cambridge 


club coupe, $390; Cambridge 
club coupe, $340; 4-dr., $315. °49 
Deluxe 2-dr., $265. 
PONTIAC—'54 Chieftain (8) 4-dr., $1.- 
600°. °53 Chieftain (8) 2-dr 
; 4-dr., $1,120°. ‘52 Chieftain 
Catalina, $1,025*, $830; 2-dr., 
. ‘51 Silver Streak (8) 2-dr., 
; 4-dr., §390°; b 


club coupe, 
$455°; Silver Streak (6) 2-dr., $430. 


‘50 Silver Streak (6) 2-dr., $340; 
4-dr., $235°. 

STUD 53 Commander 4-dr., 
$740. °52 Commander 4-dr., $500: 
Sport coupe, $415. ‘51 Commander 


4-dr., $250. 
Feb. 2 


Pig so bad, couldn’t wash a 
. Seld 84 cars out of 140 entered.) 
BUICK —'54 Special 4-dr., $1,850. ‘53 
RM 4-dr., $1,275* (ps); Special Riv- 
iera coupe, 100; 4-dr., $1,085. °51 
Special 4-dr. $605*; Super Riviera 
cone $575°.. ‘50 RM Riviera coupe, 
a... (62) coupe deVill 
$2,600* (ps 4-dr., $2,430* (ps). ‘Si 
(62) 4-dr., $i. 315° 
CHEVROLET— "54 Two-ten $1,- 
200; 2-dr., $1,175, $1,150. 53 Bel Air 
station wagon, $1,280; coupe, $1,130 ; 
2-dr., $1,005; Two-ten 4-dr., $916°; 
a $915, $900. "62 SL Deluxe 2- 


, $590 
CHRYeLER— 51 Windsor 4-dr., $400°. 
DeSOTO—’54 Fire Dome (8) 4-dr., $1,- 
515. °47 Business coupe, $120. 
DODGE—’53 Coronet 4-dr., $615. = 
Coronet Sport coupe, $510; 4- dr 


Custom 
; Deluxe (6) 2 


KA: $500°. 

LINCOLN— 53 Cosmopolitan 4-dr., $1,- 
750° (ps). '49 4-dr., $110. 

MERCURY—’51 club coupe, $600*, 
$500; 4-dr., $510. 

NASH—’53 Rambler club coupe, $1,- 
060; 4-dr., $800. '52 Statesman 4-dr., 
$650. "50 "Statesman 4-dr., 


$800°, *; 4-dr., 
; (98) a. $740°. "50 (88) 
club coupe, $300*. 

PACKARD—'53 (200) 4-dr., $1,160°. 
PLYMOUTH—’53 Cranbrook Belvedere, 
$1,000; station wagon, $975; Cam- 
bridge 4-dr., $770, $705; 2-dr., $675; 
club ee "$750. "52 Cambridge club 


: eftain ) 

. "53 Chieftain (8) Catalina, 
$1, '210*. °52 Chieftain (8) 4-dr., 
$790*; conv., $775*. ’51 Silver Streak 
(8) 4-dr., $515*. °49 Silver Streak 
(6) 4-dr., $230°. 

STUDEBAKER—'52 Champion 4 - dr., 
$425*. ‘50 Champion 4-dr., $130. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 32, 33, 40 











Portland Dealers Elect Officers— 


From left: Clark Graham, new secretary-treasurer of the Portland (Ore.) Automobile 
Dealers Assn.; Dave Logan, retiring president; Lyman W. Slack, president, and Ernest 
W. Williams, general manager. Others elected were Harold Kupp, vice-president, and 
Carl R. Windolph, Roy O. Burnett jr., James Wolfard, Charles Wentworth jr., and 


Don Rasmussen, directors. 





ALBANY, N. Y. — Investigation 
of qualifications of inspection-sta- 
tion applicants being conducted by 
State Police has resulted in only 5 
percent being turned down, accord- 


‘Border’ Dealers 
In Illinois Protest 
Tax-Hike Proposal 


MOLINE, Ill.— Auto dealers of 
Illinois border cities are preparing 
a co-ordinated campaign to resist 
a proposed increase in the Illinois 
retailers’ occupation tax from 2 to 
3 percent. 

The line of opposition is expected 
to be spelled out Wednesday (Feb. 
16) at a meeting of representative 
dealers in Springfield, according to 
Jim Kittler, Moline Pontiac dealer 
and former chairman of the legis- 
lative committee of the Illinois Au- 
tomobile Dealers Assn. 


The meeting has been called by 
David J. Mallett, unsuccessful Dem- 
ocratic nominee for state treasurer 
in 1954 and leader of the Madison- 
St. Clair Counties (East St. Louis) 
Automotive Assn. 


Mallett reported that out-of-state 
car buying to avoid the Illinois 
sales tax has placed some border 
city dealers in a “critical” position. 


Kittler estimated that dealers in 
Moline, Rock Island and East Mo- 
line-Silvis are losing $3,442,000 a 
year in gross new-car sales to Dav- 
enport (Ia.) dealers. 


Dealers are expected to urge the 
Illinois General Assembly to im- 
pose a 2 percent use tax they claim 
is a more equitable levy for mer- 
chants in state-line communities. 


The General Assembly in 1953 
enacted an auto use-tax law to pro- 
tect Illinois dealers from sales 
losses as a result of out-of-state 
‘buying, but the State Supreme 
Court declared the law unconstitu- 
tional six months later. 


Knudsen to Head 
Detroit Diesel 


DETROIT.—Appointment of 
Semon E. Knudsen as general man- 
ager of the Detroit Diesel division 
of General Mo- 
tors, effective 
March 1, was an- 
nounced Thurs- 
day by GM Pres- 
ident Harlow: H. 
Curtice. 

Knudsen, son 
of the late Will- 
iam S. Knudsen, 
president of GM 
from 1937 to 1940, 
succeeds William 

8. E. Knudsen T. Crowe, who is 
retiring after 35 years’ service with 
the corporation. Knudsen goes to 
Detroit Diesel from GM’s Allison 
division, where he had been manu- 
facturing manager for aircraft en- 
gine operations since December, 
1954. He had been at Allison since 
February, 1953. He is 42 and joined 
GM in 1936 with Pontiac. 


N. Y. Lines Up Inspectors 


Only 5 Pct. of Applicants Being Rejected 
In State Police Investigation 





ing to Robert W. Christie, inspec- 
tion director. 

Rejections were for inadequate 
equipment or inspection space. 

Christie said he had received 
1,998 station license applications. 

This number, he said, did not in- 
clude those which were returned 
because they were improperly pre- 
pared. 

No licenses have been issued as 
yet, but they will be issued as soon 
as forms are printed and address- 
ing equipment is installed in the 
Motor Vehicle Bureau. 

Christie said he hopes to hold 
additional public meetings to ex- 
plain the inspection rules and 
procedure, in order to cover any 
areas which may have been by- 
passed in the 26 meetings held 
thus far. 

As many as 350 persons have 

turned out for certain meetings 
held so far. 


Nash Picks Adams 
As Merchandising, 
Advertising Chief 


DETROIT. — Roy Abernethy, 
Nash sales vice-president, last week 
announced the appointment of Fred 

W. Adams as ad- 
vertising and 
merchandising di- 
rector for the di- 





Adams, who 
formerly was ad- 
vertising man- 
ager of Kaiser- 
Willys, will be 
responsible for 
advertising, sales 
promotion, sales 
training and 


Fred W. Adams 
used-car merchandising. 


Abernethy described Adams’ ap- 
pointment as one of a series of 


moves designed to strengthen Nash 
advertising and merchandising for 
the 1955 sales campaign. 

Adams was with Packard prior 
to joining Kaiser-Willys in 1953. 

Jack Huntress recently resigned 
as advertising manager of Nash, 4 
position he had held since 1946. 


Dealer Stock Tax 


Fails in Vermont 


MONTPELIER, Vt. — (UTPS)— 
A controversial bill providing for 
local taxation of automobiles held 
in stock by Vermont dealers ap- 
parently was doomed last week 
after the House Ways and Means 
Committee rejected it. 

Sensing vrobable defeat. its spon- 
sor, Ren. Alfred. South Burlington 
asked that the bill be removed from 
further consideration. 

There were indications that the 
bill might be reintroduced in two 
parts; one providing a tax on car 
stocks, the other substituting an 
average inventory for the April 1 
inventorv system now in effect. 

The bill. similar to one defeated 
in 1953. had been fought by Ver- 
mont auto dealers. 
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NADA Polls Dealers on Reactions, Advice . . . 


How’d You Like the Convention? 


(Continued from Page 2) 
cuss GAW implications with the 
press. 

Many dealers, however, were 
quite curious about the prospects 
for adoption of a GAW in the auto 
industry. A union proposal to boost 
dealer markups in normally slack 
selling months evoked this reaction 
from a North Dakota dealer: 

“Who could have predicted that 
December and January would turn 
up the business they did? And 
that’s a so-called “slack” period.” 

Another westerner flatly 
termed the GAW a charity dole 
scheme and envisioned a big 
slump in productivity if the 
annual wage materializes. 

On the other hand, a number of 
dealers expressed the view that the 
union had successfully “pre-sold” 
its objectives and made it next to 
impossible for the factories to 
make a negative counter-offer. 

+ # z 


A tragic story involving a bootleg 
54 car was related to newsmen by 
Freed. Five members of a family 





of six were killed when the car 
crashed in Nevada on a highway 
west of Freed’s Salt Lake City. The 
lone survivor, a girl, told police 
that the steering mechanism had 
broken down. It was also discov- 
ered that the car was incorrectly 
titled and tagged. 

On the same theme, Philadelphia 
Dealer J. Eustace Wolfington asked 
the convention: 

“Have you ever told the cus- 
tomer about the evil possibilities of 


the same lasses at the Chicago 
Auto Show, was less than im- 
pressed: 

“They must be running out of 
talent around here,” said he, a 
non-Chicagoan. 

* * + 

Freed, rejecting the General Mo- 
tors car buyback plan as an answer 
to bootlegging, said it “was like 
a coach telling his players to cheat 
deliberately on the playing field. 

“A GM dealer stuck with too 


his purchasing a current model car|many cars would much rather 


that may have fallen off a trailer 
in transit and been sold for salvage 
only to appear on a used-car lot 
with the hazard of patched-up 
repair?” 

e * # 

The Service Exhibition in the 
“basement” of the sprawling Con- 
rad Hilton had its usual ration of 
lovely ladies, some collecting door 
prize stubs for NADA and others 
decorating the booths of Sun Elec- 
tric, Executone, Allied Inventory 
and Ammco. 


bootleg, especially under the new 
plan, than admit to the factory 
that he is overloaded. He would 
admit what in GM eyes would be 
a ‘horrible failing’ if he offered to 
sell cars back to the supplier.” 

* - * 


Factories, finance and insurance 
companies and banks went all out 
in their “hospitality” arrangements 
and promotions. 

A full-size reproduction of the 
Hudson-Nash ads announcing the 
new dealer profit-sharing plan was 


One newsman, who had seen ' distributed to each of the Conrad 


Wheels by 


Heise y-Hayes 








House Bill Proposes 


Uniform Road Signs 


WASHINGTON.—A bill to pro- 
vide a uniform national system 
of highway signs and signals has 
been introduced in the House by 
Rep. Cecilia Harden, Indiana Re- 
publican. 

The bill asks that starting Jan. 
1, 1956, the Secretary of Com- 
merce shall propose a “uniform 
national system of turning, start- 
ing and stopping signals for the 
operation of motor vehicles, and 
a uniform national system relat- 
ing to the location, form and 
character of informational, regu- 
latory and warning signs, traffic 
signals, curb and pavement and 
other markings on highways.” 





Hilton’s 3,000 rooms. Chevrolet sup- 
plied each of its attending dealers 
and all prominent guests with a 
package of coffee-serving accesso- 
ries. 

The Saturday Evening Post’s 
annual breakfast had an Arabian 
motif and featured shish-ka-bob as 
a main course. Life recorded the 
voices of all its party guests. Uni- 
versal Underwriters presented a 





Modern cars are so well designed that first sight registers only an 
image of the car’s beauty as a whole. Seldom are you 
conscious of any individual part. But when the car has those rich, 
sleek-looking wheels by Kelsey-Hayes, you know at once that here is 
wheel design that contributes more than the usual smartness. 
Kelsey-Hayes Wheel Co., Detroit 32, Mich. 





Wheels, Brakes, Brake Drums, Special Parts for all industry 
McKeesport, Pa....Los Angeles ...Windsor, Ont., Canada... Davenport, la. (French & Hecht Farm implement and Wheel Div). 


° 9 Plants — Detroit and Jackson, Mich.... 
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top-flight floor show in the Palmer 

House Empire room. Nash a!so 

supplied professional entertzin- 

ment, with a “Disneyland” therne. 
+ ok + 


President James J. Nance 
played host to Studebaker-Pacix- 
ard dealers at a dinner-dance in 
the Palmer House. 

Sales managers of all Chrysler 
Corp. divisions greeted dealers 
nightly at cocktail suites. 

Hotel-tycoon Conrad Hilton him- 
self, whose apartment is on the 
hotel’s 23rd floor, inspected ar- 
rangements for NADA functions 
and was a guest at many of them. 

* * * 


Addresses by NADA leaders all 
showed concern over forecasts of 
the breakdown of the single-line 
distribution system for cars. 

Ray Miles, NUCDA president 
made the most recent prediction to 
that effect in Automotive News’ 
Jan. 24 issue — timing of which 
caused NADA speakers to sharpen 
their remarks on the subject. 

“When—and if—the single fran- 
chise system is lost,” declared In- 
dustry Relations Chairman Fred- 
erick M. Sutter, “we will learn very 
quickly how well our Detroit 
friends can sell without the benefit 
of pressure which is available to 
them under our present selling 
agreements.” 


Chevrolet Prices 
2 Nomad Models, 
New Corvette V-8 


DETROIT. — Price tags were 
affixed last week to Chevrolet’s 
“dream car” station wagon, the 
Nomad, and to a new V-8 version 
of the Corvette plastic sports car. 

The Nomad, a two-door body 
type designed to combine the utility 
of a station wagon with “unusual 
luxury and beauty,” is priced at 
$2,472 for the six-cylinder model 
and $2,571 for the V-8. 

Chevrolet describes the car as a 
“mobile solarium” due to the liberal 
use of glass in its construction. 
With it, the division hopes to cap- 
|ture an increased share of the 
growing station-wagon market. 
Both Nomad prices are well 
above those of other Chevrolet 
station wagons. Next to the 
| Nomads, the highest-priced models 
are a pair of Bel Air four-door 
|stations, priced at $2,262 for the 
six and $2,361 for the V-8. 
| Production of the Corvette, said 
to be about 50 units a month, now 
jis being concentrated on V-8s, 
|priced at $2,934 as against $2,799 
for the six. 

The Corvette is a convertible. 
| Ford’s Thunderbird V-8 sports car 
| is priced at $2,944 for a hardtop, 
| $3,019.30 for a convertible and $3.,- 
| 234.30 for a combination hardtop- 
| convertible. 


| sitheciteatisieidicieee ieee 
Ordnance to Buy 


Parts from Reo 


LANSING. — Reo Motors, Inc., 
last week announced receipt of two 
Army Ordnance contracts totaling 
$409,066.30. 

The orders call for production of 
spare parts for the M-36 2%-ton 
six-by-six truck known as the 
“Eager Beaver.” Reo is one of two 
suppliers of this type of vehicle. 

Deliveries to be supervised by the 
Detroit Ordnance District, will be- 
gin within 60 days. 


FTC 


(Continued from Page 2) 
casions, the smaller auto compa- 
nies were permitted to merge in 
order to enable them to compete 
more effectively against the giants 
in the industry. 

“No one can deny, or at least the 
commission did not deny, that there 
was already an undesirable con- 
centration of production in the au- 
tomotive field, and that further 
concentration was _ unfortunate. 
However, on balance, and because 
of the diminishing volume of the 
smaller companies, it seemed wise 
to permit them to try to achieve, 
via the merger route, national cov- 
erage in distribution and assembly 
plants, better access to supplies, and 
fuller product lines which may en- 
able them to compete more vigor- 
ously with the so-called ‘Big 
Three.’” 


-—Bos SHELDON 
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US. to Get Industry Man 
For Controls Program 


By William Ullman 


Washington Correspondent 
EVERAL matters of importance to both the Government 
) and the automotive industry were threshed out, and just 
about settled, when Department of Commerce officials met 
with car and truck executives last week. 
It seems safe to say now that the stage is set for an 


industry man to take over as 
director of the automotive 


division of the Business and 
Defense Services Administration— 
without compensation. 

That was one of the matters that 
had to have its legal kinks irormed 
out, and agreement was reached 
between Government and industry 
attorneys. 

After the industry has chosen a 
man, and he has been accepted by 
the Government, the next move 
will be the appointment of task 
forces to operate between Wash- 
ington and De- 
troit. 

Meanwhile, 
dustry men are 
expected to meet 
to study the @ro- 
posed standby 
materials and 
production con- 
trols proposed by 
the Government. 
i The controls 

— plan meang noth- 
William Uliman ing whatever, 
unless there is war or an emer- 
gency. It may never be used, but 
if necessary it will be ready, with 
perfect agreement between the 
Government and the auto industry. 

The plan deals with supplies 
of steel, copper, aluminum and 
other metals in quarterly allot- 
ments for civilian purposes 
should war come again, and is 
designed to provide a better and 
fairer set of rules than obtained 
in World War II and during the 
Korean conflict. 

Standby price, wage and rent 
controls are not contemplated in 
this arrangement. These would re- 
quire new congressional legislation. 
The others may be set up under 
the present Defense Production 
Act, which will expire next June, 
unless extended by Congress. 

In asking the auto industry for 
aid without compensation, the 
Government also wants car, truck 
and parts task forces in addition 
to a competent director of the 
automotive division and a top tech- 
nical man to sit in the division at 
Washington. 

George Davis, present director 
of the automotive division of 
BDSA, would become deputy di- 
rector as he was during the life 
of the National Production Au- 
thority. But in the present 
instance, the director supplied by 
industry would deal only with 
defense problems while Davis 
would continue to handle all non- 
defense matters. 

George Curtis would remain as 
assistant director of passenger cars, 





and Ray Fussell would continue to | 


head the truck and trailer section. 
_ Among those attending the meet- 
ing were: 

R. G. Ford, J. J. Cronin, Fred 
Limbach, Homer H. Manuel and 
D. F. Hulgrave, of General Motors; 
John R. Ridgely, of Four Wheel 
Drive Auto Co.; G. J. Lynch, W. E. 
Kimbrough and R. W. Markley, of 
Ford Motor Co.; James S. Ross, 
L. L. Colbert, Kenneth Deacon and 
I. T. O’Brien, of Chrysler Corp.; 
George Romney and Harlan V. 
Walters, of American Motors; D. 





in- | 





A. Conroy and L. W. Perkins, of | 


International Harvester Co.; John 
A. White, of Mack Trucks; L. A. 
Lundstrom and David P. Harr, of 
Peterbilt Motors Co.; James J. 
Dervin, of Rep Motors; Courtney 
Johnson, of Studebaker - Packard; 
Joseph G. Grossman, of Ward 


LaFrance Truck Corp.; Vollmer W. | 


Fries, of White Motor Co., and 


J. E. Myers, of Willys Motors. 
+. * x 


Nickel Supply Rising 
TRIBUTION of an additional 
1,000 tons of nickel to private 
industry in the current quarter, 
announced last week by the Office 
of Defense Mobilization, followed 





the finding, it was stated, that the 
psychology of scarcity was retard- 
ing the use of nickel in established 
fields and was discouraging new 
businesses from starting. 

The Department of Commerce, 
working with industry in review- 
ing industrial needs for nickel in 
1955, found that the metal avail- 
able for nickel-consuming indus- 
tries was being kept at too low 
a level. 





additional amounts could be re- 
leased. 


* * * 


‘A’? Product Allotments 


HE Office of Defense Mobiliza- 

tion last week announced allot- 
ments of steel, copper and alumi- 
num for “A” products for defense 
needs for the second quarter. Steel 
allotments are 13 percent higher 
than for the first quarter, copper 
12 percent lower and aluminum 7 
percent down. 

This action is the eighth determi- 
nation that has been made under 
the defense materials system, 
which limits the allocation of steel, 
copper and aluminum to defense 
and atomic energy activities. 

The “A” products allotments 
represent purchase authority to 
prime contractors and producers 
of specially designed military 
equipment for the three metals 
at the mill level. 

The total quantities of steel, cop- 
per and aluminum to be set aside 
at the mill level will include addi- 
tional amounts required by manu- 
facturers of civilian-type items 
incorporated in military end items. 
These are the so-called “B” prod- 


The ODM said that the current|ucts which are carried on the 


and future supply picture indicated 


official class “B” product list of 








New Owners— 


Following the retirement of 
Rhoads, Rhoads- Erskine Chevrolet Co., 
Beverly Hills, Calif., has as its new owners 
H. H. “Hank" Rhoads (seated) and R. A. 
Erskine (left). With them is Roy Cash, Los 
Angeles zone manager. 


the Business and Defense Services 
Administration. 
At the same time ODM Director 


9 


Arthur Flemming announced that 
Harold C. Vance, chairman of the 
executive committee of Studebaker- 
Packard, would head the ODM 
advisory committee on components 
and production equipment. John L. 
McCaffrey, president of Interna- 
tional Harvester, was named a 
member of the group. 

* * * 


Film on Unsafe Cars 


.. safety experts of the 
National Capital area last week 
witnessed the premiere of a color 
movie on auto inspection as guests 
of the American Assn. of Motor 
Vehicle Administrators. 

The film, entitled “One Way 
Left,” drew an audience of about 
100 safety planners. 

The one way left—to save lives 
in traffic accidents—as dramatized 
by the film is to get unsafe cars 


H. H.|/off the road and cut down on the 


approximately 20 percent of acci- 
dents said to be caused by faulty 
mechanical equipment. 

The film is aimed at states with- 
out compulsory inspection. 


The AUTOMOTIVE NEWS ALMANAC is 
@ year-round friend. Use it often for statis- 
tics; buyer information and personnel data. 


RIGHT UNDER HIS NOSE... 





..but does he see it ? 


It will pay you handsomely to take full advantage of 
Socony-Vacuum’s lubrication training program. It in- 
cludes training centers, a staff of experienced instructors 
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A NEW HUB CAP 
“~ INCREASES PARTS PROFIT — 
Socony-Vacuum will help train your 


lubrication men to find extra business like this 
for your other service departments! 
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and salesmen to train your men on the job. 


Your men learn proper lubrication techniques, with em- 
phasis on the make of car you sell . . . how to point out 


the need for parts and services to your customers, 


Result to you: high absorption ratio, more customer con- 


tacts, satisfied car owners. 


ONLY SOCONY-VACUUM OFFERS ALL THREE: 


® America's Favorites — Mobilgas and Mobiloil 
® World’s Greatest Lubrication Experience 


® Exclusive “On-The-Job” Training 


SOCONY-VACUUM OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 






















Does he 


— really listen to , 
his car radio? 





...0or is ut sumply a pleasant: 
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Now that America is listening to radio in 26 million automobiles, advertisers have 


become increasingly interested in the amount of attention these sets command. 


Here’s what a pilot study recently showed: 


75 per cent of all motorists not only know the sponsors of the programs they’re 


hearing—they can “play back’’ substantial parts of the commercials.* 


Actually it’s not too surprising. With cars so easy to drive these days, there’s not much 
to do but steer. And when the motorist’s eye is fixed on the road, his ear hasn’t 

much else to do. Except to take in the most popular programs. And news of the 
products they sell...on The CBS Radio Network 


companion, like his wife? 





Sieg Toe) 


*On two successive Sundays 
earlier this winter, Adver- 
test Research conducted in- 
terviews with a total of 344 
motorists traveling the 
New Jersey Turnpike. Ad- 
vertest found 77 per cent 
of the cars equipped with 
radio. In these cars, the two 
programs whose commer- 
cials were being tested 
(Jack Benny and Amos ’n’ 
Andy) had an average rat- 
ing of 23.1. A booklet giv- 
ing details of this survey 
is available from the CBS 
Radio Network on request. 
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‘Discount Hunting Feeds 
On Discount Talk 


EW-CAR dealers as a group represent one of the most 

potent and important factors in the economic life of the 
nation. They have more money invested in the auto business 
than the giant manufacturers. Dealerships are key busi- 
nesses in every community. 


Yet, in spite of the efforts of dealer leaders to sound a 
strong, confident note at the NADA convention in Chicago, 
several comprehensive news reports which appeared in 
important daily publications sounded sour notes. 


One report had this theme: “The accent was on the 
blues in Blueprint for Profit.” 


Another led off this way: “Auto dealers claim they’re 
hurting because they’ve been giving you too much for the 
old car you traded in on a new one.” 


Most dealers will blame the newspapers for this. But that 
is pointless. The reports were backed up with chapter and 
verse from auto dealers. They are the source of the sour 
notes, not the publications. 


Dealers know very well that the new-car business can 
be hurt seriously by lack of public confidence. A new car 
is a postponable purchase. 


This makes it all the more strange that dealers should 
air their troubles in the public print. Is it possible that these 
dealers imagine that new-car prospects, who read about the 
hard times dealers are having, will shop for a good deal 
with less vigor? 

The opposite is true. Discount hunting feeds on discount 
publicity. 

The dealer, who wants to lessen the impact of discounting, 
will ignore the subject. He will talk instead of the care with 
which his shop prepares cars for delivery, the service he 
gives, the reputation he has at stake in seeing that his 
owners are cared for properly. 

If the dealer wants to talk about his business, he should 
seek to sell it—instead of discounting it. 





Dealer Conventions 


Feb. 28-March | — Louisiana Automobile 
Dealers Association Annual Convention 
and Exhibit, International Room, Hotel 
Roosevelt, New Orleans, La. 

June 19-2I—Michigan Automobile Dealers 

Grand Hotel, Mackinac Island, 
Michigan. 

Aug. 21-23 — 22nd Annual Convention, 
Automobile Dealers Association of West 
Virginia, Greenbrier Hotel, White Sul- 
phur springs. West Virginia. 

. 16—2 Annual State Convention, 
nmsas Motor Car Dealers Assn., Broad- 
view Hotel, Wichita, Kansas. 

Sept. 16— Nebraska New Car Dealers 

sociation, Paxton Hotel, Omaha. 

—_ 16-17 — New Mexico Automotive 
+ — Assn., Nickson Hotel, Roswell, 

Sept. 18-20 — 32nd Annual Convention, 
New York State Automobile Dealers, 
Inc., Saranac Inn, Saranac, N. Y. 

Sept. 19—Minnesota Automobile Dealers 
Association, Radisson Hotel, Minneapo- 


is. 

Sept. 25-27 — Texas Automotive Dealers 
Association, Shamrock Hotel, Houston, 
Texas, 

Sept. 26-27—Pennsylvania Automotive As- 
sociation, William Penn Hotel, Pitts- 
burgh, Pa. 

Sept. 28-30—37th Annual Convention, New 
Jersey Automotive Trade Association, 
Hotel Chalfonte-Haddon Hall, Atlantic 
City, N. J. 

Oct. 910—Georgia Automobile Dealers 
Association, Bon Air Hotel, Augusta, 


a. 

Oct. 16-18 — National Used Car Dealers 
Association Annual Convention, Hotel 
William Penn, Pittsburgh, Pa. 

Nov. I—Connecticut Automotive Trades 
Association, 34th Annual 
Hotel Statler, Hartford, Conn. 

Nov. 13-14 — 20th Annual Convention 
Automobile Dealers Association of 
— Tutwiler Hotel, Birmingham, 

a. 


Convention, 


* * * 


Dealer Auto Shows 


Feb. 13-20—San Francisco Auto Show, San 
Francisco Civic Auditorium. 

Feb. 15-20—Cleveland Automobile Show, 
Public Auditorium, Cleveland. 

Feb. 20-27—Syracuse Auto Show, Onon- 
daga County War Memorial Bidg., 
Syracuse, New York. 

s @ Automobile Show, 
Jaffe Mosque Bidg., Altoona, Pa. 

Feb. 24-27—Sioux City Automobile Show, 
Sioux City Municipal Auditorium, Sioux 
City, lowa. 

Feb. 26-March 5—Kansas City Motor Car 
Show, Exhibition Hall, Municipal Audi- 
torium, Kansas City, Missouri. 

March—Lewiston Automobile Show, Lewis- 
ton Armory, Lewiston, Maine. 

March—Spokane Automobile Show, Spo- 
kane Coliseum, Spokane, Washington. 

March 4-6—3rd Annual Kansas Automobile 
Show, Hutchinson Sports Arena, Hutch- 
inson, Kansas, 

March 16-20—Winnebago County Automo- 
bile Show, Armory, kford, Illinois. 
March 18-19?—Uniontown Auto Show, Fay- 
ette St. Dealers’ Showrooms, Union- 

town, Pennsylvania. 

March 29-Aprii 3—Sacramento Auto Show, 
Civic Auditorium, Sacramento, Califor- 


nia. 
April 20-23—Danville Auto Show, Danville, 
Virginia. 
ee 


General 


Feb. 15-18—Annual Meeting National Car 
Rental System, Netherland Plaza Hotel, 


Cincinnati. 

March 1-3—Passenger car, oe and Ma- 
terials Meeting, Society of Automotive 
saqeacers, Sheraton-Cadillac Hotel, De- 
roit. 

March 5-13—GM Motorama, Pan Pacific 
Auditorium, Los Angeles, Calif. 

March 6- pring Executive Conference, 
National Truck Leasing System, Boca 
Rotan, Florida. 

March 14-15 — Canadian Automotive 
Wholesalers’ & Manufacturers’ Associa- 
tion Annual Meeting, King Edward 
Hotel, Toronto. 

Mar, 16-18—Iith Annual Canadian Auto- 
motive Service Show, Automotive Bldg., 
Cc. N. Grounds, Toronto, Canada. 

March 26-Apr. 3—GM Motorama, Civic 

Auditorium, San Francisco, Calif. 

Beach §S 


Apr. 16-17—Pebble ot Car 
Road Pebble Beach, Calif. 
April 20-May | — 37th International Motor 


Show, Turin, ney 
Apr. 23-May I—GM Motorama, Common- 
wealth Armory, Boston, Mass 
May 16-20—Materials Handling Techniques 
ference, International Amphitheatre, 
Chicago. 
(Continued on Page 41, Col. 1) 


20 Years Ago... 
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Letterbox 









No Alternative ... 


Eprror’s Note: Below are ez- 
cerpts from a letter sent to 
Automotive News as well as 
members of Congress. It deals 
with phony registrations in De- 
cember. 

This morning we received the 
registration list on which the names 
are shown for the automobiles 
registered in December, 1954. Ac- 
cording to this list, there were 35 
Fords registered in our county and 
there is not a single unit registered 
to anyone in our organization or 
to any member of anyone’s family. 

Our Chevrolet competitor regis- 
tered 46. At least 16 of these were 
registered to employes or wives 
and members of their immediate 
families ... 

You will note that we are sending 
a copy of this letter to one of our 
senators and to our representatives, 
because they are constantly receiv- 
ing requests from various sources 


The Big Stories 


Changes in the automobile manufacturers’ code which provide for 
early autumn announcements of 1936 lines will mean a change in 
what has been called the buying habits of the American people. Under 
the proposed plan, it is hoped to entice a greater percentage of 
buyers into the market before the first of the year and thus relieve 


the congestion in a production way during the early part of the year, 


with the resultant lean months preceding model changes . . 


. The 


five-year-old used car, 1929 model, was the one that received the 
greatest number of sales in 1934, according to NADA. Model 1929 
sales constituted 26.22 percent of all sales of used cars. Model 1934 
used cars constituted only 1.21 percent of the total sales. The 1933 
models represented 11.03 percent of the total ... Breaking all records 
for the month, Oldsmobile in January sold 10 times as many cars 
at retail as in January, 1933 . . . Goodrich imtroduces a safety tube 
said to reduce the danger of accidents in blowouts. 


—From the files of Automotive News. 





OGGIE LOOKS * 
*NUTO NEWS 


COULD BE THIS SCHOOL 
ILL EE THE WORLDS LARGEST 
IN NUMBER. OF STUPENTS. 

JUST WATCH ON ANY STREET 


‘Copy to Congress ..... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. .No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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to investigate and enact factory- 
dealer legislation. 

It is factory pressure such as evi- 
denced in the Montana registra- 
tions which result in these requests 
which would ultimately be detri- 
mental to all of us. 

However, if a corporation which 
made $806 million in one year and 
increased its profits 35 percent can- 
not operate with reasonable honor 
and on a fair basis, then there is 
no recourse on the part of the 
dealers except legislation. 


It is gratifying to note that the 
Montana registration list does not 
reflect any phony registrations on 
the part of Ford dealers. However, 
we have no way of knowing if 
other Ford districts were as sensi- 
ble as Salt Lake and Fargo.—Mon- 
tana Ford Dealer. 

* * * 
Wrong Taylor 

Who’s the guy whose picture 
you used with the story on William 
H. Taylor jr. being appointed 










W. H. Taylor W. H. Taylor jr. 


assistant advertising manager of 
Pontiac? Whoever he is, he isn't 
our Taylor.— Pontiac Motor Dri- 
SION. 

Eprror’s Nots: He is Willian 
H. Taylor (left, above), director 
of purchasing at Packard divi- 
sion, and no relation to William 
H. Taylor jr. (right), who is 
assistant advertising manager of 
Pontiac. 
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Take it from a leading 
Independent Serviceman: 


BA Wa tray Ca Dealer is my 
partner In 


service !” 



















“When I need service information, special tools, 
or even tips on service, my Chevrolet dealer is 
the man I turn to. He has never let me down yet. 
I appreciate this because so many of my customers 


drive Chevrolets.” 


HAROLD RUPE 
RUPE’S MOTOR SERVICE 
R. R. 1, SOUTH BEND, IND. 














©) Increased service 
& efficiency 


®> A complete line of 
“@r Chevrolet Parts 


Quality you can 
depend on 


Technical help in 
service problems 






Your Chevrolet dealer is one, con- 


Booklets like the Repair Manual help 
you solve tough problems quickly by 
showing best and quickest installation 
methods. On tricky service problems, 
see your Chevrolet dealer. He can 
help you solve them quickly. 


venient source for all Chevrolet parts 
—not just a few, but all of the more 
than 22,000 parts serviced. He can 
assure prompt delivery, helps you 
give your customers better service! 





The right parts do the job best. They 
are made to fit right . . 
better . . . last longer. It will pay you 
to do business with your Chevrolet 


. function 


dealer. In so many ways, he is actually 
your partner in service! 


Your Chevrolet dealer handles parts 
manufactured to high standards of 
quality, precision-built for depend- 
able operation. Buy your Chevrolet 
parts from the man who specializes in 
them—your Chevrolet dealer. 


Tie in ... cash in! 


Lire advertisements like this create demand for and pre- 
sell your customers on Genuine Chevrolet Parts. Take ad- 
vantage of this national advertising by using Genuine Chev- 
rolet Parts. It’s just good business 


YOUR CHEVROLET DEALER IS 
READY, WILLING AND ABLE 
TO SERVE YOU! 
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New Officers of Ford Dealer Grou 


Ray Bundy (seated right), is the new president of the Cuyahoga County (O.) Ford 
Dealers Assn. Seated beside him is W. W. Cumming, Cleveland district sales manager. 
Standing, from left, are Joseph Lee, secretary; Howard Reynolds, treasurer, and 


Jimmie Henderson, vice-president. 


BADGE 714 
starring Jack Webb 


OYA a 


Adventures of 
THE FALCON 
starring Charles McGraw 


INNER SANCTUM 


p- 








Auto News from Mexico 


Smaller Increase in Taxes Stirs Rare Optimism 
For Business This Year 


By Douglas Grahame 
Staff Correspondent 
ICO CITY.—Mexico’s auto- 
motive trade faces 1955 with 
rare optimism. While nobody in the 
business expects bumper sales, all 
agree that there will be business 
this year, after all. 

That’s because the industry 
will have to shoulder a tax hike 
of only $3,200,000 instead of that 
of $9,600,000 that had been orig- 
inally planned. 

The hike stems from upped im- 
port duties on automobiles and 
trucks, ready to use, and their 
spare parts. 

The original hike was 1,000 per- 
cent, but trade toppers talked the 
Government into making a marked 
reduction in the increased imposts. 

+ * 2 


Higher Prices 
HAT, naturally, means higher 
prices for buyers of foreign 
cars and trucks. When the peso 


wag devaluated to eight cents, a 
new peacetime low, last April, there 
had to be price hikes. The rates 
had been geared to a 12-cent peso. 
The tariff tilts were 35 percent for 
cars and trucks and 44 percent for 
their spare parts. 

Later, there were cost lifts of 
10 percent for spare parts and 9 
percent for vehicles because of 
wage increases industry granted 
as compensation for the weak- 
ened peso. 

The trade is now huddling to de- 
cide just how much more hiking 
can be done. Remarks are heard 
that while Stateside prices of cars 
and trucks haven’t increased, the 
tariffs are frequently upswinging 
in Mexico. 

Some say that this upward march 
may again weaken the peso and to 
avoid that the Government had 
better cancel the stiff import duties 
it has enacted for cars and trucks 
and their spare parts. 

The trade hears that 27,000 units 





SAT Val 


AUDIENCE-GETTERS 


can 
sell 
cars 





For car dealers 

—and a broad variety of 
other advertisers—these 
proven-great programs have 
delivered enormous audiences 
in market after market. 


Always, the cost per thousand 
has been unusually low— 
characteristic of NBC Film 
Division shows. 


Find out more about these 
fine programs that can be 
yours at local market prices. 
Call or write for brochures 
on each of these great hits. 
Ask also for an industry 
study on how you can use TV 
best to sell cars. 


NBC FILM DIVISION 


SERVING ALL SPONSORS... SERVING ALL STATIONS 
30 Rockefeller Plaza, New York 20, N.Y. © Merchandise Mart, Chicago, Ill. © Sunset & Vine Sts., 


Hollywood, Calif. 


In Canada: RCA Victor, 225 Mutual St., Toronto; 1551 Bishop St., Montreal 
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of cars and trucks is the ,uota 
from Stateside for all Mexic: this 
year. 


Reconsideration Asked 


OME sectors of the industr », in. 
cluding used-car dealers, have 


asked for reconsideration o: the | 


hiked import tariffs, conte. ding 
that the tax tilt making imported 
vehicles cost more threaten: the 
very life of the trade and the jobs 
of 10,000 people, workers an: ex- 
ecutives. 

Most automobiles used in liex- 
ico are not luxury items, trade 
leaders content. They deplore 
such a harsh import duty lif: en 
articles that are what they style 
vital essentials in “Mexican “ma- 
terial and spiritual life.” 

Trade talk is that the number 
of cars and trucks assembled in 
Mexico could easily be tripled and 
that their output now is below 
Mexico’s demands. “But what's the 
use?” the trade sighs. Assembly 
plants, it is said, are eager to offer 
vehicles at prices lower than im- 
ported items can be sold, but what 
with exalted production costs, fea- 
turing hiked taxes on materials, 
all of which must be imported, and 
wages, that noble desire dies. 

Mexico-assembled vehicles can, 
at best, only be offered at about 
the price of their imported coun- 
terparts. In some cases, a car or a 
truck put up in this country can’t 
be sold at or below the price of the 
foreign corresponding number. 

* * 7 


Late Models Seized 


OCAL used-car dealers were 

panicked when Ministry of Fi- 
nance investigators swooped upon 
many lots and seized 146 late mod- 
els beeause they lacked papers 
proving that the import tax had 
been paid on them. The ministry 
said the raids will continue and 
that its agents expect to confiscate 
close to 1,000 cars. 

The racket roots from the al- 
lowance of bona fide residents of 
U. S. border zones to import cars 
at a 25 percent discount in duties. 
Some of them, in flagrant break- 
ing of their honor pledges to use 
the cars strictly within the zones 
in which they live, have made 
“gifts” of the machines to local 
used-car dealers, or faked papers 
to show transfer of ownership, 
then split profits from the sales. 

The trade is more dubious than 
ever, in view of these raids, about 
the clause in the latest import du- 
ties increases that allows border 
zone residents a 90 percent cut in 
those duties. These zones are al- 
lowed to import up to 3,000 cars. 

At the advent of 1955, this re- 
mark was heard on the local Auto- 
mobile Row, “So much more time 
now to examine the girlies who 
pass! Nobody’s calling now—in per- 
son, or even by phone.” 

* * ” 


Tire Imports Curbed 


A™ imports of all kinds of auto- 
motive tires have been placed 
under control of the Ministry of 
National Economy by decree of 
President Adolfo Ruiz Cortines. 
The idea is to protect Mexican 


rubber factories, which are ad-* 


vancing in tire manufacturing. 
A * ca 


Cross-Allen Picks Fournier 


LBERTO Villanueva Fournier, 
known in automotive circles 
throughout Mexico, is the new 
sales manager of Cross-Allen de 
Mexico, S. A. He has been in the 
business nearly 25 years. 
* * * 


GM Shifts McIntyre 


OHN McINTYRE, treasurer and 

vice-president of General Mo- 
tors’ Mexican division, has been 
transferred to Buenos Aires as 
managing director of GM’s Argen- 
tinian unit. 


=— 
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The BLUE CORAL LIQUID and the BLUE CORAL PRESERVATIVE NENW 


SEALER were made for each other too! For over twenty-five 
years this wonderful team has been devoted to preserving, 
enhancing and restoring fine car finishes. They should 
never be used alone! Together and only TOGETHER do 
they become the world famous BLUE CORAL TREATMENT! 


Tell your customers about BLUE CORAL’S priceless com- 
bination of ingredients. Show them how to keep their 
cars a thing of beauty and a joy to drive! They'll love 


you for it! 


© 1954—H.D.T. COMPANY FACTORS, INC 


H. B. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment WHITE PLAINS, NEW YORK 
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With the Staff... 
ALONG DETROIT’S AUTO ROW 


Worker Discounts Hit 


Chrysler Corp.’s recently an- 
nounced discount plan for workers 
is meeting with some disapproval 
in corporation dealerships on De- 
troit’s east side, where all division 
plants, except DeSoto, are located. 


One dealer reports that corpo- 
ration employes comprise 60 per- 
cent of his floor traffic during 


the year. 

“If we sold only 20 percent of 
them on the discount plan, we’d be 
in real hot water,” he says. 

“Knocking off three-quarters of 
our profits in each of these deals 
would run into a tidy little sum. In 
fact, I'd say it would just about 
close the front door.” 

Another dealer claims he and his 
fellow dealers on the east side are 
getting all the play in this setup. 

“The corporation could knock off 
50 percent, and it wouldn’t mean 
anything to the dealer on the west 
side because he might not have five 


corporation employes walk into his|to find out they could have gotten 


showroom in a year. 

“It’s the dealer on the esat side 
that’s caught in the web. If we 
sell according to the plan, we lose 
money. If we fail to go along with 
the plan, most anything could 
happen. We might even be put in 
the position of losing our fran- 
chise.” 

Some dealers figure the plan will 
wear itself out in a matter of a 
few months. 


Says one dealer: 
“A lot of the employes are going 


Correction 
In a story on the Plymouth pro- 
motional program in Miami, pub- 
lished in the Jan. 17 edition of 
Automotive News, P. T. Vanson 
Was erroneously listed as southeast 
regional manager. Vanson is At- 
lanta City manager. J. H. McDon- 

ald is regional manager. 


Get ready! 


a better deal on a straight trade. 

“After they get the discount and 
pick up their new car, they’re going 
to have to peddle their own car— 
at wholesale or less. That’s when 
they’re going to find out they could 
have done just about as well on a 
straight deal. 


“After all, most dealers are dis- 
counting a good 12 to 15 percent 
right now. 

“For the guy who wants to pay 
cash or has an old jalopy, it’s a 
good deal. For the guy with good 
trade, it’s not going to be so 
good.” 

Another dealer sees it as only a 
temporary deterrent to sales. 

“A couple of deals we had on the 
fire have temporarily fallen through 
because the customers have a 
brother or father working at one 
of the division plants. 

“When things get back to normal 
and they find out they aren’t going 


to be that much better off, we'll be 
making the same deals as before.” 


* * * 


Discounts Not Necessary 

A Dodge-Plymouth dealer claims 
there’s no need to discount on new 
cars this year. 

“Our orders for the first three 
weeks were just about three 
times greater than during the 
same period last year,” he said, 
“and to make matters even bet- 
ter, we can’t supply them fast 
enough. 

“Anytime orders are higher than 
cars on hand, I say business is 
good. And as for discounting, there 
just isn’t any sense in it as long 
as things stand as they are now.” 

* * + 
Plugs from Pulpit 

Herbert Teal, of Teal Bros. (Hud- 
son), reports that his sales have 
been helped “considerably” by a 
Negro minister who is acting as a 
“bird dog” for the dealership. 

Teal says the preacher periodic- 
ally prefaces his sermon with the 
announcement that the church will 
be $25 richer for each parishioner 
who buys a car from Teal Bros. 
The preacher’s theme is: 


“As long as you’re going to 


Here comes 


-a Blue Chip Year 
for GMC Dealers 


be the standout of the industry, it will 


UST one month from now, GMC 

will make an announcement that 
will affect everyone in the truck- 
selling business. 


It will be the story of a new genera- 
tion of trucks —spectacularly 
advanced beyond any present-day 
commercial vehicle. 


To every GMC dealer, they will bring 


a blue chip 


opportunity. In every 


weight-class — for every job —he will 
have a truck that will set standards 
by which all others must be judged. 


And since it’s the truck destined to 


Sella modern truck ! 


GMC TRUCK & COACH-A General Motors Division 


be backed by the hardest-hitting 
advertising campaign in truck history. 


That’s why we know 1955 will be 
GMC dealers’ blue chip year. And 
why we feel that RIGHT NOW is 
the ideal time for prospective GMC 
franchise-holders to make their move. 


Interested? 


Why not drop us a line and find out 
if you can qualify —if there’s an open 
territory in your area. Learn for 
yourself why 1955 — more than ever 


before —is the year to— 


buy, buy from Teal and help tie | 
church.” 


The preacher is passing word of 
the $25 bird-dog fee among his fel- 
low ministers, who are urged to 
get in on the deal. 

Teal says he also has had a girl © 
moving around the city show ng 
movies of the Hudson at Nero 
clubs. 


+ + * 
Comeback in °55 Seen 
“If floor traffic so far is any 
indication of sales potential, we 
should make a comeback this 
year,” says a Detroit area Olds- 

mobile dealer. 
“Thus far we’ve been discount- 
ing about $150 per car. Last year 
at this time we were knocking 
off closer to $400 and still hav- 
ing trouble making a deal.” 

- + 


* 
Calling All Bird Dogs 


Don McCullagh, Detroit Chevro- 
let dealer, is going allout to swell 
the ranks of his bird dogs. 

In a series of display ads in — 
Detroit newspapers, the firm says: 
“Everybody can join the National 
Bird Dog Club, a new club with- 
out dues. Just a real opportunity 
to make hundreds of dollars in 
your spare time.” 

A spokesman for the firm said 
the intent is to increase the “35 
to 40” bird dogs now working to 
as many as possible. 


Dealers Speculate 
On Excise-Tax 


Cut in Canada 


MONTREAL.—There is specula- 
tion here in some quarters that 
Canada may reduce its auto excise 
tax in the forthcoming budget, fol- 
lowing a conference between 
Finance Minister Walter Harris 
and representatives of the Cana- 
dian Automobile Assn. 

When the representatives left the 
conference, they quoted Harris as 
saying: “We hope we can give you 
a satisfactory answer to your prob- 
lem. We hope we can give you 
some relief.” . 

Although Harris denied that he 
had made any definite promise, he 
later told the House of Commons 
that Minister of Health Paul Mar- 
tin also had put in a strong plea 
for a slash in the excise tax. 

Michael Starr, representative 
from Ontario, told the House that 
the excise tax had a depressing 
effect on the Canadian auto indus- 
try and that its removal would 
result in a 10 percent increase in 
employment in the industry as well 
as create some $17 million worth of 
new purchasing power. 

He called the tax unrealistic and 
a “penalty imposed on persons 
wars to purchase an automo- 
bile.” 

Canada takes in about $160 mil- 
lion a year in taxes on new-car 
sales, and Government circles say 
it would be hard to replace this 
income. 


Hudson Appoints 


Taylor in Sales 


DETROIT. — Appointment of 
Henry G. Taylor, as manager of 
Hudson’s Cleveland zone has been 
announced by 
Walter A. Ernst, 
north central di- 
vision sales man- 
ager. The Cleve- —= x 
land zone covers ~ is 
northern, central I 
and south central é 
Ohio. 

Taylor began 
his automotive 
career with Buick 
in the Grand 
Rapids area 25 Henry G. Taylor 
years ago. He later joined Packard 
and was accessories manager at 
Detroit, regional manager in Min- 
neapolis, assistant zone manager at 
Chicago, and zone manager at Kan- 
sas City. 


2 More Tubeless Patents 


Granted to Goodrich 
AKRON.—Two more patents, the 
seventh and eighth granted to B. F. 
Goodrich Co. covering tubeless 
tires, have been issued by the U. S. 


sae 





Patent Office, according to Arthur ~ 


Kelly, president of the Tire and 
Equipment division. 

One of the patents covers an 
inner liner, the other a fabric-buty! 
rubber air-retaining liner. 
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Thompson Plans 
$5 Million Center 


For Engineering 


CLEVELAND.—Thompson Prod- 
ucts, Inc., has disclosed plans for 
the construction of a $5 million 
engineering study center at 23555 
Euclid Avenue, Euclid, O. 

Ground will be broken for the 
first two units of the campus-like 
study center by the fall of 1955, 
company officials said. Cost of the 
two structures was estimated at $2 
million. 

The company described the proj- 
ect as resembling a modern “uni- 
versity type” development, designed 
to harmonize with the architectural 
scheme of the éxisting Thompson 
Products administration building 
immediately to the west of the site. 

The Research Center is intended 
to facilitate the development of 


a on 


Philadelphians Pay to See New Models— 
In a neat public-relations tieup, DeSoto-Plymouth Dealers of Philadelphia displayed | .¢ the city. Through the effort of 
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‘Motor March of Dimes’ 


DeSoto-Plymouth Dealers of Philadelphia 
Link New Models, Polio Fight 





PHILADELPHIA. — A “Motor 
March of Dimes,” staged by the 
DeSoto-Plymouth Dealers of Phila- 
delphia to help the battle against 
infantile paralysis while introduc- 
ing new models, is an outstanding 
example of dealer public relations. 

The promotion was the brain- 
child of Harold B. Robinson, 
president of the association. 


paign, got heavy play on their ’55s, 
while netting a handsome sum for 
the polio fighters. 


area next to City Hall in the heart 


new products, processes and mate- | '55 models in tent downtown as ‘Motor March of Dimes.’ Visitors to the exhibit made Councilman Victor H. Blanc, co- 


rials, and will make it possible for contributions to polio fund. 


the company to consolidate a num- 
ber of its central staff engineering 
and research activities. 

Plans call for the ultimate con- 
struction of five buildings. 


Etsler Succeeds McKenna 

Joe C. Etzler is new sales man-|Fred McKenna, who has gone to| for commercial purposes was given 
ager of Davis-Child Motor Co., |McPherson, Kans., to operate a 
Hutchinson, Kans. He succeeds| Chevrolet dealership. 


chairman of the local chapter of 
the Infantile Paralysis Foundation, 
City permission to use the plaza 


for the first time in history. 
An electronics firm, Radio-Elec- 








ALEMITE CD-2 PRESENTS 


A Great New 


Sales-Building Program 


for You! 






Regular hard-hitting advertising ...for the first time in both of America’s greatest weekly magazines 


Plus powerful local advertising . . . including 
TV...RADIO...NEWSPAPER 


in most principal markets 





AND HERE’S THE STORY ALEMITE CD-2 
IS TELLING YOUR CUSTOMERS 


Alemite CD-2 really works! One can improves engine 
performance, cleans out sludge and gives longer life to 
motors. And, Alemite makes it possible for motorists to 
prove the value of CD-2 without risking a penny. 


BE READY! STOCK, DISPLAY, 
PUSH ALEMITE CD-2! 


ALEMITE GUARANTEES ALL THIS 
OR YOUR CUSTOMER’S MONEY BACK! 


1. Gives any engine an 
on-the-road tune-up — 
new power, new perform- 
ance, new life! 


2. Frees sticky, noisy 
valves, rings and hydrau- 
lic valve lifters. 


3. Dissolves and removes 
lacquer-like deposits on 
valves and pistons. 


4. Eliminates damaging 
rust and bearing corro- 
sion. 

5. Banishes harmful 
crankcase sludge and 
“goo”. 

6. Gives oil extra wear- 
resistant quality. 


7. Keeps new engines 
new —helps avoid costly 
repairs. 


ae 





ALEMITE 


REG. U. S. PAT. OFF. 


1826 Diversey Parkway, Chicago 14, lilinois 


Dealers, by tying in new models | 
with the March of Dimes cam- | 


The dealers set up a giant tent | 
on Reyburn Plaza, a_ block-long | 
















































| tric Service, provided a closed cir. 
cuit television system in exchang 
for a credit placard. This system 
was set up in front of a new con- 
| vertible, and the public was told, 
“See yourself on television.” 

| Philadelphia antique-auto fang 
| supplied historic forerunners of 
the present DeSoto-Plymouth line, 

Larry Brown, Philadelphia dige 
jockey, formed a committee toe 
supply live talent recruited from 

radio and television stations. He 
was instrumental in feeding a 
steady stream of entertainers to 
the display for personal appear- 
ances. 

The String Bands and Mummerg 
Assn., long a Philadelphia institu. 
tion, appeared with a string band 
of 50 players every night. 

Even the Navy Department co- 
operated by sending searchlight 
crews to mark the location of “Mo- 
tor March of Dimes.” 

Local radio and television sta- 
tions and newspapers gave the 
event heavy publicity, and it was 
mentioned in all Plymouth and De-™ 
Soto advertising appearing in the 
area. 

The affair was officially opened 
in an elaborate ceremony that © 
got full coverage in newspapers | 
and on television. Present were 











Dimes Add Up— 


| Checks for March of Dimes campaign 
are examined by Victor H. Blanc (left), | 

| Philadelphia councilman and co-chairman 

| Of the Infantile Paralysis Foundation, and | 

Gov. George Leader (right) after presen- 
| tation by Harold B. Robinson (center), 
| president of DeSoto-Plymouth Dealers of | 
| Philadelphia. 
: * 
such headliners as Ginger Rog- 
ers and Dick Shawn. 

Although heavy rain fell during 
the week of the exhibit, thousands © 
of visitors streamed through the © 
tent, making voluntary donations 
to the March of Dimes. 

The dealer association, which un- 
derwrote expenses, felt the affair 
was inordinately successful. 


Collins & Aikman 
Decentralizes 


Divisional Setup 


NEW YORK. — Decentralization 
of operations of Collins & Aikman, 
manufacturer of upholstery, has 
been announced 
by A. R. Jube, 
chairman of the 
board. 

As the first step, 
two executive 
vice-presidents 
have been named. 
R. W. McCul- 
lough, assistant 
to the president, 
will be in charge 
of manufactur- 
ing, and D. F. __ D. F. McCullough 
McCullough, executive director of © 
sales, will be in charge of sales. 

Each division. will be headed by 
@ general manager and will oper- 
ate as a separate financial entity. 
The automotive fabric division will 
be headed by P. H. Chance. 

J. R. Weemhoff will be manager ~ 
of the division; R. F. Stroker, sales 
manager, and W. R. Keen, director 
of manufacturing. 




















East Replaces Burke 


Robert Burke, founder and head 
of Burke Motor Co. (Ford), At- 
lanta, Ga., has sold his interests to 
Robert H. East, an executive of 
Ford Motor Co. Burke ig leaving 
the automobile business on advice 
of his physician. 
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YOUR 


JOBBER 


has the answer to 


Brake work is your public relations 
service. There’s more of it...it’s need- 
ed more...and the results are quick- 
ly recognized by your customers. 
You can build a better reputa- 
tion and increase your profits with 


Better Brake Jobs and More Profit 


the quality of Raybestos brake 
lining. Your Raybestos jobber can 
give you everything you need to 
satisfy customers. He can also give 
you the complete plan you need to 
get more brake service business. 


HERE’S WHY 


1. He offers Genuine Raybestos PROVING 
GROUND TESTED Brake Lining 


For every type vehicle you are called on to service 


3. He offers triple service 
1. Faster deliveries 
2. Machine shop facilities 
3. The latest brake service information, backed 
by field engineering help 


--. your own make car or truck 
--- other makes 
-.. used cars 

4. He offers the new 


POINT 
BRAKE 
CHECK 


that steps up brake work and 
makes you a profit every step of the way 


Each Lined 
Brake Shoe Is 
CONTOUR 
GROUND 


For perfect fit—a 
Raybestos exclusive 


Pees 
REVERSE _ 


o92zconn'} 


2. He offers the quality car and truck linings you 


need the way you want to buy them 


Nationally Advertised in 


F PG Sets 
amous PG Se Post and Farm Journal 


and PGT Truck Sets Factory-Lined Shoes 


Don’t let your customers learn about bad brakes 
by accident—see the jobber who handles 


You'll carry less stock, get 
faster turnover, and make 
more profit with Raybestos 


PG and PGT Bulk Segments 


AMERICA'S BIGGEST SELLING BRAKE LINING 


RAYBESTOS DIVISION of Raybestos-Manhattan, Inc. +*© BRIDGEPORT, CONN. 
RAYBESTOS-MANHATTAN, INC., Brake Linings ¢ Brake Blocks e Clutch Facings e Fan Belts ¢ Radiator Hose « Industrial Rubber. Engineered 
Plastic, and Sintered Metal Products e Rubber Covered Equipment e Asbestos Textiles ¢ Packings e Abrasive and Diamond Wheels « Bowling Balls 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


r LOOKS as though this is going 

to be my year for getting the 
breaks in attending “classic” tech- 
nical meetings that turn out to be 
among “the ones you wouldn’t 
want to have missed.” First, I was 
fortunate in attending an SAE 
meeting the night Raymond Loewy 
delivered his unforgettable humor- 
ous critique on current automobile 
designs. 

For unrestrained frankness and 
sheer courageous expression of in- 
dividual opinon, I thought Loewy’s 
performance would stand unchal- 
lenged the rest of the new year. 
Yet, only two weeks later, I was 
among those present when Charles 





Hautau came right back with an 
informative, entertaining talk on 
“automation” that ranks with 
Loewy’s superb job on “styling.” 

Speaking at a meeting of the 
Industrial Electrical Engineering 
Society, the chief engineer of Hau- 
tau Engineering Co. demonstrated 
anew how he has earned a nation- 
wide reputation as one of the out- 
standing practitioners in the art 
of automation. 

Hautau’s extemporaneous re- 
marks contained many nuggets 
of wisdom applicable from the 
broad conceptual level to fine 
detail in the execution of a plan 
for automation design. In the 


When grandfather took his best girl buggy riding, 
all he had to do when he wanted to stop the “‘rig’’ 
was say “Whoa” and gently pull on the lines. 


It was harder to stop the big heavily loaded 
stagecoach. In addition to pulling on the reins 
with all his might, the driver had to pull a lever 


which pressed one or more “‘shoes” against the rear wheels. 


carriages” were 


O 


In the early 1900’s, when the first “‘horseless 


chugging along at 6 m.p.h., 


people shouted to the driver, ““How do you ever 


stop that contraption?” He did it by pulling a lever, too. 
This tightened bands around drums extending from the 
rear wheels—the first external-contracting brakes. 


O 


In the second decade, with cars beginning to 
“race” across the continent, brakes were enclosed 
and made internal-expanding—with ‘‘shoes” 


pressing against the inside of a drum—the same general 


design still used today. 


next few paragraphs Ill try to 
pass along some of his advice on 

who should automate, why auto- 
mate and how to go about it. 

First, how can you tell if you 
need automation? Hautau gave two 
criteria: (1) If direct labor cost is 
more than 10 percent of the selling 
price of your product, and (2) if 
the amount of chips or scrap ex- 
ceeds 10 percent of the original 
material. 

Three basic rules said to assure 
the right degree of automation in 
future plants were presented as 
things “thou shalt not have if you 
want to stay in business in the 
next 10 years.” First, never have 
an established product. Second, 
have no rigid tradition or know- 
how by which you build your prod- 
uct. Third, have no established 


14 Trucks Destroyed 


In Toronto Fire 

TORONTO. — Roaring through 
the White Motor Car Co. garage 
at Eastern and Carlaw Aves., a 
two-alarm fire gutted the build- 
ing last week and caused dam- 
age estimated by firemen at 
$150,000. No one was injured. 

Biggest loss was 14 trucks, 
four of them new. 








00 
00 


speeds greater. . 


| 





facility by which you intend to 
make the product. 

Among automation’s economic 
advantages cited by Hautau were 
reduced lead time, less space re- 
quirement, low unit cost per part, 
and reduction of direct labor to 
less than 10 percent of selling price. 
The development of wholly new 
classes of machines was one of 
the major factors named as con- 
tributing to the advance of mech- 


anized production. 
* * * 


Development of Automation 


Likened to Creation of Music 


i EXPLAINING his concept of 
“machines that commune” to 
“machine symphony,” 
Hautau drew a 
striking parallel 
with the history 
of musical] in- 
struments. 

He pointed out 
that single musi- 
cal instruments 
were developed 
separately over a 
long period of 
time. Then Bee- 
thoven came 
along as the first 
man to understand the design and 


give a 


Cc. F. Hau 











By 1920 motors became higher powered .. . 
. highways better. Shoe-and- 
drum brakes were put on all four wheels... 


making it possible to stop in one-third the distance! 


By the 1930’s, hydraulic brakes were introduced 

to furnish equal braking on all four wheels. But, 

the hydraulic pressure caused increased heating 
... drum distortion . . . and ineffective braking. 


After World War II, brake boosters and power 
brakes were introduced to make stopping easier. 
Boosters, too, further increased the pressure, 
thus increasing danger of drums getting ‘‘out of round’’. 


Today, horsepower has zoomed to 200 and over. 
Modern superhighways and turnpikes make high 
speeds general . . . but what is “the stopping 


story’’? The drum-and-shoe brake has been multiplied, 
equalized and boosted. Yet, defective brakes are still the 
most common mechanical cause of accidents. 


The crying need is for better brakes to match today’s... and tomorrow’s... 
more demanding driving conditions. A better brake is here now, ready for cars 
and trucks, after 24 years’ development and testing by one of the leading 
OEM Companies: Auto Specialties Mfg. Co. Ausco Double-Disc Brakes are 
entirely different in design and construction. Replacing the outmoded shoe- 
and-drum design are heat-dissipating aluminum double dises ... self-ener- 
gized by a power mechanism within the brake itself. 


These superior brakes have passed tests at leading car factories. Engineers are 
enthused because .. . Ausco Double-Disc Brakes make possible complete con- 
trol of the car under all driving conditions and provide fast, smooth, easy 
stopping without “‘loss of pedal”. They require no relining or adjustment 
during the average car’s lffe, so they are always in perfect condition for safe 
stopping. Write us for a free copy of ‘The Stopping Story”. 


AUTO SPECIALTIES MFG. CO., Dept. AN-2, St. Joseph, Mich. 
Plants also at Benton Harbor and Hartford, Michigan and Windsor, Ont., Canada. 
Manufacturing for the automotive and farm machinery industry since 1908. 


function of all the instrumen 
and also comprehend what c« 
be accomplished with symph« 
combinations from a number 
instruments playing together. 
Similarly, Hautau asserts t! 
the period from 1900 to about 
was an era of “single machin 
Now we are said to be on 
threshhold of the age of “mac! 
concerts,” made possible by 
development of completely: 
generic species of machinery. 


Already, we see many of the 
functions of a lathe, broach, saw, 
forge, drill, mill, punch, etx., 
combined in complex machines 
that replace an entire “depart- 
ment” of machinery as designed 
in the recent past. 

To be sure of obtaining machin- 
ery that will be able to participate 
effectively in the “machine sym- 
phonies” of the future, Hautau 
cautioned the audience to order 
only units that have the ability 
to “commune” and take their place 
in a master plan where they per- 
form the assigned tasks on signal 
from a remote station. He said 
that “handwheels are out,” and 

the machine should not have “a 
human being anywhere near it.” 

I see that this report already is 
running a bit long... so I'd better 
save some of Hautau’s ideas and 
pass them along to you in a future 
column. I also want to take a little 
space in the next week or two to 
tell you something about the ex- 
perimental methods and techniques 
used at one of the world’s strang- 
est research laboratories—a place 
where actual human heads are 
used in wholesale lots as test 
pieces! 
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* * * 
Automotive Companies 


‘Sold’ on Computers 


1 variety of automotive appli- 
cations for high-speed comput- 
ers and extensive use of such 
equipment in present-day engineer- 
ing operations have resulted from 
a strong trend @hat has gone com- 
paratively unnoticed by those not 
directly involved. The widespread, 
matter-of-fact usage of these ma- 
chines for “mechanized computa- 
tion” was the biggest surprise I 
encountered during preparation of 
a feature article for the engineer- 
ing section in the Jan. 31 issue. 

Actually, I learned that evolu- 
tionary development of its many 
components has carried the modern 
car to such a level of refinement 
that further advancement in many 
areas of design would be extremely 
handicapped without the so-called 
“magic brains.” Long-hand methods 
of calculation are hopelessly inade- 
quate for the extremely complex 
mathematics required for the 
scientific “analytical approach” 
now used in many phases of auto- 
motive research and engineering 
work. 

A chief advantage of comput- 
ers is that results of numerous 
hypothetical design experiments 
may be obtained quickly and 
inexpensively after the problem 
has been “tooled up” for a ma- 
chine solution. Best proof that 
users are convinced of the com- 
puters utility is that virtually 
every company contacted re- 
vealed plans for early expansion 
of already extensive facilities of 
this type. 

Despite amazing results achieved, 
and the surprising scope of com- 
puter applications already well- 
accepted in the industry, these 
machines are not “magic.” They do 
not really “think”—and should be 
regarded as an extension of human 
brainpower rather than as a sub- 
stitute. 

One computer man objected to 
popularizing of computer work by 
oversimplification and half-truths. 
He wanted it clearly understood 
that a high order of intelligence 
is required to formulate the correct 
equations describing a physical 
situation, and then translate the 
whole thing into language the 
machine can understand. In addi- 
tion, a tremendous amount of 
laborious, detailed work is needed 
to feed the problem into the ma- 
chine and process coded results 
into useful data. 


Fire Hits Jones Ford 
An $800 loss was suffered by 
Fred Jones Ford Co., Oklahoma 
City, in a fire in the loft above the 
showroom. Damage was limited to 
the area between the ceiling and 
the roof. 
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Appliances as well as kitchen equipment like cabinets and sinks need a good suit | 
of armor—made of flat-rolled steel—when they’re put to the test of normal use. 


’ | 
Q P oe = . } 
: If you use flat-rolled steel in your products, rely on a specialist—Great Lakes Steel. 
a = | ‘O Oo Our entire organization is devoted to the business of making more and better flat- 
| rolled steel for every application. Many manufacturers have found we have some 


unique qualifications to help them improve products and reduce costs. We would 
like the opportunity to work with you on your problems. 


: ; 
' é ee| Call on our 25 years of specialization in flat-rolled products. Our representative 
| will be glad to discuss your particular needs at your request. 


Great Lakes Steel UNIT OF 
NATIONAL STEEL On 
Ecorse, Detroit 29, Michigan 
PRODUCER OF N-A-X HIGH-TENSILE STEEL Gg 


r 


SALES OFFICES IN CHICAGO, CLEVELAND, GRAND RAPIDS, INDIANAPOLIS, LANSING, NEW YORK AND PHILADELPHIA. 
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Dealer 





Harvey Motor Co. (DeSoto-Plym- 
outh), Jacksonville, Fila., has de- 
clared itself bankrupt in a petition 
filed in U. S. District Court. 

More assets than liabilities were 
listed. Assets amounted to $34,908.23 
and liabilities were listed at $30,- 
808.01. Assets included $14,285.94 
worth of cars at retail prices, in- 
cluding two 1954 DeSoto demon- 
strators, three 1955 Plymouths and 
three used cars. 


Allen Hits Peak 


Year’s Sales Total Tops 
°53 by 25 Pct. 


Don Allen Organization (Chevro- 


let) has reported sales of 12,383° 


new cars in 1954, a record high. 
The sale of 10,849 used cars during 
the year brought total 1954 auto 
sales to 23,232, a 25 percent gain 
over 1953. 

“In dollar volume, we had a $35 
million year,” said Don Allen, head 
of the big Chevrolet dealer chain. 

This is more than double the 
sales volume reported for the Allen 
group five years ago. Allen has 
Chevrolet deals in Buffalo, Albany, 
New York, Pittsburgh and Miami. 

Allen said the organization’s goal 
for 1955 is the sale of 15,000 new 
cars, a 21 percent increase over 
the 1954 record. 

* 


Wright Takes Ford Deal 


In Corsicana, Tex. 

W. G. Wright has-received tne 
Ford franchise in Corsicana, Tez., 
replacing Jack Sisco Motors. 

Wright was the Ford-Lincoln- 
Mercury dealer in Bozeman, 
Mont., before selling out in May, 
1952. 


Kaiser Brothers Olds Starts 
*‘Two-Platoen’ Sales Force 


Kaiser Brothers Oldsmobile, 1540, 
S. Figueroa St., Los Angeles, has | 


established a “two-platoon” sales 


force. 


There now are two sales man- | 
agers, Bill Hassett and Homer | 
Brooks, each having a complete | 
sales staff in what is believed to} 
be the first experiment of this type. 

* * ok | 


Blackford Buick Changes 
From Father to Son 


Robert M. Blackford has pur- | 
chased Blackford Buick Co., | 
Charleston, IIL, from his father, | 

| 


Robert R. Blackford. 

The elder Blackford has been 
in the auto business for 35 years. 
The firm was founded in 1914 by 


Fred R. Blackford, grandfather | 


of the new owner. 
x * x 


Yax, Flaherty Purchase 
Dealership from Sidles 


A. F. Yax and John Flaherty | 


have purchased Sidles Pontiac- 


Cadillac, Lincoln, Neb., from Fred | 
M. Sidles jr. Sidles continues as | 


full owner of Sidles Buick. 

Yax is president and general 
manager of the new firm, Yax Pon- 
tiac-Cadillac Co., and Flaherty is 


vice-president and general sales 


manager. 
* * ” 


Roney Replaces Cramer 


In Detroit Dodge Deal 

With the retirement of Garnet 
R. Cramer, the name of Roney- 
Cramer Co. (Dodge-Plymouth), 
11245 Gratiot, Detroit, has been 
changed to Roney Motors Co. 


Cramer, with the firm 26 years, | 
has been succeeded as secretary- | 


USED CAR DEALERS 
WHY CARRY A BIG INVENTORY 
OF ‘53-54 210 Chevrolets ? 
Custom Fords— 


WE ARE AS NEAR AS 
YOUR TELEPHONE 


WITH A STEADY SUPPLY 
*%& ALL CARS CLEAN x& 


EMKAY, INC. 


6850 Cettage Grove Ave. 
Chicago 37, tii. 
Phone: Museum 4-6969 
Ask for Ben Geller 
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treasurer by David Roney, former 
assistant general manager and 
son of Edward C. Roney, presi- 
dent. 

+ * * 


Wilna Sales, Watertown, 


Sold to Pflugheber 


The Town Motor Sales, a new 
company headed by Edward 
Pfingheber of Philadelphia, N. Y., 
has taken over the agency for 
Chrysler-Plymouth, now held by 
Wilna motets Sales Corp. in 
Watertown, N. Y 

Earl M. Hubbard, president of 
the Wilna Motors which has 
handled Chrysler- Plymouth in 
Watertown since 1932, will continue 
in an advisory capacity. 

s 


Los Angeles Dodge Dealers 
Elect Ashbrook President 
The Los Angeles Area Dodge 
Dealers Assn. has elected Tom 
Ashbrook (Doles Fipmeuth, 
South Gate, as president. He 





succeeds Bert McFadden of 
Whittier. 

Other officers elected were: 
Jimmie Long, Los Angeles, vice- 
president, and Jess Myers, Covina, 
secretary-treasurer. The new di- 
rectors, besides Ashbrook, Mc- 

Long and Myers, are 
Elwyn Holt, Van Nuys; J. Robert 
Wegge, Pasadena, and William 
Bryant, Gienn E. Thomas Co., 
Long Beach. : 
* 


Scranton White Sales 


Taken Over by Rodgers 

Ted V. Redgers Co., Inc., Scran- 
ton, Pa., has announced acquisition 
of the White truck franchise and 
“certain of the assets” of Scranton 
White Sales & Service. 

Employes of the White firm will 
be taken into the Rodgers organi- 
zation, which will transfer the fran- 
chise and assets to its Linden St. 
address under the name of Scran- 
ten White-Autocar Trucks, Inc. 

* a 


Fire Breaks Out at Smith’s 
During New-Model Showing 





Happy Nimrod— 

Jack Peckham, owner of Peckham's 
Nash Co., Billings, Mont., bagged this 
pronghorn antelope and five-point mule 
deer in southeastern Montana. 


Charles P. Smith, Inc. (Ford), 
Burlington, Vt. 

While a crowd was on the main 
floor viewing the new models, a 
fire broke out on the second floor. 
There was considerable damage. 

s 


Russell Buys Peterson 


Showing of the 1955 medels Russell Volstorff, who has been 


was a more 


spectacular 
than had been anticipated by | Pendleton, Ore., is the new owner 
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And High Speed 


ae ORDINARY 
PRIMER SURFACER 
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REG. U.S. PAT. OFF 


BETTER THINGS FOR BETTER LIVING 


-THROUGH CHEMISTRY 


— 


of Peterson Pontiac Co. The 
Dalles, Ore. H. F. Peterson is the 
former owner, 

= 


Carter " dids c of C 
Frank Carter of Thompson 
Pontiac, Cuyahoga Falls, O., is 
serving as a leader in the mem- 
bership drive of the local Chez m- 
ber of Commerce. 
* * s 


Meyer Motor Appointed 


By Hudson in Richmond 


The appointment of Meyer Mo- 
tor Sales, of Richmond, Va., as a 
Hudson dealer has been an- 
nounced by C. A. J. Hadley, sales 
manager for Hudson. 

The dealership, which formerly 
was a state distributor for Kaiser, 
is owned and operated by Joseph 
F. Meyer and Bernard G. Meyer. 

* * e 


Forest Midway Motors 


Opens on Long Island 

The grand opening of Forest Mid- 
way Motors, Inc. (Lincoln - Mer- 
cury), Ferest Hills, Long Island, 
N. Y., coincided with the introduc- 
tion of the 1955 Mercury. Simon 


event | associated with a dealership in| Barash is president and Arthur 


(Continued on Page 23, Col. 3) 
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"DUCO" 
PRIMER SURFACER 


SURE SAVES 
WAITING! 
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Sycamore Motors Opens in Cincinnati— 





Dealer 


Doings 





(Continued from Page 22) 


Yeckes is secretary of the new firm. 
Opening ceremonies included the 
appearance of celebrities. Refresh- 
ments were served and door prizes 
awarded. 
* + * 


Allen Promotes Fogarty, 


Conover and Matthews 

Three promotions at Don Allen 
Chevrolet, Inc., Miami, have been 
announced by Don Allen, president. 

R. F. Fogarty has been named 
general manager; Richard Con- 
over, sales vice-president, and E. L. 
Matthews, business manager. 


Frazer Donates Calves 


For Montana Scramble 


For the sixth time, Rebert B. 
Frazer, Hudson distributor in Bill- 


Hundreds of persons attended the opening of Sycamore Motors, Inc. (Dodge- ings, Mont, sponsored a “calf 
Plymouth), Cincinnati. Officers of the firm are Mel Dentel, president; Den Melch,| scramble” for 4-H Club boys at 
vice-president, and Mandell Block, secretary. Henry Dentel is used-car manager; Jack | the Midland Empire Fair. 


Mollman, new-car manager, and Fred Girten, service manager. 


SAVES WORK,TOO 
IT SANDS 
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High Speed DUCO Primer Surfacer gives maximum protec- 
tion from pinholing because, when thinned, it stays uniform 

# inthe cup...makes it almost impossible for solids to settle 
out and cause pinholing. 


This modern primer surfacer is made for economical 
thinning—thins up to 2 to 1—1 gallon gives 3 “‘at the gun.” 

You'll find it fills in fast, dries fast, and sands fast and 
smooth, without tearing or pulling. And its excellent hold- 
out means less compounding of color coats! 
~-- TEAR OUT OFFER BELOW -————————— 

FREE OFFER To prove to you how much easier- 
working High Speed DUCO Primer Surfacer really is, 
Du Pont will give you your first quart free! Just tear out 
this offer from Automotive News, sign it, and hand it to 
your DUCO-DULUX® supplier. He’ll give you your free 
quart of High Speed DUCO Primer Surfacer without cost 
or obligation. Offer expires March 14. 


jMaterials 


Oo THE JOB BETTER 





Frazer donated 13 beef calves as 


4 








prizes in the scramble. Twenty-six 
club boys were turned loose in pur- 
suit of 13 rodeo calves. The lucky 
13 who managed to catch, hold 
and halter a rodeo calf and report 
to a judge were given one of the 
beef calves to feed and exhibit at 
next year’s fair. 
* a * 


Chicago Studebaker Dealers 


Organize, Elect Officers 
The Studebaker Dealers Assn. for 
the Metropolitan and Suburban 
Areas has been organized in Chica- 
go with the following officers: 
President, Nicholas Zasiebida; 
secretary, Walter Schroeder, and 


treasurer, Oscar Stromberg. 
+ * * 


Farley Named Auto Chief 


Of N. Y. Arthritis Drive 
James A. Farley, president of 

Farley-GMC Truck Co., New 

York, has accepted the chairman- 


High Speed DUCO Primer Surfacer 


@ SANDS EASIER—finely ground for smooth, free 


flow-out, less sanding. 


@ DRIES FAST—ready for sanding in 30 minutes. 
@ PROTECTS AGAINST PINHOLING—stays 


more uniform when thinned. 


@ HOLDS TIGHT—resists chipping, peeling and 


flaking even under worst conditions. 


@ SAVES TIME—fills in file marks and pits quickly 


because of high solids content. 





ship of the auto and truck deal- 
ers committee of the New York 
Arthritis and Rheumatism Foun- 
dation’s $500,000 Development 
Fund Drive. 

Farley will direct the auto and 
truck division of the building, 
manufacturing andindustrial 
section, which has a goal of $61,- 
000. 


Levaur Changes Lines 


Henry Levaur, DeSoto-Plymouth 
dealer in Providence for 17 years, 
has announced plans to close his 
Rhode Island dealership and take 
over Bay State Motors (Ford), Fall 


River, Mass. 
o * * 


Badanai Heads Chest Drive 


In Ft. Williams, Ont. 


Hubert Badanai, president and 
general of Kam Motors, 
Ltd., is this year’s campaign 
chairman of the Community 
Chest drive in Fort Wiliam, Ont. 


23 Outlets Added 
By English Ford 


A total of 23 new dealers have 
been signed to handle English Ford 
cars. They are: 

Savard Motor Co., East Provi- 
dence, R. L.; A. J. Pierson Sales & 
Service, Orlando, Fla.; Marchant’s 
Automotive Maintenance, Clearwa- 
ter, Fla.; Harvey Calame, San Jose, 
Calif.; Larry Reed, Inc., Los Ange- 
les; Nick Graffeo Motors, Birming- 
ham, Ala.; Cutler Motors, Inc., Sar- 
asota, Fla.; Lloyd’s Motor Sales, Ft. 
Lauderdale, Fla., and Chez Boye, 
Vero Beach, Fla. 

Cullum Motors, Aiken, S. C.; Dick 
Dye Motors, Oakland, Calif.; Pa- 
cific Sales Co., Hermosa Beach, 
Calif.; Frank White, Pomona, 
Calif.; Willys of Daytona, Daytona 
Beach, Fla.; Patterson Car & Home 
Supply Co., Savannah, Ga.; Leon- 
ard’s Garage, New Milford, N. J.; 
Briles Motor Co., Leesburg, Fila.; 
British & Continental Motors, Inc., 
St. Petersburg, Fla.; Rodgers Auto- 
motive Service, Columbus, Ga; 
Ward Motors, St. Simons Island, 
Ga.; Harry Mills, Huntington, 
N. Y.; Joe E. Berry Motors, Inc., 
Columbia, S. C. and Kingsfield Mo- 
tors, Englewood, N. J. 

= * 


Cox Buick Holds Classes 


To Teach Gals About Cars 


Cox Buick, Inc., Jacksonville, 
Ill., is conducting Gas, Gaskets 
and Glamor classes to teach 
women about cars. 

Dealer Floyd EH. Cox said 22 
women are enrolled. John Reif, 
shop foreman, is the instructor. 

¥ * = 


Staab, Bunker Buy Deal 
R. P. Schnacke Chevrolet, La 
Crosse, Kans., has been sold to 
Al Staab and Robert V. Bunker, 
Ellis, Kans. The new owners will 
operate under the name of Staab- 
Bunker Chevrolet Co. 
* a ” 


Western Chevrolet Gives 


School Car for Fifth Year 
Western Chevrolet Co., Mitchell, 
S. D., has donated a new Ohev- 
rolet to the local high school for 
the fifth consecutive year. 
a ” 


Hayes Brothers Open 


Salt Lake Buick Deal 


Hayes Bros. Buick Co. has offi- 
cially opened its new $100,000 show- 
room at a special celebration in 
Salt Lake City. 

The new structure covers 18,000 
square feet. President of the firm 
is Norman Hayes. Jerry Hayes is 
vice-president. The Hayes brothers 
formerly operated Murray Buick 
Sales in Murray, Utah. 
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Highways & Safety ate 9 


Traffic Deaths in °54 
3 Pct. Below ’53 


By Gerhardt Neumann 
Staff Writer 

2 ATmOucs the absolute figures 
of the 1954 traffic accident pic- 
ture are staggering, they offer some 
hope when com- 
pared with 1953. 
According to 
the National 
Safety Council, 
36,300 people died 
in traffic acci- 
dents last year 
against 38,300 in 
1953—a decrease 
of 5 percent. This total also was 
3,700 below the alltime high of 39,- 

969 traffic deaths in 1941. 


Traffic deaths in December to- 
taled 3,730, down 5 percent from 
December, 1953. 

Traffic accidents last year 
caused approximately 1,250,000 
injuries of nonfatal nature. 

The loss of property in these ac- 





Ose 


cidents is estimated at more than 
$1.6 billion. All costs, including 
medical expenses, overhead costs of 
insurance and vehicle property 
damage, were $4,350,000,000. 

It is estimated that the vehicle 
mileage in 1954 was 4 percent above 
| that of 1953, and 68 percent above 
1941. Thus the death rate per 100 
million vehicle miles was approx- 
imately 6.5—the lowest on record. 


Preliminary reports show that 
South Carolina was leading with a 
26 percent decline in traffic deaths, 
while Maryland had the lowest de- 
crease (1 percent). 

Of 513 cities reporting, decreases 
were given by 228, no change by 98 
and increases by 187. 

* * 
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Thruway Seeks Customers 


| Fgh hig 3 analyses of the New 
York Thruway say that the 
road is paying off handsomely 
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Standard Plates Assured 


Makers for ’57 Vehicles 


DETROIT. — Informal assur- 
ances have been received from 
enough U.S. and Canadian states 
and provinces to allow the auto- 
motive industry to schedule 1957 
introduction of standard license- 
plate mountings, according to the 
Automobile Manufacturers Assn. 

Fifty of the 65 North American 
jurisdictions, containing 80 per- 
cent of current vehicle registra- 
tions, have given formal as- 
surance of approval by 1956. 
Prospects for early coverage of 
92 percent are rated good. 

The mountings will fit the 
standard six-by-12-inch plate 
recommended by the American 
Assn. of Motor Vehicle Adminis- 
trators. 





theoretically, but that its actual in- 
come is sagging. 

Thruway officials say that the 
expressway’s potential is so great 
that it should be amortized within 
a relatively short time. 

But they add that nearly two- 
thirds more patronage than at 
present is needed to pay off oper- 
ating costs and interests. 

Before the Thruway can start 


paying back principal or return to 
the state some $75 million in ad- 
vances, it needs even more busi- 
ness. 

Such is the current financial pic- 
ture of the Thruway from Buffalo 
to New York, a distance of 427 
miles, of which 381 are now in 
operation. 

* * 


N. Y. Traffic Mess 


EW YORK CITY auto dealers 

have been experiencing a 
strange phenomenon. While thou- 
sands of people have moved out of 
the city, dealers say that nine out 
of 10 people from the suburbs 
questioned about their reasons for 
buying in the city admitted it is 
because they believe better and 
longer deals are available there. 

Due to the traffic situation in 
New York City, dealers feel that 
business is dwindling and that they 
could not subsist on local deals, if 
it were not for suburban buyers. 

The city, well aware of the 
problem has announced a giant 
building program to speed traffic 
through the streets. 

Included in these proposals are 
two east-west elevated express- 
ways, one on Thirtieth St. and the 
other on Canal St., connecting 
bridges and tunnels at either ter- 





Uniform, constant cleaning action 


regardless of engine operation. Wiper stalling eliminated at times of engine accel- 
eration. Minimizes jumping or chattering across tacky windshield. Choice of two 


speeds. 


Provides ample power 


Power-Sweep motor has ample power insuring dependable cleaning action for 
removal of snow and sleet under extreme conditions. 


Parks automatically 


Power-Sweep is the electric windshield wiper that automatically returns the blades 
to the horizontal position when it is turned off. 


Provides overload protection 


A built-in, automatic reset, overload protection against the condition of blades 
frozen to the windshield, prevents damage to motor in stalled condition. 


Cleans larger area 


A longer sweep toward the wrap-around side of new style windshields provides a 


wider area of visibility. Adds to greater driving safety. 


ey 


GENERAL 


GENERAL 
MOTORS 


MOTORS CORPORATION 


Rochester 1, New York 


Manufacturers of automotive electric motors for heaters, 
defrosters, clocks, seat actuators and window lifts. 


DELCO APPLIANCE DIVISION 





minus. These expressways would 
relieve Manhattan of cars :.nd 
trucks traveling from Long Is'.nq 
to New Jersey. 

New York businessmen, inc ud- 
ing auto dealers, feel that whi:.* is 
needed most urgently is off-st-cet 
parking near downtown areas se 
that buyers will again be attra teq 
to downtown businesses. 

It is pointed out that in the <ub- 
urbs dealers aré not selling against 
the pressures of clogged traffic, re- 
stricted parking facilities and the 


ever increasing costs of upkeep. 
* s * 


Driver Textbook 
Stresses Rules of 


Road Courtesy 


“Sportsmanlike Driving,” a text- 
book for driver training courses 
published by the American Auto- 
mobile Assn., has come out in its 
third and completely revised edition. 

The book, which comprises 480 
pages, is a comprehensive sum- 
mary of the knowledge which ought 
to be imparted to every new driver. 

In the first part, driver qualifica- 
tions and habits are discussed. The 
second part covers the practice 
of driving. The third part reviews 
all traffic laws. The fourth part 
expounds rules on traffic behavior, 
and the fifth part informs the 
reader on such things as how to 
|select and buy a car, how to keep 
a car in good condition and prob- 
lems of highway construction. 

—GerHarvT NEUMANN 
. cm = 


Toll Jumpers 
Unfinished Exits on N. Y. Pike 


Invite Cheating 

The New York State Thruway 
Authority is having trouble getting 
everybody to pay tolls on the super- 
highway. g 

A spokesman said side access 
roads, being used temporarily for 
construction, make perfect exits 
for “toll jumpers” who shoot on 
and off the highway -without using 
the interchanges. 

But those who are caught get 
quite a jolt—they’re billed all the 
way to the first entrance—which is 
near New York City. P 

* * 


Vehicle Inspection Law 


Proposed in Ohio 


Bills introduced in the Ohio legis- 
lature would: require at least one, 
but not more than two, inspections 
| yearly of motor vehicles; make it 
unlawful for a person under the 
influence of drugs to be “in actual 
control” of a motor vehicle, wheth- 
er he operates it or not, and in- 
crease speed limits to 60 miles an 
hour on four-lane highways out- 
side municipalities and on four- 
lane controlled access highways 
within cities, except for school 
buses, motorcycles and trucks 
weighing less than 4,500 pounds. 

~ ~ x 


H & S Shorts... 


Gov. Luther Hodges of North 
| Carolina has told the State High- 
|way Commission to drop its pro- 
| posal for a $150 million bond issue 
and plan a pay-as-you-go road- 
building program. 

Creation of a Missouri turnpike 
authority is sought in a bill sub- 
mitted by Senator William Quinn, 
Kansas City Republican. 

New York’s 25th annual] Safety 
Convention will be held Apr. 11-15 
at the Hotel Statler, New York 
City, under the sponsorship of the 
Greater New York Safety Council. 

The New York State Assn. of 
County Highway Superintendents 
has adopted a resolution opposing 
any more toll roads and urging 
that the State provide highways 
financed by revenues earmarked 
for such purpose. 








American Aisfimes Adds 
| Detroit Links to Coasts 


DETROIT. — American Airlines 
|has added DC-6 aircoach service 
from Detroit to Phoenix, Ariz., and 
Los Angeles, and a morning ai’- 
coach to New York from Detroit. 

The western flight leaves Willow 
Run daily at 11:15 a.m. and ends in 
Los Angeles at 6:25 p.m. (Coast 
time). The New York flight leaves 
Willow Run at 10:00 a.m. daily, 
arriving at 12:05 p.m. 
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AUTOMOTIVE 





e_— . There’s a word 
you ought to take into your 
vocabulary and understand its 
many reasons since you are cer- 


tainly going to hear it often 
enough. Of course the boys and 
girls in the automobile industry 
should have no trouble at all, since 
that and the word “automobile” 
have the same root and really 
mean the same thing. The word 
automobile means “gitten some- 
where fast without effort.” Auto- 
mation méans “makin’ anything 
faster with more intelligent effort.” 

In his annual report to the 
Congress of Industrial Organiza- 
tions, Walter P. Reuther, its 
president, said he saw great good 
in “automation,” but he wanted 
the government to see to it that 
it did not throw thousands out 
of work and plunge us into 
economic disaster. 

Reuther, in my book, is a pretty 
intelligent gentleman . . . probably 
reads a lot. If he’s read the same 
things I have, he knows that as 
sure as the sun rises tomorrow 


Champion Offers 





Spark Plug Gasket i; 


Made of Steel 


TOLEDO. — Introduction of a 
14-mm. steel spark plug gasket 
has been announced by Champion 
Spark Plug Co. 


The new gasket is said to pro- 
vide a tighter, more permanent seal 
between the gasket seat of the 
spark plug and the engine head. 

Made of a special steel, zinc- 
plated and di-chromated to prevent 
corrosion, this three-fold gasket re- 
places the familiar five-fold copper 
gasket. It is .065 of an inch thick 
compared with .085 for the copper 
gasket, but the compressed thick- 
ness is the same. 

According to Champion en gi- 
neers, the steel gasket reduces 
loosening of the spark plug in its 
seat after installation. The con- 
stant, tight seal of the spark plug 
against the engine head means a 
more accurate positioning of the 
spark plug gap in the combustion 
chamber. 

The new gasket requires a change 
in the recommended installation 
procedure for Champion plugs. 
When plugs are installed with a 
torque wrench, 30-foot- pounds 
torque should be used to seat them 
on the new gasket. When a torque 
wrench is not used, the plugs 
should be turned in with the fin- 
gers as far as possible and then, 
Starting the socket wrench at “12 
o'clock,” be pulled around to about 
“5 o'clock” instead of around to “9 
o'clock,” as has been recommended 
for the copper gasket. 


* * * 





Gasket of Steel— 


Champion Spark Plug Co. has intro- | 


duced this 14-mm. spark plug gasket 
made of steel instead of copper. Zinc- 
plated and di-chromated to Prevent cor- 
rosion, the gasket is said to provide a 
tighter seal and reduce loosening of spark 
plug in the cylinder head. The new gas- 
ket (left) is thinner before compression 
than the previous copper gasket, but the 
compressed thickness is the same. Less 
rotation of the wrench handle is needed 
for proper installation at required torque. 


| that thing called automation is 
coming awfully fast. As for con- 
trolling it, that will depend upon 
the economic laws. No individual 
can determine the progress of 
“Progress” itself. If it’s a “flop,” it 
stays that way. If it’s a success, all 
men benefit by it. 
+ * * 

Origin of Automation 
For centuries men have been 

trying to transfer skill to auto- 
matic machinery. Automation does 
this and more. It transfers func- 
tions that might be called sensory 
perception and intelligence so that 
judgment is added to skill. In the 
case of matters of most concern 
to Reuther, men are not made as 
robots doing what they are 
ordered to do—but as engineers 
who not only state the task that 
is to be performed, but indicates 
the procedure that is to be fol- 
lowed. 

What was the origin of auto- 
mation? In the early nineteenth 
century the French weaver, 
Joseph Marie Jacquard, con- 
ceived it was possible to weave 
any pattern automatically when 
the loom was given the proper 
instructions on punched cards. 
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Denver Plans Auto Supermarket— 


Plans for a $250,000 "City of Cars"—a shopping center for used autos—have 
been announced by Herbert Crane, president of the Continental Industrial Bank, 
Denver. Scheduled for completion next year, the “market” will house up to 1,000 
cars offered by 10 dealers. Operators of the lot will use a cooperative system of 
advertising. Each lot will be 100 by 150 feet and be equipped with an air-conditioned 
office. 





Now our perforated checks are 
lineal descendants of Jacquard’s 
punched cards. . 
Electronic computers that take Outdistanced 
orders from punched cards are CBARLES DURYEA or Henry 
much more human than an auto- Ford did not invent the auto- 
matic turret lathe or a_bottle-| mobile, but they certainly made it 
blowing machine. The essential in| possible for men to live with their 
an automation is the “feed back” | families in Birmingham and work 
in the thermostat 'in Detroit. Eli Whitney did invent 


which automatically turns the heat 


off in a room. 
* * * 


It’s a proven fact . 
the ways today 
cb chances are you can wrap UP 
rebuilt installations than ever before 
precision remanufacturing Pr 
the brand new parts, the highly 
rigorous testing that goes into every 
about the eye-opening engine guara 
cases, it’s the same t 
And you can tell him 
usually one day jobs... - 
no muss, no fuss. Tell 
satisfaction—every time! 





— the rings used by factory 


tell your cus 
ces are, too, you can - 
eeeue finest piston rings made for it 


of the nation’s qua 
Muskegon—the same rn 


xchange proposition—o 
for the names of leading 












en you tell your customers 
’s _— engines are better than ever 
more big-profit 
! Tell ’em about the 
oduction-line operations, 
specialized mechanics, the 
engine. Tell ’em 
ntee he gets—in most 
factory-new engines have. 
rebuilt engine {nstallations are 
_no bothersome delays, 


him and you'll sefl him complete 


Today's better rebuilt engines feature 


MUSKEGON PISTON RINGS 
engine builders ! 


tomers his rebuilt engine 


ous Muskegon Piston 
selity rebuilders install only 


Rings. More and mors gs installed by many engine builders as 
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the cotton gin but he never knew 
anything about segregation or the 
prosperity that was coming to the 
South (including Texas). Stephen- 
son did not invent the steamboat, 
nor Jim Hill the railroads, but they 
had the vision to picture what 
might happen when the people 
could travel at 60 miles an hour. 


Marconi had little idea what 
could happen when he “mon- 
keyed” with that toy called “ra- 
dio,” nor could he see the results 
of the sale of millions of sets of 
television. Could Edison have at- 
tracted a corporal’s guard in 
Menlo Park to listen to his talk 
about the “Edison effect” which 
even he did not realize would 
make television possible? 

P.S. Gee! I’m 'fraid I won't live 
long enough to witness all the re- 
sults of automation, in spite of the 
hopeful optimism expressed by my 
correspondents on those Christmas 
cards. However, once in a while J 
get the idea, as most men must 
now and then, of writing my own 
obituary. Yuh know, what a won- 
derful fellow I was .. . honest and 
upright and all that (nah—they 
don’t do that anymore in the best 
columns). I guess I’ll have to just 
take my chances with ordinary 
people, which is just what I am. 





original equipment ess , write Muskegon Piston Ring Company, 
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NASH IS “HOT” WITH “39 STYLES AND NE 


The really sensational automotive news of the year comes from Nash! 


For 1955, Nash dealers are selling the style sensation 
of the year . . . brilliant new cars with a sizzling new 
Ambassador Jetfire V-8, latest and most advanced in 
the industry. Cars with 7 great features that introduce 
a new motoring age to America. 

And, to top it all, Nash has recently announced 
the greatest dealer profit plan in automotive history 
—the Nash Dealer Volume Investment Fund. 


WANTED BY 24% of new car buyers (Popular Mechanics survey) 
are Airliner Reclining Seats, another Nash “‘first’”’. Greatest com- 
fort feature ever—relaxes driver, rests passengers, naps children 
—serves as chaise longue, contour seat, overnight Twin Travel 
Beds. Will be hailed by everyone who travels. 


Now, every Nash dealer profits directly from in- 
creasing factory sales . . . earns extra bonuses on 
every car he sells as Nash volume goes up. 

Never before has there been a program like this. 
Never before have motor car dealers been in such 
an enviable position . . . with a red-hot product... 
generous discounts . . . and the most sensational 
factory-dealer profit-sharing program on record. 


“HOTTEST THING” on wheels—new Nash Am- 
bassador with 208 H.P. Jetfire V-8 engine, and Twin 
Ultramatic Drive. In addition, four famous economy- 
proved “‘sixes”’ with choice of Dual-Range Hydra-Matic, 
Automatic Overdrive or standard Synchromesh. 


It all adds up to one positive fact—it pays to bea 
Nash dealer! 

Why don’t you investigate the most attractive 
franchise opportunity in the industry? A few excep 
tionally good open points are available. Write Mr. 
Roy Abernethy, Vice President—Sales, Nash Motor 
Division, American Motors Corporation, 14250 Plym- 
outh Road, Detroit 32, Michigan. 


RIDE ’EM AND YOU'LL SELL ’EM. Three times 
the ride comfort, with new Nash springs (le‘t) com 
pared to old-type stiff, short springs (at right). Mounted 
high and slanted outward like “Sea Legs” Nash Deej 
Coil Springs offer new anti-roll safety on cu» ves. 
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‘““WRAP AROUND” is the news, and the Nash Safety-Vu headlight position puts more concen- 


Scena-Ramic windshield is widest and most dis- trated light on the road, for all weather conditions. 
tortion-free of all. Low sloping hood and ‘Road “Running Lights” on fenders stay on with head- 
Guide” fenders give you best view forward. New lights, outline car width, flash to signal turns. 









Sa LS 

EVERYBODY wants year ’round air conditioning, and NEW shorter turning radius puts Nash 
in Nash you can sell it for hundreds of dollars less than at the top in maneuverability. New 
old-type systems that cool alone and require trunk space. ball-and-needle bearing steering, too! 
Nash system—with just one temperature control knob— You can sell all power options—brakes, 
cools, heats, filters, freshens air! steering, windows. 





5 TEE 
ines 
Structural girders of steel 
encircle passenger 
compartment. 
Double Strength Single Unit Body Rugged steel structure offers 
Construction—one welded, priceless new protection 
rattle-proof unit. to front end impact. 


GIVES YOU MORE 
FOR 1955 


AMERICAN MOTORS MEANS 
MORE FOR AMERICANS 





WITH high public interest in safety and resale value, you have the greatest "7g “0, Tune in Disneyland! New smash TV all- 
safety and durability story an automobile ever told! Different from old-type sepa- = family hit is fastest growing TV show on 
rate body and frame (at left), the Nash Double Strength Single Unit Body a - record! It’s telling millions about the 
extends structural girders around passengers and engine. Lastingly rattleproof, iil new Nash and its years-ahead features. 
it’s built for a ‘‘second lifetime’, makes every Nash, new or used, a better buy. 









C. H. Smith, general manager of 
the Detroit branch of Cadillac, has 
announced the appointment of F. 
B. Betts as general sales manager 
of the branch. Betts replaces W. S. 
Cooper, who contemplates entering 
private business, Smith said. 

Betts joined Cadillac in 1950 and 
held various positions in the man- 
ufacturing division and personnel 
and public relations division. In 
1952, he transferred to the sales 
staff of Cadillac’s Detroit factory 
sales branch. ee 

* 


Gar Wood Revamps 


Buffalo Sales Staff 

Gar Wood Industries, Inc. ‘has 
reorganized the sales staff of its 
Buffalo factory sales truck equip- 
ment branch, according to E. B. 
Hill, sales vice-president. 

Buffalo branch manager Leon 
D. 8 has been moved into 
the field to work with special 
truck equipment users. Sweeney 
will be replaced by EH. J. Grif- 
fiths, who becomes branch man- 
ager. Griffiths has been district 
manager in the Southeast. 

* s * 


Arnstead Named Chairman 


Of B. C. Automotive Group 
Harry Arnstead, manager of 
Mackenzie White & Dunsmuir Ltd., 
has succeeded Robert Greenleese as 
chairman of the British Columbia 
division of the Canadian Automo- 
tive Wholesale Manufacturers Assn. 


Burt Elected President 


Of Goodrich-Gulf Chemicals 


William I. Burt, manufacturing 
vice-president of B. F. Goodrich 
Chemical Co., has been elected 
president of Goodrich-Gulf Chem- 
icals, Inc., a company owned half 
by Goodrich and half by Gulf Oil 
Corp. 

He succeeds William 8S. Rich- 
ardson, president of Goodrich 
Chemical, who was elected presi- 





Multi-Purpose 


@ Platform-size step areas with 
safety tread surfaces 


@ Allowance for more convenient 
full drop of tail-gate 


@ Car level bumper placement that 
facilitates parking and cuts 
traffic mishaps 


Let Mobile Bumpers add big selling features 
plus welcome profits. 
Write for prices and dealer discounts. 
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dent of Goodrich-Gulf Chemicals, 
Inc., when the jointly owned or- 
ganization was established in 


November, 1952. Richardson will 
continue as a member of the board 
of Goodrich-Gulf Chemicals. 

oa * 


Formsprag Ups Zaremba, 
Lesnew in Production Jobs 


Appointment of Leo B. Zaremba 
as production manager and Wil- 
liam N. Lesnew as shop superin- 
tendent has been announced by 
J. Lawrence Buell jr., president of 
Formsprag Co., Van Dyke, Mich. 

Zaremba has been assistant 
production manager of the firm, 
which manufacturers over -run- 
ning clutches. Lesnew has worked 
for eight years in manufacturing 
capacities at Formsprag. 
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Galion Allsteel Appoints 


Hamilton Regional Manager 


Frank L. Hamilton has been 
appointed regional manager for 
Michigan, Ohio, Western Pennsyl- 
vania, Kentucky 
and West Vir- 
ginia by Galion 
Allsteel Body Co., 
according to 
Oliver C. Henkel, 
president. 

Hamilton for- 
merly was affili- 
ated with H. S. 
Watson Co., Oak- 
land, Calif. 

In his new post, 

F. L. Hamilton Hamilton will su- 
pervise sales of dump bodies and 
hydraulic hoists, Load-evator rear- 
end truck loaders and E-Z Pack 
refuse collection bodies. 

” * * 


Ohio Parts Names Tichy 


As Sales Manager 

Loren P. Tichy, a veteran of 20 
years in the automotive parts bus- 
iness, has been appointed sales 


F. 
Pt terrence ee een 





les with this new 


manager for Ohio Parts, Inc., De- 
fiance, O. 
The firm manufactures exhaust 
systems and accessories. 
* + + 


Austin Appoints Baker 


Western Region Chief 


Appointment of Floyd Baker as 
western regional sales manager of 
the Austin division of Central Ohio 
Steel Products 
Co., Galion, O., is 
announced by O. 
C. Henkel, presi- 
dent. 

Before joining 
the Austin divi- 
sion as a sales 
engineer in 1953, 
Baker was an in- 
dependent con- 
tractor specializ- 
ing in dam, high- 
way and large 


fii 





Floyd Baker 
building construction. In his new 
assignment, Baker is responsible 
for sales of Austin Overshot Load- 
ers in the states west of the 
Mississippi River. 

. * 
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Delco Names Ganter 


Appointment of R. L. Ganter, di- 
rector of the cost.analysis section 
of General Motors, as comptroller 
of GM’s Delco Appliance division 
has been announced by Paul H. 
Rutherford, Delco Appliance gen- 
eral manager. 

> * 


Pittsburgh Glass Names 


Fernow and Artz 


Appointment of Ross R. Fernow 
as manager of glass advertising and 
promotion for Pittsburgh Plate 
Glass Co. has been announced by 
Michael J. Batenburg, director of 
information services. 

Fernow joined the firm as editor 
of the company’s products publica- 
tion in 1949. He also supervised 
Pittsburgh Plate’s information rack 
program. He succeeds George B. 
Motheral, who resigned. 

Also appointed was William M. 
Artz, who was named assistant 
manager of glass advertising and 
promotion. Associated with the 
company for nine years, he has 
been a member of the glass adver- 










TRUCK BUMPER 


Build the utility value and the appearance of your demonstrator 
models with the new Mobile Bumper and watch sales climb 
when truck buyers note all these advantages: 


@ Sturdy base for attachment of 
trailer hitch 

@ Extra protection of rear-end and 
rear fenders 


Bolt-On Hitch and Truck Bed Supports 





OPEN— Profitable Distributorships in areas 
throughout the U. S. Write for details 
on exclusive territory franchises. 





are optional—available at small ad- 
ditional cost. Deluxe Mobile Bumper 
with full platform also available. 


MOBILE BUMPER, INC. 
960 N. PENNSYLVANIA STREET 
INDIANAPOLIS 4, INDIANA 


tising and promotion department 


since 1951, 
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Borden Picks Abramowitz 


William L. Abramowitz has been 
named a vice-president of Borden 
Co.’s Chemical division, according 
to Augustine R. Marusi, division 
president. Abramowitz is executive 
manager of Borden’s Polyco de- 
partment at Peabody, Mass. 

af 
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Hercules Elects Ketterer 


John G. Ketterer, general coun- 
sel, has been elected to fill a va- 
cancy on the board of directors of 
Hercules Motors Corp., Canton, O. 
At the same time, it was an- 
nounced that Frank J. Malone, who 
joined Hercules 20 years ago and 
has been serving as works engi- 
neer, has been named general 
works manager. 


GMC Ups Gottschalk 


Appointment of John E. Gott- 
schalk as superintendent of main- 
tenance at the GMC Truck and 
Coach division has been announced 
by Thomas E. Wilson, general man- 
ufacturing manager. He started 
with GMC in 1939 and last was shift 
superintendent of the engine plant. 

* + * 


Wayne Works Picks Morse 


As Manufacturing Chief 


Appointment of Harvey J. 
Morse as manufacturing vice- 
president of Wayne Works, Inc., 
Richmond, Ind., has been an- 
nounced by Ernesto Ravinet, ex- 
ecutive vice-president. 

Morse also becomes general 
plant manager of Wayne’s Piqua 
(O.) subsidiary, Meteor Motor 
Car Co., which manufactures fu- 
neral coaches and ambulances. 
He joined Wayne in April, 1952, 
as director of industrial relations 
and personnel manager. 

* * a 


Gulling Joins Lempco 
As Equipment Sales Chief 


Donald D. Gulling has joined the 
industrial division of Lempco Prod- 
uts, Inc., Bedford, 
0. as equip- 
ment sales man- 
ager, according 
to James J. 
Strnad, president. 

Gulling for- 
merly had been 
general sales 
manager of K. R. 
Wilson, Buffalo. 
He will head a 
new department 
whose main out- 
put features hydraulic presses. 

* * 





Pontiac Ups Blamy 


John F. Blamy has been ap- 
pointed assistant chief inspector of 
Pontiac. Blamy, who joined the 
division in 1930, was assistant per- 
sonnel director of salaried em- 
ployes prior to his latest appoint- 
ment. He will be succeeded in that 
post by John Brady, supervisor of 
labor relations. ee Brady 
will be James F. Quinn 

* 


GMAC in Sedient w, ¥. 


General Motors Acceptance Corp. 
has opened a branch office in New- 
burgh, N. Y. Manager is Roy E. 
Hansen, formerly territorial man- 
ager of the White Plains (N. Y.) 
branch. The new office will service 
accounts in Orange and Sullivan 
counties. 


Powell, Seattle Ford Aide, 


Honored on 30th Year 

Clem J. Powell, Seattle district 
sales manager for Ford Motor 
Co., has been honored at a lunch- 
eon on his 30th anniversary with 
Ford. 

Host was Leon Titus, of Titus 


| Motor Co., who has been a Ford | 


dealer since 1913. 

* + * 
Firestone Ups Beasley 

Robert P. Beasley has been 

| elected assistant comptroller of 

|The Firestone Tire & Rubber Co. 

|He joined Firestone in 1937. Since 

|1947 he has been: engaged in tax 
work for the company. 
* + aa 


Boyle Appointed 
Earl F. Boyle has been elected 
vice-president of Johns-Manville 
and vice-president, general man- 
and member of the board of 
(Continued on Page 29, Col. 1) 
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WOULD YOU SPEN) 
$29.75 


To Fill Your Showrocm 
and Lot with Live 


Prospects? 


More Than 3,000 Dealers in the 
United States and Canada are 
now using our “Profit Sharing 
Bird Dog Plan" to increase Sales, 


Write or Wire for Free 
Samples and 
Details of this AMAZING PLAN 


SANZO SPECIALTIES 


Box 68-A Endicott, N. Y. 





R.A.V.P. MEANS THE 
R.A. VALUE PLAN 
In Addition It Means 


The largest indoor display of used 

e Fords, Plymouths and Chevrolets. 
Strict ‘‘Dealers only’’ wholesale 
policy. 


Guaranteed Titles. 
Large assortment colors and models 
' always available. 


5. All cars excellent condition. 
Insured transportation service avail- 
able. 
20 YEARS OF EXPERIENCE 
« SELLING TO DEALERS ONLY. 


THE R.A. COMPANY 


4038 Chestnut St. 13315 Brookpark Kd 
Philadelphia 4, Pa. Cleveland 11, Ohio 
EVergreen 2-0400 Winton 1-7660 
Write or call your needs 
or for @ur brochure 





NEAT SIGNS 
Make ‘em “STOP & LOOK" 





Britian Dap 6 lo Colors on Clear Plastic Film. 
Year Nos., Prices, Car Names, Sales Readers— 
Over 200 Units in Hand Kit, all Re-usable. 
Makes Thousands of "FLASH" Signs, at at 
your desk. They cling 7. Windshields — No 


paste or ta 
Your Letterhead brings 
Samples and Details, quick 


PLASTIKON DISPLAYS 
45 No. Division St. Buffalo 3, N. Y. 


AUTO 
TURNTABLES 


& 
Manufactured by 
e 


Macton Machinery Co. 
DYKE LANE 
Stamford 2, 
Conn. 


We, 


BOG8G 
RS USED CAR 


SALES 
Aids 


Promotions 
Write for free catalog 


BARRY AUTOMOTIVE CO. 
1362 W. 65th St. Cleveland 2, Ono 


with STEMAC 


PERSONALIZED 
NAME PLATES 


DETAILS ON REQUEST 


STEMAC 1281 So. Cherokee 


Denver, Colorado 
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(Continued from Page 28) 


Van Cleef Bros., Inc., wholly owned 

subsidiary of Johns-Manville. Boyle 

has served as sales manager of 

Johns-Manville building products 

in the Chicago district since 1933. 
* * * 


Powell Elected 


Jerome D. Powell, Richmond, Va., 
has been elected director of the 
Richmond region of the Antique 
Automobile Club of America. 

- + * 


Pringle Joins Long Mfg. 
As Sales Manager 

William L. Pringle has been ap- 
pointed sales manager of Long 
Mfg. division of 
Borg - Warner 
Corp., according 
to T. J. Ault. gen- 
eral manager of 


Long. 
Prior to joining 
Long, Pringle 


was assistant 
chief engineer of 
Timken Detroit 
Axle Co., where 
he specialized in 
the development | 
of power trains for trucks and mili- 
tary vehicles. | 





Ga 


W. L. Pringle 





* = 
Joins Safety Council 
David L. Arm, dean of the school 
of engineering at the University of 
Delaware, has been appointed man- 
ager of the industrial department | 
of the National Safety Council. 
. 2 + 


Mattison Named Comptroller | 


By F. L. Jacobs Co., Detroit | 


A. T. Mattison has been ap-| 
pointed comptroller of F. L. Jacobs | 
Co., Detroit, according to Thomas 
J. Riggs jr., president. 

Mattison has been comptroller | 
of Motor Products Corp., where he 
began as chief accountant in 1940. | 


Tompkins President’s Aide 


At Associates Investment 
Associates Investment Co., South | 
Bend, has named Herbert W. | 
Tompkins assistant to the presi- 
dent. Eugene C. Zimpelman, for- | 
mer manager of the South Bend | 
branch, will take over Tompkins’ 
duties as manager of the retail 
credits department. 
Tompkins, assistant vice - presi- | 
dent since 1947, joined Associates | 
in 1934. Zimpelman joined the 
organization in 1936. 
* * * 


Two Field Representatives 
Appointed by Gabriel 


Two field representatives have | 
been appointed by Gabriel Co., | 
Cleveland. 





W. B. Tagney 


A. J. Jenkins 


Winston B. Tagney, Omaha, has 
been appointed for western opera- 
tions, and Arthur J. Jenkins, 
Clarksburg, W. Va., goes into the 
eastern zone. 

Tagney formerly was connected 
with Wilkening Mfg. Co., Philadel- 
phia. Jenkins has been with Gab- 
riel since 1949. 

* * + 
Red Star Transit Promotes 


Cooper and Minnich 


The board of Red Star Transit 
Co., Detroit, has elevated J. Robert 
Cooper from vice-president to pres- | 
ident, and J. Howard Minnich from 
president to board chairman. 

Both joined Red Star in 1933. 

* 


+ * 


Johns-Manville Expands 

Pacific Merchandising 
Expansion of the Johns-Manville 

industrial products merchandising 


organization on. the Pacific Coast 
has been announced by F. J. 


Wakem, merchandise manager of 
industrial products. 

Arthur W. Knight has_ been 
named Pacific Coast merchandise 
manager and Johan H. Peterson 
will continue as Pacific Coast staff 
manager for Johns-Manville Trans- 
ite, Asbestos - cement and pipe 
products. 

Other appointments include the 
promotions of Lawrence M. Osborn 


to Pacific Coast staff manager for) 


industrial products (other than 
Transite pipe), and of H. C. Bruner 
to Pacific Coast staff engineer. 


Ethyl Promotes Mack, 
Mead and Dollahan 


Promotions in the central region 
of Ethyl Corp. have been announced 
by Malcolm P. Murdock, sales vice- 
president. 


Harry A. Mack, district manager | 


of the Dayton (O.) office, has been 
appointed marketing advisor for 
the central region. Robert R. Mead 





has been promoted from Kansas 
City district manager to district 
manager at Dayton. Lowell A. Dol- 
lahan, account representative in 
Michigan, has been appointed dis- 
trict manager in Kansas City. 

+ * + 


Philadelphia BBB Relects 


Hawkins as President 

Harry L. Hawkins, business 
;manager of Philadelphia Hvening 
Bulletin and Philadelphia Sunday 
Bulletin has been reelected presi- 
dent of Philadelphia’s Better Busi- 
ness Bureau. 

Among the directors named were 
M. H. Bury, president of Wilkie 
Buick Corp.; Gustave E. Nelson, 
general manager of the Philadel- 
phia Daily News, and Maurice L. 
Platt, advertising director of the 
Camden Courier Post. 
| + * * 

Gardner to Head Buying 

| Lawrence R. Gardner has been 
|named purchasing manager for 
| Commercial Solvents Corp., accord- 
|ing to Howard L. Sanders, vice- 
| president. 


* * 


Heads Chrysler Nurses 


The appointment of Sarah Lee 
McAvoy as superintendent of 

















nurses for Chrysler Corp. has been 
announced by Dr. M. W. Jocz, 
Chrysler medical director. 


* * * 


Wilson to Manage Sales 


For 3 Clayton Divisions 


Ray B. Wilson has been named 
sales manager of the dynamometer, 
steam cleaner and 
chemical prod- 
ucts divisions of 
Clayton Mfg. Co., 
according to J. A. 
Cortright, sales 
vice-president. 

Wilson will 
maintain his 
headquarters in 
the firm’s branch 
office in Detroit. 
He formerly was 
in charge of sales 


y B. Wilson 


for Allen Electric & Equipment Co. | 


* * * 


Dodge Main Gets Glassford 


As Works Manager 
Appointment of Fred M. Glass- 
ford as works manager of the 
Dodge main plant has been an- 
nounced by M. C. Patterson, gen- 
eral works manager of Dodge. 
Glassford has been with Dodge 
since 1932. His most recent assign- 


29 


ment has been as general superin- 
tendent of the machine division of 
Dodge. 


a * ® 


Manzel Names Burkholder 
Manzel division of Frontier In- 
dustries, Inc., Buffalo, has an- 
nounced the appointment of Robert 
Burkholder as sales representative 
in the Chicago area. 
ad + * 


Gramm Trailer Adds 


2 New Distributors 

Two new distributors for Gramm 
Trailer Corp. have been announced 
by Robert L. Townsend jr., sales 
manager. 

They are Highway Trailer Sales 
& Service, Toledo, and Gramm 
Rochester Corp., Rochester, N. Y. 


Crowley Joins Austin 
Appointment of M. B. Crowley as 
|eastern regional sales manager of 
| the Austin division of Central Ohio 
| Steel Products Co., Galion, O., has 
|been announced by O. C. Henkel, 
president. Crowley was formerly 
| associated with Caterpillar Tractor 
Co. as a special representative in 
|the mining section of the sales de- 
‘velopment division. 








RED LINES 





G.W.‘Bud"’ Rogers, service manager, Streitweiser Buick Co., Hillsboro, Oregon 


“We start ‘em off on Royal Triton...” 


Triton. Believe me, Royal Triton has certainly helped build 


“That's right! Every new Buick we deliver has Royal Triton 
10-30 Motor Oil in the crankcase. 
“Ever since 1950 when I discovered what a difference Royal 
Triton made in my own car’s performance, I’ve recommended 
it to all my service customers. 


“I've found, too, that 


the owners of the cars we've started 


off on Royal Triton generally stick to this fine oil and to our 
service department, as well. 


“Not only is Royal Triton great for breaking in new engines 
—it keeps those engines clean and running like new for 
thousands of extra miles. Stuck rings and valve lifters just 


don’t seem to occur in cars we service regularly with Royal 


customer confidence in my department.” 

As Bud Rogers has found, it’s good business to recommend 
Royal Triton. Your nearby Union Oil representative can give 
you prompt delivery of this amazing purple motor oil in both 


5-20 and 10-30 grades. 


UNION OIL COMPANY 


OF CALIFORNIA 


Los Angeles: Union Oil Bldg. * New York: 45 Rockefeller Plaza * Chicago: 
1612 Bankers Bldg. * New Orleans: 644 National Bank of Commerce Bldg. 
Atlanta: 401 Atlanta National Bldg. * Kansas City, Mo.: 921 Rialto Bldg. a 








TUBELESS TIRE TOOL—The E-Z tool aids 
in the inflation of tubeless tires. Tire 
bead is compressed against the rim, and 
hand pressure on a levered wrench draws 
up a heavy web belt placed around the 
tire. Walters Tool Co., 820 Sixth St., 
Racine, Wis. 

* * *@ 


Moog Offers Wall Chart 


For Handy Reference 


Moog Industries, Inc., 6650 Easton 
Ave., St. Louis 14, Mo., is offering, 
through Moog jobbers, a wall chart 
that shows Moog chassis and sus- 
pension parts with parts numbers. 

The chart may be used as a cat- 
alog. It contains all necessary in- 
formation for ordering Moog parts. 


* * * 





LEG REST—The Brit Rest-A-Leg is said 
to ease driving tension. It consists of a 
lightweight metal tube which is installed 
on the steering column and holds a 
sponge-covered pad against the right 
side of the leg. It can be pushed up 
against the dash when not in use. Brittain 
Products Co., Cuyahoga Falls, O. 

*. * *¢ 


Shelving Bulletin 


A four-page folder which points 
up in photographs, cartoons and 
text the features of its new Hallo- 
well adjustable steel shelving has 
been published by Standard Pressed 
Steel Co., Box 915, Jenkintown, Pa. 
Photographs show a few of more 
than 1,000 possible combinations of 
the shelving. The open and closed 
type, the ledge type and various 
combinations of swinging and slid- 
ing doors are featured. 


* * * 


Sane 





AIR FILTER—The AF-100 filter is sim- 
ple in design and easy to service and 
clean. Component parts include Micronic 
dry+type element, cover flange, element 
support cup with gasket and clamping 
ring. The element has 166 convolutions 
and 2,200 square inches of filtering sur- 
face. Purolator Products, Inc., 1000 New 
Brunswick Ave., Rahway, N. J. 


Catalog Pictures 3 Types 


Of Even-Cut Band Wheels 
Even-Cut Abrasive Band Co., 
8212 Carnegie Ave., Cleveland 3, O., 
has published a catalog picturing 
the three types of band wheels 
available. 
They are round shank units for 
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chuck mounting, wheels with 
threaded shanks for attachment to 
threaded spindles and heavy duty 
aluminum insert flange models 
drilled for arbor mounting. Sizes 
range from \%-inch diameter by %- 
inch width to six-inch diameter by 
two-inch width. 

+ + * 


Trim Modified 


Glass Laboratories, Inc., Sixty- 
fifth St. at Ninth Ave., Brooklyn 
20, N. Y., has developed a pressure- 
sensitive adhesive for Silvatrim, its 
chrome-like auto molding, which it 
says provides for permanent at- 
tachment. The new product is 
called Super-Siivatrim. 

* * * 


RADIATOR TESTER — The Pres-Sure-Tite 
cooling-system tester is said to detect 
leaks in minutes. It comes packed in a 
metal case with adapters for various types 
of cars. Radiator Specialty Co., 1700 
Dowd Rd., Charlotte J 6. a 


Tect Offers Solvent 


A new solvent, called Vythene 
and said to be only 5 reent as 
toxic as carbon tetrachloride, has 
been announced by Tect, Inc., Cort- 
land Ave. and Erie St., Dumont, 
N. J. 





SURFACING HONE—Model 1650 is a 
brake-cylinder surfacing hone with a flex- 
ible drive shaft. The one set of stones 
supplied with the hone will handle three- 
quarters to 14-inch range. The hone is 
driven by a quarter-inch electric drill and 
handles blind-end wheel and master cyl- 
inders @s well as standard. Ammco Tools, 
Inc., 2100 Commonwealth Ave., North 
Chicago, Ill. 


BEAD EXPANDER—The Air-O-Matic op- 
erates pneumatically from any standard 
air supply, squeezes the tire and forces 
the beads into position without effort on 
the part of the operator. Salsbury Corp., 


1161 
Calif. 


E. Florence Ave., los Angeles 1, 








MOLDING KIT—The Ford Thunderbolt 
kit permits use of contrasting or comple- 
mentary colors within moldings and is 
instaNed with snap-on clips. No upholstery 
need be removed. Similar kits will be 
offered for Chrysler and General Motors 
cars. Regal Motor Products Co., 6325 
Grand River, Detroit 8, Mich. 

> 


Line of Air Compressors 


Described in Folder 


Quincy Compressor Co., 304 
Maine St., Quincy, Ill, has issued 
an eight-page folder on its line of 
water-cooled air compressors. 

Included are all features, dimen- 
sions and specifications. The cata- 
log, 1000A, is available on request. 


* * * 








GREASE GUN—The Economy 900 has a 
snap-on coupler and is eight inches long. 
It is nickel-plated for attractive appear- 
ance and resistance to corrosion. K-P Mfg. 
Co., 1226 Linden Ave., Minneapolis 3, 


>| Minn. 


. * = 

Raybestos Offers Movie 
On Relining of Brakes 

“Seven Steps to Safety” is a half- 
hour color film produced by the 
Raybestos division of Raybestos- 
Manhattan, Inc., Bridgeport, Conn. 

The movie gives servicemen in- 
formation on brake relining and 
dramatizes the importance of the 
jobber in the chain of distribution. 



















BUMPER TIE BOLTS—These bolts are de- 
signed to anchor bulky items to cars. 
They are inconspicuously fish-mounted by 
replacing the bumper bolts and blend in 


| applications. 
: * 


NEW PRODUCTS 


nounced by Shaler Co., Waupun, 
Wis. 

The kit consists of a vulcanizer 
clamp, tire buffing tool and 10 spe- 
cial hot patches. The firm also has 
developed a mushroom plug type 
tubeless tire repair kit for use with 
tires on the rim or wheel. 

+ > * 





PARTS ASSORTMENT — Eight Vu-Parts 
assortments of USS hex nuts, SAE hex 
nuts, flat washers, lock washers, cotter 
pins, sheet metal screws, stove bolts and 
nuts, and wood screws have metal lids 
and bottoms and heavy cardboard divid- 
ers. A transparent plastic section shows 
the part. Dorman Products, Inc., 1004 
Sycamore St., Cincinnati, O. 

* * 


LOF Manual Shows How 
To Install Wraparounds 


A manual with detailed illustra- 
tions and instructions describing 
removal and installation of pan- 
oramic windshields and backlights 
in 1955 Chevrolets and Pontiacs 
has been prepared by Libbey- 
Owens-Ford Glass Co., 608 Madison 
Ave., Toledo 3, O. 

The 12-page booklet, No. SG-30-C, 
is available through LOF distribu- 
tors. 





WINDSHIELD DEFLECTOR — Whirl-A- 
Way is mounted in front of the wind- 
shield to deflect bugs and snow flurries. 
Air hitting aperture in front plate is de- 
flected laterally. The unit can be installed 
on any car without special attachments. 
Midwest General Corp., 440 E. Jefferson, 
Detroit 26, Mich. 

s = « 


Low-Temperature Brazing 


A catalog by Handy & Harman, 
82 Fulton St., New York 38, N. Y., 
describes examples of low-tempera- 
ture Easy-Flo brazed construction 


PIN FITTING MACHINE—Model LBA- 


with the chrome. C & K Co., Inc., P. O./ 666 is equipped with the AG-300 pre- 


Box 68, Shelton, Conn. 


Hot Patch Repair Kit 


Offered for Tubeless Tires 


The Hot Patch repair kit for re- 
pairing tubeless tires has been an- 


cision clearance gauge and reads in 
tenths and thousandths. It is designed for 
pin fitting in pistons and rods as well 
as for measuring the large bore end of 
the rod. Its range is .370 to 3.3 inches. 
Sunnen Products, Inc., 7910 Manchester 
Ave., St. Louis, Mo. 





CHEMICAL DIS PLAY—This portable 
service center stand is made of chrome- 
plated tubular steel and provided with 
rubber wheels. Dealer's name may be im- 
printed. R. M. Hollingshead Corp., 840 
Cooper St., Camden, N. J. 


Minneapolis Firm Starts 


Windshield Protector Output 


J & W Mfg. Co., 8 N. E. Fifth 
St., Minneapolis, Minn., has started 
the manufacture of windshield pro- 
tectors. . 

Made of plastic leatherette, the 
protectors are designed to keep ice 
and sleet from covering the wind- 
shield of a parked car. 


* s 


















SERVICE JACK—The Model 15 twin lift 
1¥%-ton hydraulic service jack features 
tubular construction which provides max- 
imum strength and minimum weight. Lift- 
ing arms are adjustable from nine to 40 
inches lifting width. The load carrying top 
cap can be used for abnormal lifting jobs 
oreund the shop, with a range from 38 
te 58 inches. Milwaukee Hydraulic Prod- 
ucts Corp., 800 S. 108th St., Milwaukee 
14, Wis. 


POWER BRAKE PACKAGE—The MoPar 
kit for 1951-55 Plymouth, Dodge, DeSoto 
and Chrysler cars requires two hours for 
installation it is said. The unit is bolted 
to the car frame, and vacuum and hy- 
draulic line connections are made to 
complete the installation. Parts division 
of Chrysler Corp., 7000 E Seven Mile Rc., 
Center Line, Mich. 

* * 


U. S. Plywood Markets 


Wood-Paneled Partition 


A wood-paneled partition with 
mineral core construction is being 
marketed by U. S. Plywood Corp., 
55 W. Forty-fourth St., New York 
36, N. Y. 


The partitions, which may ve 
used in offices, are fully mobile 
and only 1%-inches thick. The 
panels come in widths of 24, 30, 26, 
42 and 48 inches and lengths up ‘o 
eight feet. 





TT 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 
w. NORWINE, of Jim White 
J. Chevrolet, Inc., Kokomo, Ind., 
writes: 

“IT follow your reports on court 
decisions in Automotive News, and 
we have had a situation arise in 
our dealership which I don’t recall 
having read in your column a sim- 
ilar case, and would like your 
opinion. 

“We do not carry conversion 
insurance. It is our policy to 
have the salesmen accompany a 
prospective purchaser of a new 
and used car or truck when the 
unit is being demonstrated. 

Our salesmen also understand 
that if they do not accompany the 
person during the demonstration, 
and the prospective purchaser does 
not return the car, the salesman 
is responsible to the company for 


restitution. 
* 2 a 


Prospect Steals Car 
“TPPECENTLY a salesman let a 

supposed prospect take a 
Chevrolet for a demonstration 
without accompanying him. The 
car turned up one a half days later 
a total wreck. 

“The supposed prospect was not 
found, and I tried to settle the loss 
with the salesman along the com- 
pany policy as outlined above. 

“This man left our employment 
and I have asked our attorney for 


S-P Purchases 
L.A. Aero Lab 
In Defense Bid 


DETROIT. — James J. Nance, 
president of Studebaker-Packard, 
announced Thursday that the com- 
pany has acquired a 200-man de- 
fense research organization, Aero- 
physics Development Corp., of Les 
Angeles. 

Aerophysics Development will be 
a wholly-owned subsidiary of S-P 
and will be headed by its founder, 
Dr. William Bollay, as president, 
Nance said. No purchase price was 
disclosed. 

The purchase, Nance said, is a 
first move in line with announced 
intentions of S-P to seek a larger 
share of defense business. 

Aerophysics’ engineers and scien- 
tists have been active in aeronau- 
tics advances over the past 15 
years, particularly in the develop- 
ment of supersonic aerodynamics, 
rocket and jet propulsion and 
guided missiles. 

Dr. Bollay, at 43, is a member of 
the Air Force Scientific Advisory 
Board. Prior to founding Aero- 
Physics Development in 1951, he 
Was with North American Avia- 
tion, Inc., where he built up the 
aerophysics laboratory from its in- 
ception in 1945. 


DeSoto Shades 
04 Sales Pace 


_ DETROIT. — DeSoto retail de- 
liveries for the 10-day period ended 
Jan. 20 topped sales during the 
Similar period last year by 46 per- 
cent, according to J. B. Wagstaff, 
Sales vice-president. 

Wagstaff also reported that 
dealer stocks were 44 percent lower 
than a year ago, despite record 
shipments in December. 

DeSoto has projected the “heavi- 
est first-quarter building schedule 
in its history,” Wagstaff added. 








his opinion as to whether we have 
the basis for a suit. He has never 
heard of a situation like this and 
is in a quandary. 

“I thought perhaps your knowl- 
edge of the auto business would 
help in reaching a decision. Any 
advice you can advance will be 
greatly appreciated.” 

* + 


Proof on Dealer 


OPINION regarding your 
legal problem is as follows: 
If you can prove by convincing 
and relevant testimony that the 
salesman in his contract of em- 
ployment positively agreed to be 
personally responsible for the au- 
tomobile which he allowed the cus- 
tomer or prospect to take for a 
demonstration, the salesman is 
liable to you for the damage to 
the car. 


On the other hand, the fact 
that the salesman “understood” 





without a valid contract or 
agreement to this effect, with 
valid consideration, would not in 
my opinion render him liable to 


you. 

In litigations of this kind a jury 
will decide the case after listen- 
ing to all testimony. 

Generally speaking, in order that 
a salesman shall be liable, under 
circumstances you outline, the tes- 
timony must prove that at the time 
he signed the written employment 
contract he realized that he was 


| assuming full responsibility for 
| your financial loss if he permitted 
|@ prospect to drive an automobile. 


Moreover, if the salesman made 
such an agreement after he was 
employed, he will not be respon- 
sible unless you can prove valid 
“consideration” as for example that 
in order to keep the job the sales- 


| man agreed to this responsibility. 


Madison Adds Lot 


Madison Motors, Inc., of Coving- 
ton, Ky., has taken over the used- 
car lot operated for many years by 
L. T. Patterson Co. Jerome J. Price, 
with Madison Motors for many 
years, will be general manager. 
Madison Motors (Chrysler - Plym- 
outh), is headed by Phil Rosenberg 


he would be responsible and | and Bruce Bardach. 








2 Ford Men Celebrate 30th Year— 


L. W. Smead (right), general sales manager of the Ford division, congratulates 
R. R. Anfin (left), southwestern regional sales manager, and C. J. Powell, Seattle 
district sales manager, at a sales meeting in Phoenix, Ariz., on their 30th anniver- 
sary with the firm. 





This tag will tie your batteries to 
U.S. Peerless’ Rubber Separators’ 





national advertising 


If you are a maker or merchandiser of bat- 
teries equipped with U.S. Peerless Rubber 
Separators, then be sure to hook one of these 
tags on each battery. The tag will remind 
your customers instantly of the U.S. Peerless 
Rubber Separator ads that appear in The 
Saturday Evening Post. These ads tell mil- 
lions of motorists that Peerless-equipped bat- 
teries are the finest on the market. SO HOOK 
UP TO THESE ADS WITH THIS TAG! 
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Send for your 
free supply of 
these tags 


@ The tag slips on quickly and easily to the 
battery post. - 

@ The tag dresses up the battery. 

@ It can also be used as a price tag. 

@ It gives the salesman more ammunition 
to sell premium grade batteries. 

Write today for your free supply of these 

tags. And read the U. S. Peerless Rubber 

Separator ad in the February 12 issue of 

The Saturday Evening Post. 


UNITED STATES RUBBER COMPANY 


BATTERY SEPARATOR SALES DEPARTMENT - ROCKEFELLER CENTER, NEW YORK 20, N.Y. 
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Used-Car Auction Prices 


Market Trend 


The overall average price of used cars sold at wholesale auction 
thus far in February declined $5 last week, according to Automotive 
News’ index. 

The average as of last week was $872, compared with the previous 
partial February average of $877 and the final January average of $888. 

Only two models advanced in price last week. The price of ’55s went 
up $11 and the price of ’50s gained $4. 

All other models declined, as follows: ’53s, down $1; ’49s, down $3; 
’5ls, down $7; ’48s, down $11; ’52s, down $11 and ’54s, down $25. 

New lows were established by the prices of ’54s and ’52s. 

At 10 representative auctions last week, 1,492 cars were offered and 
991 were sold, for a sales ratio of 66 percent. In the previous week, the 
sales ratio was 64 percent. 

Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every 
Tuesday. Prices are for sale of Feb. 1.) 


‘50 SL Deluxe 4-dr., $540*; 2-dr., $500. 

‘49 SL Deluxe 2-dr., $170. '48 SM 2-dr., 

$210, $150, $125. '46 SM 4-dr., $155. 
DODGE—’53 Coronet Diplomat, $895*. 


(Prices firm with demand steady for | FORD—’54 Custom (6) 2-dr., $1,250. '53 
one to three-year-old autos. Rain today. Custom (8) 4-dr., $1,005*. ’52 Custom 
Sold 57 cars out of 91 offerings.) (8) 4-dr., $760*, $550. '51 Custom (8) 
BUICK—’50 Special 4-dr., $360. 4-dr., $530, $525; 2-dr., $485; %-ton 


pickup, $350, $325. ’°50 Custom (8) 4-dr., 
$600, $512; 2-dr., $355, $270, $110; conv.. 


CADILLAC—'48 (61) 4-dr., $530. 
CHEVROLET—’'55 %-ton pickup, $1,210. 





Special FREE-EXAMINATION Certificate 


for Readers of Automotive News 
PRENTICE-HALL, Inc., Dept. M-AN-255 


Englewood Cliffs, New Jersey 
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Please send me a Free-Examination Copy of THE SALESMAN'S 
COMPLETE IDEAS HANDBOOK. Within 10 days, 
remit $4.95 plus postage, or return the book and owe nothing. 





$465; station wagon, $150. ‘49 Custom 
(8) 4-dr., $315, $280. '46 Deluxe (8) 2- 
dr., $135. 

MERCURY—'54 Monterey 4-dr., $1,790*. 
’51 Custom conv., $500. '49 4-dr., $225, 
$215. °48 4-dr., $205. '47 2-dr., $145; 
4-dr., $140. 

OLDSMOBILE—’51 (88) 4-dr., $695. ‘50 


(88) 4-dr., $415, $405. 


PLYMOUTH — '52 Cranbrook Belvedere, 
$490. °50 Deluxe i-dr., $245. '48 Deluxe 
club coupe, $185. 


PONTIAC — '51 Silver Streak (8) 2- dr., 
$680*. '48 Torpedo (8) 4-dr., $190. 

STUDEBAKER —'52 Champion 2-dr., 
‘41 Commander 4-dr., $115. 

WILLYS—’46 (4) jeepster, $100. 

MISCELLANEOUS -—- '52 Henry J sedan, 
$230. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Jan. 31.) 

(Today’s market showed very little 
price change over the past month. Buyers 
from several states attended and sales 
activities before the auction proved buy- 
ers were out to do business. A few pri- 
vate sales advanced as much as a hun- 
dred dollars a car on the block. °'53 
models sold irregularly and some sellers 
complained these models fell below last 
week’s prices. Sold 112 cars out of 146 
offerings.) 

BUICK—'55 Century Riviera coupe, 
660*; Special 4-dr., $2,550*. °'53 Super 
4-dr., $1,335*. '51 Special 2-dr., $735*; 
Super 4-dr., $700*. ’'50 Super 2-dr., 
$560*; 4-dr., $530*. "49 RM 4-dr., $335*; 
Super 4-dr., $210*. 

CADILLAC—’55 (62) 4-dr., $4,410* (ps). 
’53 (62) conv., $2,825* (ps); 4-dr., $2,- 


$2,- 
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& Mail This Certificate for a FREE TRIAL Copy of 


The Salesman’s 
Complete Ideas Handbook 


‘ | Increase Your Earnings by Using the 


1,000 


GREATEST SALES IDEAS Ever Developed! 


Suppose you could call together 1,000 of the best salesmen in this country . . . and sup- 
pose that each of them gave you his best selling idea—for locating prospects, making 
presentations, handling objections, closing sales. What would these 1,000 ideas be 


worth to you? What would even ONE idea be worth? 


Chances are the ideas would be worth many thousands of dollars to you—IF you had 
the time to collect them. Well, the job has been done for you. Emille Raux, nationally 
known sales consultant and author, has gathered the 1,000 best sales ideas ever devised, 
and placed them between the covers of what we consider the greatest selling book 
ever published—THE SALESMAN’S COMPLETE IDEAS HANDBOOK. 


What's more, it won’t cost you a penny to see these ideas—actually use them in your sales calls 
for ie jae 10 days! Just fill in and mail your certificate above for a FREE-TRIAL copy of the 
H > 


Remember, these are 
theorizing, no inspirationa 
that have worked in hundreds of specific selling situations. 
... WHEN to say it...and to do it. 


What Users Say: 


J. W. Pierce, Consolidated 
Business Systems, Inc., New 
York, New York, says: “‘Just 
one of the ideas I used paid 
for this book several times 
over!” to avoid them 
How one sim: 


acrac 


. . 7. 
Harrison B. Taylor, Super- 
visor of Dale Carnegie Course, 
Houston, Texas, says: ‘This 
book is a ‘must’ for every 
salesman. I predict it will 
soon be recognized as the 
salesman’s Bible. You can 
open it to any page and find 
an idea that will help you 
make more sales.” 

. . 


. 
A. H. Rosenthal, The Hoover 
Co., Fort Worth, Texas, says: 
“This book is rich with ex- 
amples and experiences of 
successful selling techniques. 
I can heartily recommend it 
to every salesman and sales 
executive interested in in- 
creasing his sales.” 
. . J 
Joe Nadler, Binswanger & 
Co., Inc., Richmond, Va., 
says: ‘There is no limit to 
what a real, creative sales- 
man can do—no limit to his 
sales or earnings. If you have 
the desire to become a finer, 
more forceful, more success- 
ful salesman — study this 
book!"’ 


. 
N. Sears, 


creasing your work 
his instinctive 


store of siasm 


will increase 
willin; 
ID 


@s @ dollar bill... 


+ 
VP & Dir. of of dollars in your pocket. 


A. 

Sajes, Remington-Rand, Inc., 
New York, N. Y., says: “Any 
salesman who isn’t earning 
enough today will find that 
$4.95 invested in this book is 
the best investment he ever 
made.” 


s s s 
William F. Wrightnour, Dir. 
of Training, Tire Division, 
United States Rubber Co., 
New York, N. Y¥., says: “A 
sure-fire money-maker — a 
daily source of sales ideas 
that will work for you!” 





a@ copy of THE S. 
for 


send us only $4.95 plus postage. 

Don't 
nothing 
tificate today. 





ractical, workable IDEAS—not sermons or dissertations. You'll find no 
mumbo-jumbo. Instead, you'll gt tested techniques ... actual methods 
ou’ll see WHAT to say... WHAT to do 


HERE’S JUST A SMALL SAMPLE OF THE 
1,000 MONEY-MAKING IDEAS IN THE BOOK 


22 techniques for handling price objections 

75 ideas for showing customers more and telling less 

83 power words that persuade buyers to buy 

56 ways to show customers hidden values that make sales 
10 big ome customers have against salesmen and how 


closing technique increased sales 25% for 
k salesman 


How a veteran salesman asks his customer’s opinion—and 
gets the customer to sell himself 

113 ideas for holding customers longer, making repeat sales 

31 do’s and don'ts for planning presentations 

35 ideas for putting your story across 

5 simple techniques for developing a dependable memory 

67 tips on how to increase your work output without in- 


33 ways to avoid “talking yourself out of the sale” 

25 ideas for getting on the buyer’s “blind side” —overcoming 
NO” to everything 

How to make the prospect think of quality instead of price 

How one big-time salesman guarantees himself a constant 


43 plans for outsmarting competition 
73 ideas for turning objections into sales 
12 tested techniques for staging a better presentation 


These are simply a few of the 1,000 sharp-edged tools that 

e sales and commissions of any salesman 
to try them out. For the "S COMPLETE 
HANDBOOK contains shrewd guidance of a lifetime 
of selling experience—more than most salesmen could possibly 
know about. And each idea is as practical and down-to-earth 
each idea is potentially worth HUNDREDS 


TRY THESE IDEAS AT OUR EXPENSE 


copy of THE SALESMAN'S COMPLETE IDEAS HANDEOO 
OO; 
0 full days’ FREE EXAMINATION. Use the ideas in your 
daily work ... take notes if you wish. If the book hasn't 
for itself a dozen times over in the short space of 10 
return it without any cost or obligation whatsoever. 
you decide that you can’t do without this gold mine of ideas, 


aid 
But if 


ss up this guaranteed opportunity. It costs yo 
oy see and use these 1,000 ideas, so mail your Gore 


PRENTICE-HALL, Inc., Dept. M-AN-255 
Englewood Cliffs, New Jersey 
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Average Used-Car Prices 


(Compiled by Automotive News) 








* Prices on 1955 models added to tab- 
ulation; prices on '47s dropped. 


Feb. 1955 
To Date 


Jan. 
1955 


$2,247 
1,660 
1,065 
753 
533 
390 


182 209 
~ 115 


Average... $ 872* $ 888* $ 683 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


300* (ps). "52 (62) 4-dr., $2,000* (ps), 
$1,765*. "46 (61) coupe, $120. 

CHEVROLET—’55 Bel Air (8) 4-dr., $1,- 
835; Two-ten (6) 2-dr., $1,700, $1,685. 
‘54 Two-ten 4-dr., $1,310; One-fifty 4- 
dr., $1,100. '53 Bel Air Sport coupe, $1,- 
255°; 4-dr., 2 at $1,200*, $1,150*, $1,- 
085*, $1,040*; conv., $1,170; Two-ten 4- 
dr., $1,040, $990*, $925; One-fifty 2-dr., 
$875, $750. '52 SL Deluxe 4-dr., $780*; 
club coupe, $740*; 2-dr., $650. ’51 SL 
Special 2-dr., $530*; 4-dr., $485; FL Spe- 
cial 2-dr., $430. ‘50 SL Deluxe Bel Air, 
$580; 4-dr., $400. ‘48 FL Aerosedan, 
$230; FM 2-dr., $210. '47 FM conv., 
$150; SM 2-dr., $150. 

CHRYSLER — '54 Windsor 4-dr., $1,500* 
(ps); NY 4-dr., $1,175* (ps). ’51 Im- 
perial limousine, $525* (ps). 

DeSOTO—’'53 Custom club coupe, $1,090*. 
*47 Custom 4-dr., $180. 


DODGE—’54 Coronet (8) 4-dr., $1,290*. 
‘53 Coronet Diplomat, $1,335*. '52 Mea- 
dowbrook 4-dr., $620*, $600*. ’50 Cus- 


tom 4-dr., $370. 

FORD—’55 Custom (8) station wagon, §$2,- 
160; Fairlane (8) coupe, $2,125; Main 
(6) Ranch Wagon, $1,950; Main (8) 2- 
dr., $1,590. °54 Custom (8) 2-dr., $1,- 
340°; 4-dr., $1,335. '53 Custom (8) 2-dr., 
$1,035, 2 at $950; Main (8) 4-dr., $1,- 
020, $950; 2-dr., $910. '49 Custom (8) 
4-dr., $250*, $210. 


HUDSON —'51 Hornet 4-dr., $360*. '48 
Commodore 4-dr., $130. 

LINCOLN—’53 Capri 4-dr., $1,310* (ps) 
*52 Cosmopolitan 4-dr., $1,350*; Capri 
4-dr., $1,080*. 

MERCURY—’54 Custom Sport coupe, §$1,- 
650*; coupe, $1,470*. °51 4-dr., $630°. 
"50 2-dr., $400. '49 club coupe, $280; 4- 
dr., $170. 


NASH—’50 Ambassador 4-dr., $175*. 
OLDSMOBILE—’55 (88) Holiday, $2,670*. 
’53 (98) Holiday, $1,650*; (88) 4-dr., $1,- 
210*. '46 (76) 2-dr., $100. 
PACKARD—’53 Clipper 4-dr., $1,200*. 
PLYMOUTH—’54 Belvedere 4-dr., $1,300*. 


‘51 Cranbrook Belvedere, $590; Savoy, 
$575. 
PONTIAC--'55 Star Chief (8) Catalina, 


$2,550*. °'54 Chieftain (8) 4-dr., $1,360* 
(ps). °53 Chieftain (8) 4-dr., $1,425* 
(ps), $1,260*, $1,100*. ’51 Silver Streak 
(8) coupe, $700*; 4-dr., $640. '49 Silver 


Streak (6) 2-dr., $260. °48 Torpedo (6) 
2-dr., $140. 

STUD KER—’'53 Champion 4-dr., 
$750*. °'50 Champion 2-dr., $210. ‘48 


Champion coupe, $100*. 
WILLYS—’49 jeepster, $420. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Feb. 2.) 

(A very good market today with buy- 
ing extremely brisk. Sold 64 cars out of 
84 offerings.) 


BUICK—’53 RM 4-dr., 
Super 2-dr., $930*. 


CADILLAC—’54 (62) $4,- 
005* (ps). 

CHEVROLET—’55 Bel Air (8) conv., $1,- 
925. '53 Bel Air 2-dr., $1,185*; conv., 
$1,090; Two-ten 4-dr., $930*; One-fifty 
2-dr., $730. 52 SL Deluxe 4-dr., $445. 
‘51 SL Deluxe 4-dr., $635, $630. '50 SL 
Deluxe 4-dr., $430, $390, $385, $150. °48 


$1,275* (ps). '52 


coupe deVille, 


FM 4-dr., $225, $175; FL 2-dr., $215. 
$210. 
DODGE—’53 Meadowbrook 4-dr., $600. 
FORD—’53 Crest (8) 2-dr., $1,250. ‘52 


Custom (8) club coupe, $905; Main (8) 
2-dr., $610. ’51 Custom (8) club coupe, 
$675; 4-dr., $655; 2-dr., $485; Deluxe 
(8) 2-dr., $420. °50 Custom (8) 2-dr., 
$510, $505, $285, $280; club coupe, $410; 
Deluxe (8) 2-dr., $445, $440, $360, $315, 
$310. 49 Custom (8) 2-dr., $455; 4-dr., 
$350; Custom (6) 2-dr., $305, $300. '47 
Deluxe (8) club coupe, $245; 2-dr., $170, 
$165, $150, $145. 

KAISER—’48 4-dr., $165. 

MERCURY — '55 Custom station wagon, 
$2,700. ’53 Custom 4-dr., $1,365*. '52 
Monterey 2-dr., $710. ‘51 4-dr., $610. 

OLDSMOBILE—’51 (98) 4-dr., $730*. ‘50 
(88) 4-dr., $500*. 

PACKARD—’51 club coupe, $500°. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $2,- 
055*. ’53 Cranbrook station wagon, $1,- 
005. '52 Cranbrook 4-dr., $450. '49 Spe- 
cial Deluxe 2-dr., $245. ‘47 Speeial De- 
luxe club coupe, $305. 

PONTIAC — '52 Chieftain (8) Catalina, 
$915. '50 Silver Streak (6) 2-dr., $540*. 


GRAND RAPIDS, MICH. 


| (Grand Rapids Auctions, Inc. Sale every 

Tuesday. Prices are for sale of Feb. 1.) 

| (Market steady to strong on all mod- 

els. Retail picking up generally. Sold 53 
cars out of 79 offerings.) 

BUICK—’54 Super Riviera 2-dr., $2,270*. 
’53 Super Riviera 4-dr., $1,515*, $1,425*, 


$1,250*; 2-dr., $1,405*%; RM Riviera 2- 
dr., $1,350%; Special 4-dr., $1,250*°. °52 
Super Riviera 2-dr., $1,000, $905*; 4-dr., 
$925*, $825*; Special 4-dr., $825*. '50 
Super Riviera 4-dr., $425*; RM Riviera 
2-dr., $420°; Special 2-dr., $225*. ‘49 
Super 2-dr., $200*. 

CADILLAC—’49 (62) 4-dr., $775*. 

CHEVROLET — ’53 One-fifty 2-dr., $775, 


$720. ’°51 SL Deluxe 4-dr., $625*, $505. 
'49 SL Deluxe club coupe, $165. 

|; DeSOTO—’51 Custom (6) 2-dr., $580*. 

| DODGE—’50 Wayfarer 2-dr., $245. 


FORD — '54 Crest (8) 2-dr., $1,205. '53 
Main (6) 2-dr., $795. '51 Custom (8) 
4-dr., $535, $550; Custom (6) 2-dr., 
$380. ‘50 Custom (6) 2-dr., $275. ‘49! 








Custom (6) 4-dr., $235, $200; Custom 
(8) 2-dr., $165, $135. 

KAISER—’51 Special 4-dr., $325; Deluxe 
4-dr., $200. 

MERCURY—’53 Monterey club coupe, §1,-. 
160. ’50 4-dr., $405. 

OLDSMOBILE—’54 (88) 4-dr., $2,100*. '53 
(88) 4-dr., $1,420*, $1,260*; 2-dr., $875+. 
"52 (98) 4-dr., $1,245*. 

PLYMOUTH — '51 Cranbrook 4-dr., $335. 
’50 Special Deluxe 4-dr., $295, $235. 
PONTIAC—’55 Chieftain (8) Catalina, §2,- 
405°. '54 Chieftain (8) 4-dr., $1,150". 
‘51 Silver Streak (8) station wagon, 
$790°; 4-dr., $520. ’50 Silver Streak (8) 
2-dr., $375; Silver Streak (6) 4 -dr., 

$320°. 

STUDEBAKER—’50 Champion 2-dr., $165. 

WILLYS—’52 2-dr., $300. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Jan. 28.) 
(Sold 173 cars out of 280 offerings.) 


BUICK—’55 Special 4-dr., $2,500*. ‘52 
Super Riviera, $1,000* (ps), $980. ‘51 
Super Riviera, $705*; Special 4 - dr., 


$660*. 50 Special 4-dr., $375. 


CADILLAC—’54 (62) coupe, $3,750* (ps), 
$3,700* (ps). '53 (60) 4-dr., $2,680*. ’52 
(62) coupe, $1,920*. '50 (61) 4-dr., §$1,- 
025. '48 (62) 4-dr., $560. 

CHEVROLET—’55 Bel Air (8) Sport coupe, 
$2,175*, $2,050*, $1,950, $1,875*, $1,825*; 
2-dr., $1,785; 4-dr., $1,760; Two-ten 2- 
dr., $1,670; One-fifty 2-dr., $1,600; \%- 
ton pickup, $1,150. '54 Bel Air 2-dr., $1,- 
460, $1,275; Two-ten 2-dr., $1,350, §$1,- 
300, $1,200. '53 Bel Air Sport coupe, §$1,- 
310, $1,300*; 4edr., $1,240* (ps), §$1,- 
200*. '52 SL Deluxe 4-dr., $880, $675. 
"50 SL Deluxe 2-dr., $400. 49 SL Deluxe 
4-dr., $500. 

CHRYSLER—’52 Saratoga club coupe, 
$575; Windsor Newport, $520. '51 Wind- 
sor 4-dr., $540. ‘ 

DeSOTO—’53 Fire Dome (8) sedan, $1,100; 
Powermaster sedan, $1,000. 

DODGE—’55 Royal 4-dr., $2,275. '53 Coro- 
net 4-dr., $820; %-ton pickup, $575. ‘51 
on 4-dr., $450. °50 Coronet 4-dr., 


FORD—’'55 Fairlane (8) Crown Victoria, 
$2,390*; Custom (8) 2-dr., $1,770; %- 
ton pickup, $1,300. '54 Custom (8) 4-dr., 
$1,325*; club coupe, $1,300; 2-dr., $1,270, 
$1,150*. °53 Crest (8) Victoria, $1,300; 
Main (8) Ranch Wagon, $1,280. ‘52 
Crest (8) Victoria, $1,150*; Custom (8) 
2-dr., $860; Main (8) 4-dr., $700. ‘51 
Custom (8) 2-dr., $635, $630, $625; club 
coupe, $550*; Victoria, $525; Deluxe (6) 


2-dr., $470. '50 Custom (8) 2-dr., $600; 
4-dr., $550, $525. '49 Custom (8) 4-dr., 
$365; 2-dr., $350. '48 Custom (8) club 


coupe, $225. 

LINCOLN—’53 Capri coupe, $1,775* (ps), 
$1,700. 

MERCURY — '55 Monterey coupe, $2,750. 
’54 Monterey Sun Valley, $2,175; 2-dr., 
$1,950. °53 Custom 2-dr., $1,200; 4-dr., 
$1,136. °51 4-dr., $700*. '49 4-dr., $140. 

NASH — '53 Statesman 4-dr., $805. ‘51 
Rambler station wagon, $180. 

OLDSMOBILE —'55 (98) 4-dr., $3,225* 
(ps), $3,175* (ps). '53 (88) 2-dr., $1,675; 
4-dr., $1,550. °'51 (88) Holiday, $915*; 

2-dr., $725*; (98) 4-dr., 


$840. 


PLYMOUTH — '54 Belvedere Sport coupe, 
$1,300; Savoy sedan, $1,150, $1,100. ‘53 
Cambridge 4-dr., $750, $710. °52 Cran- 
brook Belvedere, $725, $650. ’51 Cam- 
bridge 4-dr., $475. '50 Deluxe 4-dr., $300. 

PONTIAC—’55 Chieftain (8) 2-dr., $2,400°. 
’54 Chieftain (8) station wagon, $1,900°; 
4-dr., $1,400*. '52 Chieftain (8) Catalina, 
$990*, $865; sedan, $790*, $670. ‘51 Sil- 
ver Streak (8) 4-dr., $650*, $570. ‘50 
Silver Streak (8) Catalina, $400. 


‘53 4-dr., "51 4-dr., 


STUDEBAKER — ‘52 Commander 4-dr., 
$590; Champion 4-dr., $415. °51 Com- 
mander 2-dr., $500, $325; club coupe, 


$300. 
WILLYS—’51 station wagon, $400. 
MISCELLANEOUS—’51 Ford English Pre- 
fect, $125. 


DENVER 


(Denver Auto Auction. Sales every Fri- 
day and Sunday. Prices are for sales of 
Jan, 28-30.) 

(Market steady—trend on both new 
and used units up. Sold 181 cars out of 

327 offerings.) 

BUICK—’55 Century Riviera, $2,950* (ps), 
$2,895*. °54 Super Riviera, $2,170*. ‘53 
RM Riviera, $1,485* (ps); 4-dr., $1,315° 
(ps). ’52 Super Riviera, $650*, '51 RM 
4-dr., $750, $585; Riviera, $705°. ‘50 
RM Riviera, $615*. 

CADILLAC—’54 (62) coupe deVille, $3,- 
990° (ps); 4-dr., $3,725* (ps). "52 (62) 
coupe deVille, $2,285*, $2,235* (ps). ‘50 
(62) 4-dr., $990°. 

CHEVROLET—’55 Bel Air (6) conv., $2.- 
140°; 4-dr., $1,875; Bel Air (8) conv. 
$2,125; 2-dr., $1,950; 4-dr., $1,925; Two- 
ten (6) 4-dr., $1,750; One-fifty 2-dr 
$1,600. ’54 Two-ten 4-dr., $1,465°, $1,295 
2-dr., $1,310, $1,300, $1,280, $1,275; Be! 
Air 2-dr., $1,395*. °53 Two-ten statior 
wagon, $1,395; Bel Air Sport coupe, $1,- 
315; conv., $1,115. 

CHRYSLER—’55 Windsor Nassau, $2,940° 
(ps). °54 NY 4-dr., $1,955°. '53 NY 4- 
dr., $1,330°. '50 Imperial 4-dr., $350° 
°48 Royal 4-dr., $215°. 

(Continued on Page 33, Col. 1) 
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(Continued from Page 32) 


DeSO7‘ ~'54 Fire Dome (8) 4-dr., $1,830°. 
"BO 4 $430°. '49 4-dr., $385°, 

poDa: obs Custom Royal 4-dr., $2, 610°; 
%-ton pickup, $1,590. °53 Meadowbrook 
Suburban, $1,150. '50 Coronet (6) Sport 


coupe $250°. "49 %-ton pickup, $275. 
FORD —-'55 Custom (8) Country sedan, 
$2.6 (ps), 2 at $2,550* (ps), $2,475, 
$2,465", $2,275; 4-dr., $1,955, $1,855; 
Fairlane (8) Crown Victoria, $2,550*; 
conv., $2,435°%; Victoria, $2,400*° (ps), 
$2, 380°, $2,370*, $2,365°, $2,350°, $2,335; 
2-dr., $2,030, $2, 020; Main (8) Ranch 
Wago n, $2,450°, $2, 125; 4-dr., $1,675. 
54 « ustom (8) Country sedan, $1,915, 


HUDSON ~52 Hornet 4-dr., $700*, $675. 
’51 Hornet 4-dr., $520°. 50 Commodore 
(8) 4-dr., $170. 

LINCOLN —'53 Capri Sport coupe, $2,295* 
(ps). '49 4-dr., $350°, 

MERCURY — °55 Monterey Sport coupe, 
$2,950* (ps). "54 Monterey 2-dr., $2,095* 
(ps). ‘53 Custom Sport coupe, $1,355*. 
‘51 2-dr., $545. °49 4-dr., $365; conv., 
$350. 

NASH—’50 Rambler 2-dr., $185. 

OLDSMOBILE—’55 (98) Holiday, $3,475* 
(ps), $2,425° (ps); 4-dr., $3,205* (ps), 
2 at $3,175* (ps); (88) Holiday, $3,150* 
(ps), $3,050*; Super 4-dr., $2,900* (ps). 
54 (98) 4-dr., $2,555* (ps); (88) Super 
Holiday, $2,435*. ’53 (88) Super Holi- 
day, $1,625*, $1,605* (ps). 

PACKARD— 49 4- dr., $205. '46 4-dr., $130. 

PLYMOUTH— 55 Belvedere (8) 4- dr., $2,- 
205*. °52 Cranbrook 4-dr., $530; club 
coupe, $530, 

PONTIAC—’55 Chieftain (8) Catalina, $2,- 
480°. °54 Chieftain (8) station wagon, 
$1,595*. '53 Chieftain (8) Catalina, $1,- 
315°. '52 Chieftain (8) Catalina, $940*; 
4-dr., $820*, $765. '50 Silver Streak (8) 


4-dr., $405°. 
STUDEBAKER — '54 Champion station 
wagon, $1,400. ‘51 Commander 4-dr., 


75. 

WiLLYS—'ss (6) station wagon, 2 at §$2,- 
150. ’52 (6) station wagon, $620. ’51 %- 
ton pickup, $350. 

MISCELLANEOUS — ’51 Henry J 2-dr., 
$200. '50 GMC %-ton pickup, $510. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 

Tuesday. Prices are for sale of Feb. 1.) 
(Market steady with some models down 
@ little. Sold 103 cars out of 147 offer- 
ings.) 

BUICK—’54 Century Riviera coupe, §$2,- 
200* (ps), $2,130* (ps); Super Riviera 
coupe, $2,250* (ps); 4-dr., $2,000* (ps). 
’53 Super Riviera Hard Top, $1,440*, $1,- 
350*, $1,325*; 4-dr., $1,435* (ps), $1,- 
295* (ps); 2-dr., $1,180*, $1,085, $1,075; 
Special Riviera, $1,305. ’51 Super Rivi- 
era, $800*; 2-dr., $605; Special 4-dr., 
$465*. °47 Super 4-dr., $105. 

CADILLAC — ’51 (60) Special 4-dr., §$1,- 
400*. '49 (62) 4-dr., $755*, $660*. 

CHEVROLET—’55 Bel Air (8) Hard Top, 
$1,980; Two-ten (6) 2-dr., $1,600. °53 
Bel Air 4-dr., $1,060; 2-dr., $1,050*; 
Two-ten 4-dr., 2 at $975; 4-dr., $865. '52 
SL Deluxe 4-dr., $700*. '51 SL Deluxe 


-dr., $560*. ’50 SL Deluxe conv., $415*; | 


2-dr., $310, $300. 
CHRYSLER—’53 NY 4-dr., $1,255*. 


DeSOTO—’53 Powermaster 4-dr., $1,085. | 


’50 Deluxe club coupe, $375. 

DODGE — ’53 Coronet Diplomat, $1,050*. 
‘52 Wayfarer 2-dr., $495. 

FORD—’55 Fairlane (8) Skyliner coupe, 
$2,415* (ps); Victoria, $2,090, $1,565*. 
’54 Crest (8) conv., $1,600; Victoria, $1,- 
550; 4-dr., $1,405*; Custom (8) 4-dr., 
$1,285; 4-dr., $1,285; Main (8) 4-dr., 
$1,050. '53 Custom (8) 4-dr., $910; Cus- 
tom (6) 4-dr., $900; Main (6) 2-dr., 
$890, $790. °52 Main (8) Ranch Wagon. 
$1,000; Custom (8) conv., $850; Main 
(6) 4-dr., $550. ’51 Custom (8) Victoria, 
$640, $615, $575; 4-dr., $520; club coupe, 
$375; Custom (6) 2-dr., $375. 

MERCURY—’54 Monterey Hard Top, $1,- 
710, $1,575. "53 Monterey Hard Top, §$1,- 
490*, '52 Monterey 2-dr., $765*. °49 Cus- 
tom 4-dr., $355. 

NASH—’55 Rambler station wagon, $1,- 
720. '52 Statesman 4-dr., $690. '51 Ram- 
bler Country club, $440; Custom conv., 
$370. '50 Statesman 2-dr., $175, $125. 

OLDSMOBILE—’54 (88) Super 4-dr., $2.- 
025°. ’53 (88) 4-dr., $1,350*. ’51 (98) 2- 
dr., $825°; (88) 4-dr., $760*. °50 (88) 
2- dr., $550°. 

PLYMOUTH—’55 Savoy 4-dr., $1,800. '52 
Cambridge 4-dr., $525. 

PONTIAC—'53 Chieftain (8) 4-dr., $1,- 
130*; 2-dr., $1,010*, $1,000*. °50 Silver 
Streak (8) 2- dr., $365°. ’49 Silver Streak 
(8) 4-dr., $325..'°47 Torpedo (8) 2-dr., 
$130, $125. 

ee Champion coupe, 


MANHEIM, PA. 


(Manheim Auto Sales & Auction, Inc. 
Sale every Friday. Prices are for sale of 


Jan. 28.) 

(Market good. Sold 175 cars out of 
216 offerings.) 
BUICK—’55 Century aw $2,710*; Spe- 

cial Riviera, $2,485. '54 Super Riviera 
4-dr., $1, 760. "53 RM Riviera 4-dr., $1,- 
640* (ps); 4-dr., $1,475* (ps); Super 
Riviera, $1,510; 4-dr., $1,440°, *52 RM 
Riv iera, $1, 050°. 51 Special 4-dr., $600. 

CADILLAC—’ 54 (62) 4-dr., $3,740* (ps). 
"53 (62) coupe, $2,555° (ps); 4-dr., $2,- 
470° (ps); (60) 4-dr., $2,460° (ps). '52 
= conv., $2,220°, °49 (62)- 4-dr., $1,- 

CHEVROLET—'55 Bel Air (8) 4-dr., $2,- 
050; Two-ten 2-dr., $1,800°, '54 "Two- 
ten 2-dr., $1,295. '53 Bel Air 2-dr., $1,- 
rw. One-fifty 2-dr., $805. '52 SL Deluxe 

4-dr., $795*. °51 SL Deluxe Bel Air, $675. 

'50 SL Deluxe 4-dr., $535; 2-dr., "$380°. 
‘49 SL Deluxe 4-dr., $325. '48 FL Aero- 
Sedan, $310. '47 FL 2-dr., $140. 

CHRYSLER—’53 NY 4-dr., $1, 280°. °51 Im- 
perial club coupe, $610°. *49 NY 4-dr., 
$565*. '47 NY 4-dr., $175°. 

DeSOTO—’52 Custom 4-dr., $710°. '51 Cus- 
tom club coupe, $560°; 4-dr. +» $500°. '48 

Cc ustom club coupe, $320*. 

DODGE — '55 Coronet (8) 4-dr., $2,230°. 
53 Coronet (8) 4-dr., $975, $960, $910; 
Meadowbrook 4-dr., "$810. "48 1%-ton 
Panel, $380. 

FORD_55 Fairlane (8) club sedan, $2,- 
125°; Custom (6) 4-dr., $1,770. '54 Cus- 











* . i (ps); Century Riviera, 
tom (8) 2-dr., $1,400; Custom (oy — Super 4-dr., $2,050* (ps), $1,995%. °53 


$1,375; 2-dr., $1,260°; Main 


°52 Champion 4-dr., $450. '51 Champion | HUDSON—’51 Super (6) club coupe, $385°*, Super Riviera 2- =. $1,440°, $1,410°, 
4-dr., $495; Commander 4-dr., $490°, $360; Pacemaker 2-dr., $280; Commo- $1,380°; 4-dr., $1,375°. 


$475; Land Cruiser, $450°. dore (8) 4-dr., $230°. '49 Super (6) 2-| CADILLAC — ’55 a conv., $6,500*° 
dr., $125°, 2 at $105. (ps). '54 (60) Special 4-dr., $3,940° (ps); 
DYER, IND. KAISER—’49 Special 4-dr., $110. (62) coupe, $3,700* (ps); 4-dr., $3,595* 


MERCURY — '54 Monterey coupe, $1,860*| (PS). ’53 (62) coupe deVille, $2,770° 
Prices are for sale of Jan. 28.) "| (Ba), $1,865%, §1,600° (ps); Custom 2-| (De); §2485° (pe); (60) Special 4-dr., 
10 of dr., $1,725*, $1,405. ‘53 Monterey coupe, . 

(Sold _ cars out of 210 offerings.) . $1,340*; 4-dr., $815. °51 4-dr., $595°*, a es ba Bel = (8) Loa0: coupe, 
BUICK—'54 Special Riviera coupe, $2,150 $505. °50 4-dr., $245. '49 club coupe,| $2-210*. '54 Bel Air r., $1,340; Two- 
$2,075, $1,950; $305, $175, $150* oar , $1, “eh aieae a 36; $1,000. 

’ ’ . ’ Ai coupe, -dr., 
$1,205°, | NASH — ’54 Ambassador 4-dr., $1,335°;/ $1,225¢; conv, $1,160"; 'Two-ten 4-dr., 


’ i RM 4-dr., $1,420°; Super 4-dr., . : 
$1,050. '53 Main (8) Ranch Tanne tani $1,280*. 52 Super 4-dr., $825". 51 Su- Statesman 2-dr., $1,270, $1,200. '52 Am- $995*, $985*, $970°, $955*; 2-dr., $940*, 


260*; Custom (8) 4-dr., $1,120*; 


(6) 2-dr., $875. '52 Custom 


2-dr per Riviera, $800*; RM 4-dr., $705%,| Dassador 4-dr., $945°; Rambler station| 925+, $905, $890; One-fifty 2-dr., $830, 


wagon, $475. '51 Statesman 4-dr., $380. $750. °52 SL Deluxe 2-dr., $745, ’51 SL 


: $530*. ’50 Super 4-dr., $355*. 
$715. °S1 Custom (8) station wagon, | OLDSMOBILE — '54 (98) 4-dr., $2,445*| Deluxe Bel Air, $490. '50 SL Deluxe 


$550. 


HUDSON—’51 Commodore (8) 4-dr., $375*. (ps); 4-dr., $3,375* (ps). 


KAISER—’52 4-dr., $610. 
LINCOLN—’52 4-dr., $1,300°. 


MERCURY—’55 Montclair coupe, 
’54 Monterey coupe, $1,525. °53 Custom dr., $1,125; 2-dr., 


, . 
ee ne eee ey te inde, | (PS). 83 (98) 4-dr., $1,550° (ps); (88)| 4-dr., $290, $160. 


4-dr., $1,515*. '52 (98) 4-dr., $975*; (88) | CHRYSLER — '53 Windsor 4-dr., $1,300*, 


, *. 
$1,350°. °49 (62) coupe deVille, $1,150°;| {7 )." So7os, $845°. °51 (98) 4-dr., $705*,| $1,100*, $1,080* (ps), $1,010°, °52 Sara- 


lo ° 
cunvbeann ss Bel Air 2-dr., $1,475°. $665*, $595*. '50 (98) 4-dr., $530*; (88) toga club coupe, $795*; Windsor 4-dr., 
$2,745°. | °53 Two-ten station wagon, $1,265%; 4-| ., 2-dr., $480°, $470°, $375°. —: 


$855; %-ton pickup, | PACKARD—'54 Clipper coupe, $1,745*. '50 | DeSOTO—'53 Fire Dome (8) 2-dr., $1,240* 


= ’ ‘Se 2-dr., $700; -ton 2-dr., $165. (ps). '50 Custom 4-dr., $345* 
comme ore yr » $000, S876 ae oaess. a aD Debate b-as., boon. PLYMOUTH—’53 Cranbrook Belvedere, $1,- | DODGE—'54 Coronet station wagon, $1,- 
‘ - : $520. *50 SL Deluxe club coupe, $390; 075*; Cambridge club coupe, $725; 4-dr., 385*. °'53 Coronet 4-dr., $915*, $900*; 


NASH—’50 Statesman 4-dr., $300. pelub, coupe, $390 
P e om "i a or) . 
SOE sa msdtn nde’ $2'300";| 49 FLY Deluxe. 2-dr.. $320; SL ‘Deluxe | PONTIAC — ‘55 Star Chief (8) Catalina,| Diplomat, $640*; conv., $590*. '51 Coro- 
(88) 2-dr., $1,925%. °53 (98) 4-dr., $1,-| 2-dr., $290. og A races, aiesee ab 
560*. °51 (98) 4-dr., $650*. 49 (98) 4-| CHRYSLER—'53 Windsor 4-dr., $985. ’52| $1,340°; 4-dr., $1,195", $1,190°. 


$710. '52 Cambridge 4-dr., $405. Meadowbrook 4-dr., $835*. °'52 Coronet 


’53 Chieftain (8) Catalina, net Diplomat, $535*. 
FORD—’55 Fairlane (8) Crown Victoria, 
Windsor 4-dr., $800*. ‘50 club coupe,| Chieftain (8) 2-dr., $385, $370, $300*.| $2,535* (ps), $2,450° (ps); Victoria, $2,- 


pitkinn 05 Comper ‘—e my pan 52| $380. ’49 Chieftain (8) 4-dr., $250°, $225°. 150; Custom (8) 2-dr., $1,760, $1,750. 
(300) 4-dr., $660*. °51 (200) 4-dr., $260*. | DODGE — ’54 Coronet 4-dr., $1,350*. '53| STUDEBAKER — '52 Commodore 2-dr.,/ '54 Custom (8) club coupe, $1,505°. ’53 
PLYMOUTH_—’54 Savoy club coupe, $1,220.| Coronet 4-dr., $925; Meadowbrook club| $%480°. as a Rm gy $1,175, 
°53 Cranbrook 4-dr., $1,065*, $855; club coupe, $725. '52 %-ton pickup, $490, (8) ‘eae * 5405.” $445. 50 ‘saeate = 
coupe, $910; Cambridge 2-dr., ’52| $465. '50 Coronet Diplomat, $310; club CHICAGO ae,” Gib’ Gatee, Dees 8) nae 
Cranbrook 4-dr., $790. °51 Cranbrook coupe, $300, $240. Ane Sal T 290" '40 Cust (s ) a6 300° * 
station wagon, $620. '49 Special Deluxe | FORD — '54 Crest (8) Victoria, $1,680*, (Arena Auto Auction. le every Tues-| $290. , Cus = -dr., $200°. 
4-dr., $440. $1,555; 4-dr., $1,525. 53 Crest (8) Vic- | 44Y. Prices are for sale of Feb, 1.) HUDSON—'52 Wasp 4-dr., $655; Hornet 
PONTIAC—’55 Chieftain (8) Catalina, $2,-| toria, $1,350*, $1,135*; Custom (8) 4-dr., (Sold 210 cars a7 of 313 a ieee ‘ 2. . . Wee on. eae (6) 4-dr., 
310°; 4-dr., $2,210*. °54 Chieftain (8) $1,110* (ps); club coupe, $1,050*; Cus-| BUICK — ’54 RM Riviera 2-dr., , > ~ ** 
‘ (ps); Century Riviera 2-dr., $2,195* KAISER— 52 4-dr., $550. '51 4-dr., $225*. 


Catalina, $2,060*. '53 Chieftain (8) 4-dr., tom (6) 2-dr., $850*. °52 %-ton pickup, 
$1,260. °52 Chieftain (8) 4-dr., $925*, $595. '51 Custom (8) 2-dr., $615*, $545. (ps); 4-dr., 2 at $1,895°; 


$805. °51 Silver Streak (8) club coupe, "50 Deluxe (8) 2-dr., $390, $325, $295,| 4-dr., 


’ ‘ LINCOLN—’53 Capri 4-dr., $1,710* (ps). 
$1005" (os) Special tae, $1650, | MEROURY—'54 Monterey ‘coupe, $1,900*; 


$195; Custom (8) 2-dr., $375, $240,| $1,620. °53 RM Riviera 4-dr., $1,465*| Custom 2-dr., $1,470. ’53 Custom 2-dr., 








$710*. 
STUDEBAKER—’53 Champion 4-dr., $720. $215*. °49 Custom (8) 2-dr., $275, $185°. (ps); 2-dr., $1,440° (ps), $1,325* (ps); (Continued on Page 40, Col. 1) 
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dovit: gamble with Glare! 


Nagging glare can wear out a driver. It can wipe out a truck... an invest- 
ment... a life! 

Be sure your next truck is equipped with a windshield of glare-reducing 
E-Z-Eye Safety Plate Glass with its shaded band. 

E-Z-Eye also makes the cab cooler by helping to keep solar radiation 
from pouring through the glass. This is important . . . a hot cab can be 
a sleepy cab. 

Many major truck manufacturers offer E-Z-Eye glass as an option. 
E-Z-Eve is made only by Libbey-Owens:Ford Glass Company, Toledo 3, O. 





E-Z-EYE SAFETY PLATE GLASS 


LIBBEY: OWENS: FORD a Great Name in Glass 












Ricci Opens Nash Dealership— 

W. O. Pearce (left), Nash district manager, welcomes Angelo Ricci (right), president 
of Skyway Auto Sales, Daly City, Calif., as a new dealer. Paul W. Pursiey, San Fran- 
cisco zone manager, looks on. 





ON THE LOOKOUT 
FOR YOUR 
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By Sam Sampson 
Staff Writer 
BENTON HARBOR, Mich.—The 
heavy construction equipment di- 
vision of Clark Equipment Co. 
here is doubling its program for 
expansion and production during 


1955, George Spatta, president, said | 


at a conference on “Trends in De- 


sign and Engineering of Off-the-| 


Road Equipment.” 

Specifically, he said, plans have 
been completed to build a new 
plant which will increase produc- 
tion capacity by 40 percent. In 
sales, the program has been 
doubled as compared to the pre- 
vious high year, 1953. 

The trend to lease equipment is 
growing every year, Spatta said. 
While this calls for extra expense 
and financing, he said, the lease 
business is profitable and sound. 

Spatta said that the present tax 
structure contributes to the growth 
of leasing and that most companies 
are able to conserve working cap- 


Clark Plans Expansion 


New Plant to Increase Output of Equipment 
For Heavy Construction by 40% 


AUTOMOTIVE NEWS, FEBRUARY 14, 1955 









ital by leasing rather than out- 
right purchase. 

| Continued use of torque convert- 
|ers and power-shift transmissions 
| were predicted by the Clark engi- 
neers. In the construction equip- 
ment business, the trend to “add 
|more iron whenever in doubt” has 
proven unsatisfactory, and efforts 
to build a unit suitable to the job 


Fargo-Moorhead Elects 


Corwin President 


FARGO, N. D.—Charles Corwin, 
Corwin - Churchill Co. (Chrysler- 
Plymouth) here, has been elected 
president of the Fargo, N. D.-Moor- 
head, Minn., Automobile Dealers 
Assn. 

W. W. Wallwork jr., W. W. Wall- 
work, Inc. (Ford), Moorhead, was 
elected vice-president; Maine 
Shafer, Overvold Motors, Inc. 
(Oldsmobile), Fargo, secretary, and 





Rollie Holsen, Wallwork, treasurer. 


UTRONIC-EYE 


AUTOMATIC HEADLIGHT CONTROL 


Once you take a close look ... once you try the Autronic- 


Eye... you'll see it is the greatest advance in night 


driving safety in 30 years! Headlight control becomes automatic— 


electronically controlled. Freed from the chore of pushing 


a dimmer switch, you know lights always dim at the proper 


distance. Not only is there new safety, there’s won- 


derful convenience in highway courtesy that's automatic! 


Cadillac and Oldsmobile dealers feature the Autronic- 


Eye. Stop soon at a dealership—see how the 


Autronic-Eye looks out for your safety! 





AUTOMATICALLY AT NIGHT 












GUIDE LAMP DIVISION 
General Motors Corporation 


Anderson, Indiana 
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has brought out many enginecring 
changes. 

(Engineers differentiated be- 
tween the “automatic” and 
“power-shift” transmissions this 
way: Power-shift transmissions 
allow the operator to select any 
gear by manipulation of the con- 
trol lever regardless of speed or 
direction. There is no “must shift” 
control within the transmissions, 
This factor allows operators to 
work often without using the 
brake, since shifting to reverse 
can be made even while the vehi- 
cle is moving forward.) 

The torque converter principle 
lends itself best to heavy applica- 
tions, it was pointed out. Giant- 
sized torque converters are used in 
Clark heavy equipment. 

Panel members spoke of special 
drive axles, used in Clark equip- 
ment, that allow for primary and 
secondary gear reduction. The pri- 
mary reduction is in the center of 
the axle housing as usual, and a 
planetary gear reduction is located 
at the wheels. 

Engineers said that the out- 
board gears lessened “torque 
winding” on the axle shaft and 
absorbed shock loads. Metal 
fatigue and axle failure is greatly 
reduced, they said. 

Papers presented included “Auto- 
motive Engineering for Construc- 
tion Equipment,” by C. H. King, 
vice-president of Clark; “Axle De- 
sign for Construction Equipment,” 
by Claude A. Fenn, plant manager 
of the axle division; “Transmission 
Design for Construction Equip- 
ment,” by Roy McDermott, division 
manager of the transmission divi- 
sion; “Frame Design for Construc- 
tion Equipment,” by Lowell Conrad, 
director of engineering, construc- 
tion machinery division, and “Con- 
trol Systems for Construction 
Equipment,” by Raymond H. Bow- 
man, chief engineer of the exca- 
vator-crane top mechanisms. 


U.C. Dealers Rip 
Bill to License 
Texas Outlets 


FORT WORTH. — Open war on 
a@ proposed dealer-licensing legisla- 
tion in Texas has been declared by 
the Texas Independent Automobile 
Dealers Assn., Inc. 

The bill, which was introduced 
Jan. 20, would limit the sale of 
new cars to dealers who hold fran- 
chises for that particular make. 

Tom Blundell, general manager 
of the association, said his group 
considers the bill “discriminatory” 
and “monopolistic” and opposes it 
because “it does not better serve 
and protect the public.” 

Blundell said the used-car deal- 
ers’ association would “use every 
means at its command” to fight 
passage of the bill. 

Used-car dealers across the state 
have carried their fight to the pub- 
lic through a series of newspaper 
advertisements. A typical appeal is 
“Keep Texas free for Texans.” 


Chrysler Elevates 
Cornell in Detroit 


DETROIT.— Appointment of 
Thomas J. Cornell as Detroit re- 
gional manager was announced last 
week by E. M. 
Braden, general 
sales manager of 
the Chrysler divi- 
sion. 

Cornell replaces 
Roger Welch, 
who was appoint- 
ed New York re- 
gional manager. 

Cornell has a 
wide experience 9 
in automotive 7.3.0 -a 
sales. While still a 
attending high school, he worked 
as a new-car salesman. After grad- 
uation, he attended Chrysler Corp.’s 
supervisor training school. 

After owning a dealership in New 
York State, he became sales man- 
ager of a plastics company. 

Returning to Detroit, Cornell was 
appointed a supervisor in fabrica- 
tion ‘at Chrysler. In 1949 he was 
promoted to district manager in 
Detroit. 





Fusz Takes Pontiac 
Lou Fusz Motor Co., 27 S. Mera- 
mec Rd., Clayton, Mo., headed by 
Lou Fusz, is a new Pontiac dealer 
in the St. Louis area. 
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In Greater Philadelphia, 


than any other newspaper 


Retail sales in Greater Philadelphia total $5,500,000,000 annually... 
favorite newspaper of the people who spend this amount is The Evening 


and Sunday Bulletin. In Philadelphia nearly everybody 


Complete and accurate reporting of local news is one of the many reasons . 
why The Bulletin, in Greater Philadelphia*, delivers more copies to reads The Bulletin 
more people every seven days than any other newspaper. Because there 


is more of interest to Philadelphians in The Bulletin, Philadelphians get Advertising Offices: Philadelphia, Filbert and Juniper Streets 


: * New York, 285 Madison Ave. * Chicago, 520 N. Michigan Ave. 
more out of it...and that means advertisers do, too. 
Representatives: Sawyer Ferguson Walker Company in Detroit 
Los Angeles © San Francisco 


*14-County A.B.C. City and Retail Trading Zone Atlanta °* 
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Oil-Filter Chart for Dealers— 


More than 100,000 dealers will receive copies of a new specification chart on oil- 
filter refills for all new cars. It has been issued by Purolator Products, Inc., Rahway, 
N. J. The chart features a stock check. The amount of stock which a dealer should 
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Makers Employ Only 10% of Industry Total... 


Auto Giants Dwarfed 
By Sister Industries 


DETROIT. — Automotive manu- 
facturing has come to be synony- 
mous with bigness and mass pro- 
duction, yet it is dwarfed when 
ranged alongside its sister indus- 
tries, according to the Automobile 
Manufacturers Assn. 

At last count, the making of mo- 
tor vehicles, parts and tires re- 
quired some million men and wom- 
en—an imposing figure. But this 
represented just over 10 percent of 
the more than 9.7 million employed 
in U. S. highway transit industries. 

Selling, serving and using cars, 
trucks and buses employed near- 

ly 8.7 million persons. In this vast 
complex of activities, small busi- 
nesses were dominant. 

Even in the manufacturing end 
of the industry, thousands of small 
companies supply the needs of car 
and truck makers. Just one com- 
pany, for instance, formerly used 


During World War II, this number 
shot to almost 19,000, with nearly 
all supplying companies in the 
“small business” category. Today 
the figure tops 21,000. 

AMA figures show that among 
highway transit industries, truck- 
ing leads all others with an em- 
ployment well above 5.7 million 
persons, most of whom are profes- 
sional drivers, and many of whom 
own their own trucks. In the U. S., 
only 44,000 owners operate fleets of 
10 or more trucks. More than 4.5 
million truck owners, with 53 per- 
cent of all trucks, operate a single 
vehicle. 

Bus employes, who number 
nearly 180,000, carry the total en- 
gaged in bus and truck opera- 
tions to more than 5.9 million. 

Nearly two million are employed 
in sales and servicing. They work 
for the nation’s 106,000 service es- 


carry is worked out for him on the basis of the popularity of each filter type 


indicated. 


the products of 12,000 suppliers. |tablishments (such as gas stations 












One of a series: How Du Pont builds sales for you. 
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Du Pont gives you a product 
advantage you can see for yourself 


Naturally, your customers don’t want a cooling sys- 
tem clogged with rust. And that won’t happen when ing ““B”’ clean. 

you winterize their cars with a Du Pont anti-freeze. This is an advantage you can tell your customers 

The demonstration above shows why. Flask ‘‘A” about .. . one they can understand. 

contains anti-freeze with an oil inhibitor. Flask “‘B” And it’s one more reason why Du Pont ‘‘Zerone”’ 
contains Du Pont anti-freeze with an exclusive chemi- and ‘‘Zerex”’ mean better business for you. Bigger 
cal inhibitor. Some rust particles have been added business through advantages like these: 

to each solution. The difference? When flasks are 
emptied, notice how oily film in “‘A” causes rust to 
stick to the sides (just as it would gum up a cool- 
ing system). But see how Du Pont anti-freeze for- 
mulated with a chemical inhibitor holds particles in 


suspension, so they empty out with solution, leav- 


>» Nation-wide Du Pont Anti-Freeze Week promotion 

>» Newspaper, magazine ads, billboards, in your own town 
p> Weekly Football Forecasts, the biggest TV show in the field 
>» Backing by famous motor experts 

p> Enforcement of Fair-Trade prices—no employee sales 





e antt 
por eps YOU sell! 


GU PONY 


SE6. v. 5. PAT. OFF 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


Du Pont makes only 
ZERONE® and ZEREX® 
brands of anti-freeze 


— 


and independent garages), 81,500. 
automotive retailers (dealers in 
new and used cars and trucks, and 
accessory firms) and 16,800 auto. 
motive wholesalers. 


These are typical of the busj- 
nesses which line the main streets 
of the country’s cities, towns and © 
villages. 


In manufacturing, it is cloge 
teamwork between large and small 
companies which makes mass pro- 
duction possible. As Many as 350 © 
suppliers will work on the varioug © 
parts of a single complicated 
while 500 or more will help to pro- © 
vide a major plant with the equip- 
ment it needs to get into produc. | 
tion of a new model. | 


Many suppliers specialize in 
such things as electrical equip- 
ment, instruments, plastics or 
rubber parts. Other firms produce 
a goodly part of the 45 million 
replacement tires, 23 million re- 
placement batteries and similar 
annual needs of 58 million ve- 
hicles. 


Not least among the industry’s 
suppliers are farmers. In the latest 
year of record, car and truck mak- 
ers used more than 460,000 bales of 
cotton (from 763,000 acres) and 21,- 
600,000 pounds of wool (from 2,600,- 
000 sheep), for example. 

Thus, although the companies 
which mass-produce America’s cars 
and trucks are large enterprises, 
the hundreds of thousands of 
smaller firms clustered around this 
center are, in total, tremendously 
larger. 


TV Candid Eye 
To Bare Secrets 


Of Labor Parley 


CHICAGO.—A television camera 
will sit in for the first time on ac- 
tual collective bargaining between 
labor and management here to- 
morrow (Feb. 15) at the Palmer 
House during the American Man- 
agement Assn.’s midwinter person- 
nel conference. 

The television session will be 
third in a series threshing out de- 
tails of a new contract between 
Rogers Corp., Rogers, Conn., plas- 
tic and fibrous materials manufac- 
turer, and the International Broth- 
erhood of Paper Makers (AFL). 

According to AMA, the opening 
meeting of the contract negotia- 
tions at Rogers, indicated the main 
issues at stake during the closed- 
circuit telecast will be wages and 
insurance. 

The second meeting was held 
last week, and by the time the 25 
company and union negotiators get 
to Chicago it is expected by AMA 
that they will have bored through 
to bed-rock issues. 

The 2,000 personnel men invited 
by AMA will be briefed by com- 
pany and union speakers on the 
situation and given a copy of Rog- 
ers’ present contract. Then the 
camera’s eye will cut in on the ses- 
sion—shirtsleeves, cigar smoke and 
all. 

Later, company and union officers 
will sit as a panel to answer ques- 
tions from the personnel men. 

James P. Mitchell, secretary of 
labor, and Louis B. Seltzer, editor 
of the Cleveland Press, are among 
21 speakers also on the agenda of 
the three-day meeting opening to- 
day (Feb. 14). 


Chrysler Moves 
Welch to N. Y. 


DETROIT.—Appointment of 
Roger Welch as manager for the 
New York region has been an- 
nounced by E. M. 
Braden, general 
sales manager of 
Chrysler division. 

Welch replaces 
E. R. Bergin, who 
has resigned to 
open a Chrysler- 
Plymouth dealer- 
ship in Massa- 
chusetts. 

Welch joined 
Chrysler division jee 
as a district sales Roger Welch 
manager in the Detroit region at 
the end of World War II. Since 
1952 Welch has been manager of 
the Detroit region. 












The AUTOMOTIVE NEWS ALMANAC is 
a year-rourd friend. Use it often for statls- 
tics, buyer information and personnel data. 





On the Financial Front 


‘Tire shipments should show a 
moderate gain in 1955, in the opin- 
of Standard & Poor’s, statisti- 
and investment advisory organ- 
Hon. 
| Such shipments fell 9.3 percent in 
Mhe first 10 months of 1954, S & P 
In the passenger-car classifi- 
on, replacement volume was up 
nally and original equipment 
n 11 percent. 
' Mainly as a result of greatly re- 
sed military takings, S & P said, 
drop in shipments of truck and 
units was 20 percent. 
* + * 


Dayton Rubber Profit 
ips to $1,152,411 
n Rubber Co.’s consolidated 
net sales for the fiscal year ended 
Oct. 31, 1954, totaled $55,923,543, a 
decline of 9.9 percent from the all- 
time high of $62,086,818 set in the 


4 
> 


year. 

Consolidated net profits after 

taxes were $1,152,411, compared 

with $1,751,735 in the previous year. 
* 


National Automotive Fibres 


Directors of National Automotive 
Fibres, Inc., Detroit, have declared 
quarterly dividend of 25 cents a 
on capital stock, payable 
th 1 to 6,209 registered share- 

of record Feb. 10. 


= * + 
utomobile Banking Reports 
scord Total of Receivables 
Automobile Banking Corp., Phil- 
elphia, reported that its receiv- 
es in retail automobile time sales 
counts stood at a record figure 
$6,292,578 as of Dec. 31, accord- 
to Louis M. Seiver, president. 


The firm now hss capital re- 
urces in excess of $4 million and 


ets in excess of $14 million,| 
said. 


* * * 


pstment Time at Hand 


‘or Retirement Funds 


During the first 75 days of 1955, 
pe 415 employers having about 

0 of the 27,000 private retirement 
now in effect, will contribute 

$600 million to their trust 
funds and insurance companies for 
investment, according to a report 


mpiled by the Employe Benefit | 


Plan Review Research Reports. 


The Internal Revenue Code re-| 
quires employers on an accrual tax | 


to complete their contribu- 
tions to retirement funds within 75 
days after the end of their taxable 
year. 


* x * 
Divco Reports Decrease 


In Sales and Profit 


-G. E. Muma, president of Divco 
Corp., Detroit, has reported to 
stockholders, sales for the fiscal 
year ended Oct. 31, 1954, were $9,- 
121,298, compared with $9,789,339 
during the previous year. 

Net earnings amounted to $385,- 
144, compared with $509,116 in the 
prior year. 

= . 2 


Goodyear Stockholders 

Vote 2-for-1 Split in Shares 
A two-for-one split of the com- 

Mon stock of Goodyear Tire & Rub- 

ber Co. has been voted by the 

Stockholders of the firm. 

e meeting approved a reduc- 
tion in the par value of the stock 
from $10 to $5 per share. 

+ 


Continental Aviation Net 
Cut to $235,000 in °54 

Net sales of Continental Aviation 
& Engineering Corp. in the fiscal 
year ended Oct. 31 were $11,335,970, 
aes compared with $14,523,719 in 


Net earnings, after provisions of 
$235,000 for Federal taxes, were 
re Earnings were $325,101 in 


* 

LOF Net Profits Rise 
To $24,046,943 in °54 

Net profit of $24,046,943 in 1954 
is reported by Libbey-Owens-Ford 
Glass Co., Toledo. This compares 
With $23,822,207 net profit for 1953. 

Net sales for last year were $212,- 
340,360, approximately the same as 


» Teported John D. Biggers, | 
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1953. The previous record was $38,- | $123,315,272, compared with $131,-| Lease, Inc. has been formed in 
606,898 in 1948. 412,104 for 1953. Milwaukee. Incorporation papers 
Consolidated sales in 1954) Net income for the year was| were signed by Harvin Radloff. 

amounted to $533,113,301, compared | $6,337,725, compared with $6,766,356 — 
with $575,590,771 in 1953. Absence | jy, 1953. : 
| Tung-Sol Electric 


of excess profit taxes, which * * 
Se eee aes Stewart-Warner Directors of Tung-Sol Electric, 


chairman, and G. P. MacNichol jr.,| mitted a net reduction in total 
A regular quarterly cash divi-|Inc. have declared a quarterly 


resident. Federal taxes of $1,449,000. 

The final 1954 quarterly dividend | ae dend of 40 cents per share has been| dividend of 25 cents per share on 
was increased from 60 to 75 cents. | Perfect Circle Dividend declared by Stewart-Warner Corp.| common stock, payable to share- 

A similar dividend will be paid| A dividend of 25 cents per share ee ke holders of record Feb. 15. 
March 10. has been declared by Perfect Circle | Motor Wheel Corp. . « * 
Corp., Hagerstown, Ind. | Motor Wheel Corp. has declared 
i iia ee a dividend of 50 cents per share, 
payable March 10. 
om + 


Inland Steel Earns Record 


Of $41,287,152; Sales Dip Air Reduction Reports 

Inland Steel Co. has reported Lower Sales, Profit 
record earnings of $41,287,152 for, Sales of Air Reduction Co., Inc., 
1954, compared with $33,867,184 in New York, in 1954 amounted to 


American Airlines 
A American Airlines has declared 
i @ quarterly dividend of $.875 per 
Radloff Sets Up Firm share on preferred stock payable 
MILWAUKEE. — Radwald Truck | March 1. 


Inside ...Qutside... 
All around the car... 


PLEXIGLAS 


In more and more places on today’s cars, you'll find PLexicLas acrylic plastic molded 
parts. Tail light and back-up light lenses, front and rear medallions, instrument panels, 
parking light lenses, hood and steering wheel ornaments, hub cap inserts, sun visors, 
speedometer, radio, clock and gauge dials—all are being molded of PLexicias for the 
1955 motor cars. 


Parts molded of PLexicias have gem-like sparkle, rich color, resistance to breakage and 
heat, excellent dimensional stability and outstanding resistance to weather. We will be 
glad to send you a copy of our detailed brochure—‘‘Molding Powder Product Design.” 


CHEMICALS 


Detroit representatives: W. E. Biggers 
and R. C. Oglesby, 728 Fisher Building, 
Detroit 2, Michigan. Telephone: Trinity 3-3200 


ROHM & HAAS 
COMPANY 


WASHINGTON SQUARE, PHILADELPHIA 5, PA. 
Representatives in principal foreign countries 


Piexictas is @ trade-mark, Reg. U.S. Pat. Off. and in other 
principal countries of the Western Ronis. 

ian Distributor: Crystal Glass Plastics, Ltd., 130 
Queen's Quay at Jarvis Street, Toronto, Ontario, Canada. 
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$1,737.50; bus. 


Ss Fi : $1,638.50" “sears. 2. 

638.50; 2-dr. 2-seat stat. wag., §2,. 

U.S. Firm to Sell C t Pri N C ase nas Set oot, oe 

50; 4-dr. 2- ,° B-, $2,1. 2.25, 

e e @] ew Plaza V-8—4-dr. sed., $1,884; 2-dr. 

One-of-a-Kind urren rices on ars f1,8th;” dar. Daeat "stat wag, ti; 

4-dr. 2-seat stat. wag., $2,261.75. Sa g 

° ° The following advertised - delivered | 75; special hardtop cpe., $2,540.75; Sports-; KAIS -dr. sed., $2,670. | —4-dr. sed., $1,879.50; 2-dr. sed., $1,5 350, 

Fore -Built Cars prices include the retail list price sug- |™man hardtop cpe., $2,653.75; conv., $2,-| Darrin 161—Conv., $3,668. (Hydra-Matie | Savoy V-8—4-dr. sed., $1,983; 2-dr sed. 

ign cae Ge ae provisions for | 823.75; 4-dr. stat. wag., §3,170.25. Fire-| optional at $178.20 on Manhattan; not | $1,940. Belvedere @—4-dr. sed., $1,°°5 50; 

mn aa eit Flite — 4-dr. sed., $2,726.75; Sportsman | available on Darrin 161, which carries|2-dr. sed., $1,935.50; hardtop cpe. $2: 

CLEVELAND. — Arrival in New ederal taxes, suggested very | hardtop cpe., $2,938.75; conv., $3,150.75. | overdrive as standard equipment.) 113; 4-dr. 2-seat stat. wag., $2, 1.75. 

York of the Valkyrie, first of a and handling charges. They Tor cover | (PowerFlite optional at $189.) LINCOLN — Custom—4-dr. sed., $3,563; cod. G000; bereien’ wy ™ ieee: 2-dr. 

transportation costs, state local sed. ; cpe. -50; 

. ° DG -dr. sed., $2,092.75; | hardtop cpe., $3,666. Capri Special Custom , $2,039; Pp cpe., $2, ; conv., 

series of — on aeeoe taxes, optional equipment or any other |». .o——- o ap. sad 83! wag.,|—4-dr. sed., $3,752; hardtop epe., $3,910; | $2,351; 4-dr. 2-seat stat. wag., $2.4 5.25) 
chassis cars by Spohn o: FMANy,| charges that may be passed on to the | $9348.75; 4-dr. 2-seat stat. wae. $2,462.75; | conv., $4,071.50. (Turbo-Drive standard.) | (PowerFlite optional at $178.30.) 

has marked the opening of Imprex/ retail buyer. 4-dr. 3-seat stat. wag., $2,565. Coronet V-8| mEROURY — Custom — 4-ar. sed., $2,-| PONTIAC — Chieftain 860 — 4-dr. seq. 

International Co. of Cleveland,| puroK—special —4-dr. sed., $2,291.32; tas mon $2,196; hardtop ope... $2.2811 276.50; 2-dr. sed., $2,217.50; sport cpe., a ae. =. $2,105.45; 2-dr. stat’ 

- 2-dr. sed., $2,232.88; hardtop ecpe., ogee . +» 96,400; 2-Gr. 4- | $2,341; stat. wag., $2,685.50. Monterey — | wag., »434; 4-dr. stat. wag., $518. 

which will market custom - built 33243 scar’ hardtog, B2 400) conu’, $21. | seat state. wag. $2,566; 4-dr. 3-seat stat. |4-ar. sed., $2,400; hardtop epe., $2,464 50; | Chieftain 870—4-dr. sed. $2,267.51. 2-ae 


Spohn cars in principal cities of 


590.17; 4-dr. stat. wag., $2,974. Century— 


wag., $2,668.25. Royal V-8 —4-dr. sed., 


stat. weg., $2,843.50. Montclair—Hardtop 


sed., $2,209.32; Catalina, $2,334.99; 4-dr. 


North and South America. 4-dr. sed., $2,548.17; hardtop cpe., $2,- | $2,310; hardtop epe., $2,395; 4-dr. 2-seat | cpe., $2,631; Sun Valley glasstop, $2,711.50; | stat. wag., $2,603. Star Chief Deluxe — 
Irwyn P. Metzenbaum, former 600.56; 4-dr. hardtop, $2,733; conv., $2,-| Stat. waé., Seen 4-dr. 7 conv., $2,712. (Mere-O-Matie optional at| 4-dr. sed., $2,362; conv., $2,691. Star Chief 
Cleveland councilman heads _ the sea’, On eit “Nenis cos beeen, ood,’ giar2. 30; hardtop “es $2,542.00; oe {90. (oi im, on. th aa at $178.35 i 
’ sed., $2,876.17; hardtop cpe., $2,830.56; . "eo 74h Flite ae ik METROPOLITAN — Hardtop, $1,445; ¥ ic optional a 5.) 
firm, which already has established $3.349 s gg ey oY or = $178.30°) eee —— ry $1,469 (both prices at coastal ports RAMBLER—Deluxe—4-dr. sed., $1 695; 
offices in New York. oan mn’ ee ae - . , | of entry.) 2-dr. sed., $1,585. Super—4-dr. sed. $1,: 
$3,551.56. (Dynafiow standard on Road- FORD—(Prices are for 6-cyl. modes; N -dr, sed.,|798; 2-dr. sed., $1,683; 2-dr. stat. wag, 

The Valkyrie, designed by Metz-| master, optional at -$192.50 on other|for V-8, add $99.98) — Masline — 4-dr. a aa on e+ ar, sed.’ | $1,869. Custom —4-dr. sed, $1,989; 
enbaum and Brooks Stevens, of | ™°dls.) sed., $1,753.24; 2-dr. sed., $1,707.02; bus. eens, 2-dr. hardtop, $2,495. ‘Ambas: top, $1,995; 4-dr. stat. wag., $2,098. (Hy. 
CADILLAC—Series 62—4-dr. sed., $3,-| 5¢4.,, $1,605.97. Customline — 4-dr. | sed., | S800: Sar ez wee Gun-thnine cpeioans on hate th’) - 

Milwaukee, is the model for simi-| 9757. ci. cpe., $3,881.77; hardtop’ epe., | $1,844.66; 2-dr. sed., $1,800.55. Fairiane— : sh pas tne, 

lar “individualized, custom - built | $4305'01: conv.. $4,448.31. Series 60 Spe.|4-dt. sed., $1,959.77; 2-dr. sed., $1,913.57; | tom @—4-dr. sed., $2, eel wy top, | STUDEBAKER—Champion Custom — 4. 
cars” priced to sell around $10,000, | clsl—4-dr. sed.; $4,728.32. Series 75—8- | Victoria hardtop, $2,094.76; Crown Victoria farts, yee ol Super V-8-—4-dr. sed., dr. sed., $1,783.24; 2-dr. sed., $1,741.02. 
ta, | pass. sed., $6,186.78; lim., $6,402.17. El-|Cl. cPpe., $2,202.04; Crown Victoria giass- | $2,775. *| Champion Deluxe—4-dr. sed., $1,885.16; 2- 


depending “on desires and specifi- 


top, $2,271.53; conv., $2,224.09. Station 


sed., $2,965; 2-dr. hardtop, $3,095. Nash- 


dr. sed., $1,840.55; 5-pass. cpe., $1, 874.50; 


dorado — Conv., $6,285.96. (Hydra-Matic or 
tion of the individual owner who | standard.) Pe Wagons—2-dr. 2-seat Ranch Wagon, §2,-| Healey—2-dr. hardtop, $5,128.05 at coastal) sa: wag’, $2,140.64. Champion Regai 
043.07; 2-dr. 2-seat Custom Ranch Wagan, | Ports. (Ultramatic optional at $199; not) 4'ar sed., $1,993.27; 5- 
will have a car that will not be-| OHEVROLET — (Prices are for 6 - cyl.| $9 10864: 4- ‘|available on Nash-Healey, which is : Samah a ae ale 
. Vv. $2,108.64; 4-dr. 2-seat Country Sedan, §2, , 974.50; hardtop cpe., $2, 128.76; stat. wag. 
come obsolete with model change- > on. oL 128" Pa ~ con GLatn: cay 156.14; 4-dr. 3-seat Country Sedan, $2.- a ae overdrive. ) " $2,311.59. Commander Custom—4-dr. sed.’ 
over since there will be no dupli- a 287.32; 4-dr. 3-seat Country Squire, §2,-| OLDSMOBILE — Series 88 — 4-dr. sed.,| $1,918.72; 2-dr. sed., $1,873. Commander 
eation of the model ordered.” pis" | sed., » $1,508; 2-de. stat. wag., $2,030. Two- | 391.59. Thunderbird — Hardtop, $2,944; | $2,362.09; 2-dr. sed., $2,296.62; hardtop| Deluxc—4-dr. sed., $2,013.63; 2-dr. sed., 


Although the Valkyrie is built on 
a Cadillac chassis, Metzenbaum 
said, “Imprex will utilize other 
American chassis to insure the best 
in service.” 

The sesting plan iz a normal six- 
place affair, and there is a detach- 
able metal hardtop and a plate over 
the back seat to provide a three- 
seater look. 

The long hood is designed to pro- 
vide the look of power; front and 
back seats are adjustable; middle 
arm rests are in both front and 
Tear seats, and the doors have 
‘front and rear no-draft windows. 
A wraparound windshield is fea- 
tured. 

Besides the Valkyrie, Spohn was 
the coach builder for the prewar 
Maybach, Mercedes and Rolls- 


Metzenbaum announced that Im- 
prex, located at 1252 Superior Ave., 
is taking orders for custom-built 


$1,819; 2- dr. sed., $1,775; 
cl. cpe., $1,835; ‘=. stat. wag., $2,070; 4- 
dr. stat. wag., $2,127. Bel Air—4-dr sed., 
$1,932; 2-dr. sed., $1, 883; hardtop cpe., 
$2,067: conv.,$2,206; 4-dr. ‘stat. wag., $2,- 
262. Corvette — conv., $2,799 plus extras. 
(Powerglide optional at $178.35.) 

CHRYSLER—Windsor Deluxe—4-dr. sed., 
$2,660.25; Nassau hardtop cpe., $2,703.25; 
Newport hardtop cpe., $2,818.25; conv., 
$3,000.25; 4-dr.stat. wag., $3,332.25. New 
Yorker Deluxe—4-dr. sed., $3 194.25; New- 
port hardtop cpe. $3,652.25; St. Regis 
hardtop cpe., $3,689.75; conv., $3,924.25; 
4-dr. stat. wag., $4,209. (PowerFlite stand- 
ard on New Yorker Deluxe, optional at 
$189 on Windsor Deluxe.) 


DeSOTO—Firedome—4-dr. sed., 


New-Rubber Use 
Reaches Highest 
Level in 112 Years 


NEW YORK.—New-rubber con- 
sumption in December totaled 118,- 
843 long tons, highest monthly con- 
sumption since June, 1953, according 
to the Rubber Manufacturers Assn. 


$2,497.- 


conv., $3,019.30; combination hardtop-conv., 
$3,234.30. (Fordomatic optional at $178.20 
on conventional models, $215 on Thunder- 
bird.) 


HUDSON—Super Wasp 6—4-dr. sed., 
Custom Wasp 6—4-dr. sed., $2,- 
$2,570. Super Hornet 

. Custom Hornet 
4-dr. sed., $2,760; 2-dr. on — 
sed., $2,825. Cus- 

» $3,015; ' 
optional 


IMPERIAL — Custom — 4-dr. sed., 
483.25; hardtop cpe., $4,719.75. 
Flite standard.) 


$4,- 
(Power- 


cpe., $2,474; 4-dr. hardtop, $2,546. 
88—4-dr. sed., $2,502.71; 2-dr. sed., §2,- 
436.25; hardtop cpe., $2,714.39; 4-dr. hard- 
top, $2,788; conv., $2,893.59. Series 98—4- 
dr. sed., $2,832.82; hardtop cpe., $3,068.75; 
4-dr. hardtop, $3,140; conv., $3,275.84. 
(Hydra-Matic optional at $178.35.) 


Super 


585.53. 
685,53; 
Custom—4-dr 
top, $3,075.53. 
040.32; 2-dr. hardtop, $4,080. 32. 
matic standard on Packard series, $199 
extra on other models.) 

PLYMOUTH—Plaza 6—4-dr. sed., $1,- 


$1,969.03; 5-pass. cpe., $1, 989; stat. wag., 
$2,274.12. Commander Regal — 4-dr. 
$2,127.25; 5-pass. cpe., $2,094; 
cpe., $2,282.24, stat. wag., ; 
President Deluxe — 4-dr. sed., $2,310.50. 
President State—4-dr. sed., $2,380.50; 5- 
Pass. cpe., $2,269.50; hardtop cpe., $2,- 
455.50; Speedster hardtop cpe. with over- 
drive, $3,371.04; Speedster hardtop cpe. 
with Automatic Drive, $3,479.29. (Auto- 
matic Drive optional at $216 on Champion, 
San. at $226.50 on Commander and Presi- 
ent.) 


WILLYS—Custom — 4-dr. sed. 
Bermuda — Hardtop, $1,795. 
optional at $178.55.) 


$1,725. 
(Hydra-Matic 





New Commercial Car Registrations, 
21 States for December, 1954-1953 


Truck registrations by states 
are released here weekly, as 


compiled by R. L. Polk repre- 
sentatives in state capitals. 
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Louis. Boyce Pratt, sales manager 
for E. B. Jones Automotive Enter- 
prises for nine years, is president. 


The AUTOMOTIVE NEWS ALMANAC is 
& year-round friend. Use it often for statis- 
tics, buyer information and personnel data. 


New Passenger Car Registrations, 20 States for December, 1954-1953 


1638) | 2005] thas | = 


“The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
exercised to insure accuracy of this report to the extent of the registrations recejved and tabulated at the time the report is published. 
R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions.’"—R. L. Polk & Co. 
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“The information contained in this report has been compiled from official state documents. Every reason- 
able precaution has been exercised to insure accuracy of this report to the extent of the registrations 


received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liability 
by reason of inaccuracies omissions. 


or "—R. L. Polk & Co. 
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Al ffecting Factories and Dealers... 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Pivmouth sales strategy in mer- 
chandising its 1955 line of cars is 
based on the belief that the public 
will respond best to realism in the 
use cf illustrations and copy, says 
William J. Bird, sales vice-presi- 
dent 

Speaking at a meeting of tele- 
phone executives in Detroit, Bird 
said the decision to use unre- 
touched photographs, instead of 
paintings, in the advertising and 
merchandising of the new Plym- 
outh was made last summer. 

“We felt that we had a new prod- 
uct that had striking advantages 

over competition, and that our 
merchandising program should rep- 
resent these advantages realisti- 
cally and without exaggeration, 
either in pictures or words,” Bird 
said. 

“That’s our thinking behind our 
future merchandising, too,” said 
Bird. 

Bird said that, as part of its 
realistic approach to merchandis- 
ing, Plymouth will continue to use 
the comparison theme inaugurated 
by the late Walter P. Chrysler. 


New TV Show for Detroit 


A new television show entitled 
“A World of Speed” had its pre- 
miere Feb. 5 over WXYZ-TV, De- 
troit. 

Hosted by Don Wattrick, WXYZ’s 
sports director, the weekly show 
will present new cars, together with 
new-car inventions and safety ad- 
vice for motorists. 

A representative from the auto 
industry also will present informa- 
tion on new automobiles, safety and 
things to expect in “the car of to- 


morrow.” 
* 7 * 


English Ford Ad Drive 


Based on a forecast of in- 
creased United States market 
coverage for the English-built 
Ford, an expanded advertising 
program has been announced by 
Howard Lund, manager of the 
foreign products branch of the 
Ford International division of 
Ford Motor Co. 

“Excellent results were ob- 
tained in specific areas with our 
1954 schedules,” Lund said, “but 
it was felt in 1955 we should 
expand our schedules in keeping 
with the increasing sales of our 
product and the advent of new 
— in the United States mar- 


“In addition, we are currently 
reviewing all of our schedules to 
intensify our coverage in selected 
areas,” he said. 

s « ” 


Alsol Picks Tunis 


Hal Tunis Associates, Inc., 150 
East Thirty-fifth St. N. Y., has 
been appointed advertising agency 
for Alsol Auto Wax, Newark, N. J. 

The agency will use radio, tele- 
vision, newspaper and magazine 
advertising plus additional promo- 
tions to kick off a nationwide 
campaign starting Feb. 15 in New 
England and Pennsylyania. 

Eric Bernay is merchandising 
executive and Hal Tunis is han- 
dling the overall account. 


a * * 
Tribune Plugs Show 
A three-section, 24-page sup- 
plement to the Jan. 9 issue of 
the Chicago Tribune helped pub- 
licize Chicago’s 47th annual auto- 
mobile show Jan. 8-16. 


Four-color treatment was used 
on the front and back pages of 
the first and third sections. 

s + s 


lowa Market Data 


The Des Moines Register & 
Tribune has published its fourth 
“Iowa Brand Inventory,” a report 
on the use of 14,000 brand name 
products used in the homes of Des 
Moines Sunday Register subscrib- 
ers. 

The information on sales 
trends, standard of living and 
the acceptance of new products 
was compiled from responses to 
a printed questionnaire appear- 
ing in the Sunday Register in 
conjunction with a contest offer- 


ing 110 prizes of cash and mer- 
chandise totaling $4,280. 

While its distribution will be na- 
tionwide, the inventory is available 
only to selected business and adver- 
tising organizations, officials said. 

* * + 


Firestone Films Available 


Firestone Tire & Rubber Co. 
again is making available to 
schools, churches, clubs, television 
stations and civic groups a series 
of motion pictures on various 
phases of the rubber industry. 


The eight films, distributed by 
Assn. Films, Inc., cover auto rac- 
ing at Indianapolis, the rubber 
plantations in Africa, the need 
for better and safer highways, 
tire manufacturing processes; the 
importance of the Future Farm- 
ers of America as a youth ac- 
tivity, and a cross-country trip 
by antique automobile. 


Over the years the films are said 





to have been shown 151,026 times 
in community organizations and 
2,669 times on television programs. 
More than 60 million people are 
expected to see them during 1955. 

Assn. Films prepares the promo- 
tion on the films from its New 
York office at 347 Madison Ave. 
and ships, books and inspects 
prints from four regional film ex- 
changes in Ridgefield, N. J.; Chi- 
cago, Dallas and San Francisco. 
The charge for use of the films is 


return postage. 
* * * 


Dow Announces Campaign 


Dow Chemical Co., Midland, 
Mich., has announced its spring 
promotional program on cooling 
system care. 

Three promotional pieces, 
“Spring Houseclean Your En- 
gine,” a background story on 
cooling system care; “Spring 
Cooling System Cleanout Cam- 
paign,” a summary of promotional 
tools Dow will use to create inter- 
est in cooling system care, and “A 
Young Man Finds the Road to 
Success,” a release describing a 
booklet for men entering the 
service station business, have 


REPUBLIC’S NEW FLEXI-BILT PARTS BINS 
CAN NEVER BECOME OBSOLETE 


That’s because the easy shelf adjustment, an exclusive development of 
Republic’s Berger Division, permits complete flexibility for maintaining 
an up-to-date inventory. As stocks change, shelves can be rearranged ac- 
cordingly—in seconds. Simply lift, pull and reposition. No tools, no bolts, 
no clamps are needed. Constructed entirely of steel. Can be used singly or 
bolted together in combination. Send coupon for specifications and prices. 


USE BERGER’S FREE 
PLAN-O-GRAF SERVICE 


Your local Republic-Berger representative offers an ex- 


clusive parts 
Plan-O-Graf system, he scientifically lays out your depart- 
ment to bring all parts into true sequence with your factory 
stock list. He furnishes the factory-approved economical 


Berger standard steel units you nee 


epartment Plan-O-Graf service. With the 


and handles all in- 


stallation details. Send coupon for more information. 





been issued in conjunction with 
the campaign. 
> 


McNally on Speed Data 


Jim McNally, former newspaper- 
man and photographer, has been 
named public relations director for 
the Museum of Speed in Daytona 
Beach, Fla., according to William 
R. Tuthill, museum director. 

McNally will assist Russ Catlin, 
museum historian, in compiling and 
making available to writers and 
historians data on the history of 
speed, Tuthill said. 

* + * 
Brown in Publicity Role 

J. Henry Brown has been ap- 
pointed publicity manager for the 
Yale materials-handling division of 
Yale & Towne Mfg. Co., according 
to Elmer F. Twyman, vice-presi- 
dent. Brown formerly was with In- 
ternational News Service. 

* a 7 

ATTENTION Detrorr ApMEN: Ad- 
craft speaker this week (Friday, 
Feb. 18, at the Statler Hotel) is 
Irwin D. Canham, editor of the 
Christian Science Monitor. This is 
the annual brotherhood meeting. 


CANTON 5, OHIO 


BERGER DIVISION 


O Plan-O-Graf Service 
Name. 


Firm 


REPUBLIC STEEL CORPORATION 
1078 Belden Ave., Canton 5, Ohio 


I am interested in more information on: 
O Flexi-Bilt Parts Bins with easy shelf adjustment 
O Clip-Type Convertible Steel Shelving 





Matching Leather— 


Leather clothing is worn by this model 
to match the leather upholstery in the 
Pontiac Catalina. According to the Up- 
holstery Leather Group, leather is avail- 
able in a wide range of colors and in 
attractive finishes and has been used on 
an increased number of cars at recent 
exhibits. 








Here’s convertible shelving for bulky parts... 


It’s another exclusive by Berger. This clip-type Convertible Steel Shelv- 
ing combines heavy-duty construction with complete flexibility. 


Able to support tremendous loads, shelves can be quickly readjusted to 
suit specific needs. Simply position clip at desired shelf height, then 
fasten securely with % turn of stud. Call your nearest Berger sales office. 
Or send coupon for specifications and prices. 


REPUBLIC STEEL 
BERGER DIVISION 


Title. 
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Used-Car Auction Prices 


(Continued from Page 33) 


$1,380, $1,295; 4-dr., $1,250°, '52 4-dr., 
$975°; 2-dr., $960*. '51 2-dr., $490. 
NASH — '53 Ambassador 4-dr., $1,100°; 
Statesman 4-dr., $935. °52 Ambassador 
4-dr., $650. '51 Rambler station wagon, 


$425°; Ambassador 4-dr., $340. °50 
Statesman 4-dr., $240. 
OLDSMOBILE—’55 (98) Holiday, $3,310° 


(ps); 4-dr., $2,755° (ps). °54 (98) Holi- 
day, $2,700* (ps), $2,580* (ps); 4-dr., 
2 at $2,400° (ps); (88) Super 4-dr., 
$2,160* (ps), $1,920° (ps). 53 (98) Holi- 
day, $1,810*° (ps), $1,705° (ps); conv., 
$1,690° (ps). 

PACKARD—’53 Mayfair, $1,625*. '52 (300) 
4-dr., $810°; (200) 4-dr., $675. 

PLYMOUTH — ‘53 Cambridge Suburban, 


$1,195, $1,115; 2-dr., $735; Cranbrook 
Savoy, $1,070; Belvedere, $995; 4-dr., 
$940, $915, $900, $895, $865, $815; 2-dr., 


$870; conv., $845; club coupe, $760. 
PONTIAO — ‘55 Star Chief (8) Catalina, 
$2,645°, '54 Chieftain (8) station wagon, 
$1,765*. ‘53 Chieftain (8) Catalina, $1,- 
430°; conv., $1,200°; 4-dr., $1,180*, $1,- 
175°, $1,150°, $1,145°. '62 Chieftain (8) 


Catalina, $1,065°. 
STUDEBAKER — '53 Commander club 
coupe, $1,100*. '50 Champion 4-dr., $160. 


DETROIT 


(State Fair Auto Auction. Sale every 
Tuesday. Prices are for sale of Feb. 1.) 

(Market holding ite own. Buying fast 
on good, clean units. Sold 69 cars out of 


116 offerings.) 

BUICK—’52 Super Riviera 2-dr., $950*; 
Special 2-dr., $805*. ‘51 Special 2-dr., 
$500*. '50 Super 4-dr., $450°. 

CADILLAC—’53 (62) coupe, $2,470*° (ps). 
"61 (62) 4-dr., $1,385°. '49 (62) 4-dr., 
$720*. 

CHEVROLET—’55 Two-ten (8) 2-dr., $1,- 
965*. '54 Two-ten Delray coupe, $1,325. 
’563 Two-ten station wagon, $1,225; 4-dr., 


$1,055*; Bel Air 2-dr., $1,115*. '51 SL 
Deluxe 4-dr., $700, $670*; 2-dr., $495; 
SL Special 2-dr., $370. '50 SL Special 
2-dr., $310, $275. °49 SL Special 2-dr., 
ee ‘48 SM 4-dr., $140. '47 SM 4-dr., 
135. 

DODGE—’52 Coronet 4-dr., $595, $550. 


’61 Royal 4-dr., $475. 

FORD—’'55 (8) station wagon, $2,375°. '54 
Custom (8) 2-dr., 2 at $1,290*. °53 Cus- 
tom (8) club coupe, $1,140*, $900, $765; 
Custom (6) 2-dr., $760. '52 Custom (8) 
2-dr., $785, $765*. 51 Custom (8) conv., 
$430; 4-dr., $375. '46 Deluxe (8) sedan, 
$100 


MERCURY—’53 sedan, $1,150*. °51 2-dr., 
$505. °50 4-dr., $275. 

N. i—’53 Statesman sedan, $825. 

0) OBILE—’53 4-dr., $1,550* (ps). 

PACKARD—’53 2-dr., $1,330* (ps). 52 
sedan, $555°. 

PLYMOUTH—’54 Belvedere 2-dr., $1,240. 

PONTIAC—’ 54 Chieftain (8) Catalina, $1,- 
810*. ’53 Chieftain (8) Catalina, $1,335° 
(ps); station wagon, $1,235*; 2-dr., $1,- 
145°, $1,125°. °'52 Chieftain (8) 4-dr., 


$575°. 
STUDEBAKER—’53 Champion club coupe, 
$810°. '51 Champion 2-dr., $260. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 

Wednesday. Prices are for sale of Feb. 2.) 

(Sold 76 percent of cars offered.) 

BUICK—’55 Century 4-dr., $2,700* (ps). 
'54 RM 4-dr., $2,120° (ps); Special 2-dr., 
$1,635. "53 RM 4-dr., $1,450° (ps), $1,- 
350* (ps); Super 4-dr., $1,250°. '52 Su- 
per 4-dr., $850*; Special Riviera, $785. 

CADILLAC—’53 (62) coupe deVille, $2,- 
725* (ps); 4-dr., $2,450° (ps), $2,300° 
(ps). °50 (62) club coupe, $1,305", 
$1,150°. 

CHEVROLET—’'55 Bel Air (8) Hard Top, 
$2,000; Two-ten (8) 4-dr., $1,830°; Bel 
Air (6) 4-dr., $1,750. '54 Bel Air 4-dr., 
$1,500* (ps), $1,450*%, $1,225; Two-ten 
2-dr., $1,160. °53 Bel Air 4-dr., $1,090°; 
Two-ten 4-dr., $850. '52 SL Deluxe 2-dr., 
$690; 4-dr., $670. '51 SL Deluxe 2-dr., 
$640; 4-dr., $545. 

CHRYSLER—’'52 Saratoga 4-dr., $900°. 

DeSOTO—’52 Powermaster 4-dr., $695. °51 
Custom club coupe, $665°*. 

DODGE — ’'52 Coronet 4-dr., $670°. °49 
Coronet 4-dr., $300. 

FORD—’55 Custom (8) station wagon, $2,- 
320°, $2,240°; 4-dr., $1,855; Main (8) 
Ranch Wagon, §$2,225*; Fairlane (8) 
4-dr., $2,065*. '54 Main (8) Ranch Wag- 
on, $1,675*; 2-dr., $1,150; Custom (8) 
4-dr., $1,220; Custom (6) 2-dr., $1,090. 
‘53 Custom (8) 4-dr., $1,080°, $890°; 
Main (8) 4-dr., $860, $775; 2-dr., $815. 


MERCURY — '55 Monterey 4-dr., $2,675° 
(ps). °53 Custom Sport coupe, $1,355*. 
’52 4-dr., $880°. '51 2-dr., $580. 

NASH—’52 (600) 4-dr., $775*. °49 4-dr., 
$205°. 

OLDSMOBILE — '55 (88) 2-dr., $2,740° 
(ps). °54 (88) 4-dr., $2,140° (ps). °53 
(98) Holiday, $1,800° (ps); 4-dr., $1,- 


570*. '52 (98) 4-dr., $1,070*%; (88) 2-dr., 
$1,055*. °50 (88) 2-dr., $620°; 4-dr., 
. 


95°. 

PLYMOUTH—’53 Cranbrook 4-dr., $915*; 
Cambridge 4-dr., $820. 

PONTIAC—’55 Chieftain (8) 4-dr., $2,460. 
*654 Chieftain (8) station wagon, $1,670°; 
4-dr., $1,640°. °52 Chieftain (8) 4-dr., 
$770. 


OMAHA 


(Soderberg-Kline Auto Auction, Sale 
every Thursday. Prices are for sale of 
Feb. 3.) 

(A good consignment of the cleanest 
cars we’ve had in months today and 
buying power was strong.) 

BUICK—’54 Century Riviera; $2,150*, $2,- 


125*, $2,025*; Special Riviera, $2,035*; 
RM Riviera, $1,855; 4-dr., $1,680°. °53 
Super Riviera, $1,545*, $1,435*. °52 
Super Riviera, $815*; 2-dr., $805. °50 
RM Riviera, $540*; 4-dr., $410*. 

CADILLAC—’52 (75) 4-dr., $1,505*. °50 
(62) 4-dr., $1,200*, 


CHEVROLET—’54 Bel Air 2-dr., $1,415; 
Sport coupe, $1,245*; Two-ten 2-dr., $1,- 
260; One-fifty 2-dr., $1,005; 2-dr., $955. 
53 Bel Air 2-dr., $965; Two-ten 2-dr., 
$850. °52 SL Deluxe station wagon, 
$845*; 2-dr., $775; 4-dr., $745*. '51 SL 
Deluxe 4-dr., $590, $565; 2-dr., $400. 50 
SL Deluxe Bel Air, $585. °49 SL Deluxe 
2-dr., $370, $315. 

DODGE — '53 Coronet Diplomat, $970*; 
4-dr., $905°. °52 Coronet 4-dr., $565. °51 
Coronet 4-dr., $465. °48 Custom 4-dr., 
$165. 

FORD—’55 Custom (6) sedan, $2,425"; 
Main (6) Ranch Wagon, $1,965. ’54 Crest 
(8) 4-dr., $1,475. '53 Custom (8) sedan, 
$1,040, $1,015*. °52 Custom (8) station 
wagon, $1,090; 4-dr., $930*, $675*. ‘51 
Custom (8) 4-dr., $635*; 2-dr., $605; 
Custom (6) 2-dr., $490; Deluxe (8) 2- 
dr., $465; Deluxe (6) 4-dr, $455. °50 





432-HD-B Heavy-Duty General Set. %’’ Drive. Tools include Ratchet, Sliding T 
Head, Nut Spinner Head, Ratchet Adaptor, Universal Joint, and 3’’, 8’’, 16’" Exten- 
sions. 24 Double Hex Sockets, %'’ to 2%’. In sturdy red-enameled metal box. 
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8082-B 28th Avenue 
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Here’s the set to have at hand when big, 



































really tough nuts on trucks, buses, tractors 
demand large wrench size, powerful 
handle leverage and top working speed. 
Snap-on Heavy-Duty Loxockets give all 
three and safety as well! Through 

a special locking device, a pin in the 
handle square drive snaps into a locking 
hole in the socket. Only by depressing a 
release button incorporated in the 

socket can the locked units be released. 
Interchange of units is fast, simple and 
easy. Heavy-Duty Loxockets help get these 
working vehicles back on the job in 

less time—let your Snap-on man 
demonstrate them. For latest catalog of 
the complete line of Snap-on Tools, write 


SNAP-ON TOOLS CORPORATION 


© Kenosha, Wisconsin 


*Snap-on is the trademark of Snap-on Tools Corporation 


Snap-on Tod 


RC (Cae) 54/77 Lee as 





NEW FORD “SPECIALS.” Your Snap-on Man has | 
new special tools to speed up many service 
operations on Ford-Mercury-Lincoin ... ask 





Custom (8) 2-dr., $625, $485, ‘10, 
$405, $355; 4-dr., $325; Deluxe (6 2. 
dr., $370, $360; %-ton pickup, $425 ‘49 
Custom (8) conv., $390, $255; °-dr., 
$285; Main (6) 2-dr., $140, $130. ‘48 
1-ton pickup, $280. ‘47 %-ton pi: -up, 
$250. °46 1%-ton pickup, $180. 

MERCURY—’55 Monterey coupe, $2,/..5*; 
Custom 2-dr., $2,250*. '54 Monterey | ard 
Top, $2,045*, $2,030*%, $2,025*, $1. 30; 
coupe, $2,010; Sport coupe, $1,960°. 4- 
dr., $1,800*. °53 Monterey coupe, $1,- 
500*. '52 Monterey Hard top, $1,195; 
Custom 2-dr., $930. '51 Monterey Sport 
coupe, $745*; 4-dr., $625. '49 4-dr., $325, 

OLDSMOBILE—’55 (88) Holiday, $3,020* 
(ps), $2,810*, $2,805*; conv., $2,910* 
(ps). ’54 (88) Super 4-dr., $2,170*. ‘51 
(98) 4-dr., $450°. °47 (98) club sedan, 
$225°. 

PACKARD—’53 4-dr., $950*; sedan, $835. 
‘52 sedan, $720*. 50 4-dr., $345. 

PLYMOUTH—’54 Belvedere 4-dr., $1,190. 
’53 Cranbrook club coupe, $815. ‘52 
Cranbrook 4-dr., $565. 

PONTIAC—’54 Chieftain (8) 4-dr., $1,- 
800*, $1,450*°. °53 Chiefain (8) 4-dr., 
$1,225*. °52 Chieftain (8) 4-dr., $535, 
$800*; 2-dr., $800*. ‘’51 Silver Streak 


(8) 4-dr., $630*, $540*. ’50 Silver Streak 
(8) 2-dr., $510; 4-dr., $410. 
STUDEBAKER—’53 Champion 4-dr., $835. 
’51 Champion 4-dr., $550; Commander 
4-dr., $455°. 
MISCELLANEOUS—’52 GMC %-ton pick- 
up, $625. ’49 %-ton pickup, $480 


OAKLAND, CALIF. 


(Oakland Auto Auction. Sale every Wed- 

nesday. Prices are for sale of Jan, 26.) 
(Our auction has increased in both 
sales and consignments the last two 
weeks. The market shows an upward 
trend on clean cars with 75 percent sold 
this week.) 

BUICK—’51 Super Riviera, $920*, $840", 
$785*; 4-dr., $815*. °50 Super 4-dr., 
$625*; 2-dr., $400°. "49 RM 2-dr., $290°. 

CADILLAC—’54 (62) club coupe, $3,855* 
(ps). ’52 (62) 4-dr., $2,130* (ps). °49 
(62) 4-dr., $775*. '°46 (62) 4-dr., $310*. 

CHEVROLET—’53 Two-ten 4-dr., $1,050. 
"51 SL Deluxe 2-dr., $760. °48 %-ton 
Panel, $355. ’°41 SM club coupe, $150. 

CHRYSLER — ’54 Imperial 4-dr., $2,425* 
(ps). ’'50 Windsor (6) 4-dr., $685. 

DeSOTO—’53 Powermaster 4-dr., $1,020*. 
’52 Powermaster 4-dr., $1,010, $820*; 
club coupe, $820. 

FORD—’55 Fairlane (8) Victoria, $2,375*. 
’54 Crest (8) conv., $1,680*. ’53 Main 
(8) Ranch Wagon, $1,375*; 4-dr., $890. 
’52 Custom (8) 2-dr., $835, $715; 4-dr., 
$820°. ’51 Custom (8) Victoria, $875*; 
4-dr., $485. ’°50 Custom (8) 4-dr., $530*. 

HUDSON—’53 Jet sedan, $955*. °52 Wasp 
2-dr., $630*. ’51 Hornet 2-dr., $655*. ’50 
4-dr., $405°, $355*. 

MERCURY—’54 Monterey Hard Top, §2,- 
180*. ’52 Monterey 4-dr., $1,125*; Cus- 
tom Sport coupe, $1,135*. 

OLDSMOBILE—’54 (98) Holiday, $2,905* 
(ps). '51 (98) 4-dr., $790*; club coupe, 


$505°. 
PLYMOUTH — ’53 Cambridge Suburban, 
$1,250; coupe, $870; Cranbrook 4-dr., 


$1,000*, $950, $900*, $895. °52 Cran- 

brook 4-dr., $710, $695; club coupe, $700. 

— *53 Champion 4-dr., 
. 


= * * 
— Auctions in Brief — 
NEW YORK CITY 


Skyline Auto Auction. Sale every Tues- 
day (Feb. 1). A snowstorm kept the con- 
signment down, but the market was strong 
here this week. Prices were up slightly 
again as good, clean merchandise is in 
short supply. Sold 68 out of 97 cars en- 


tered. 
HARRODSBURG, KY. 

Blue Grass Auto Auction. Sale every 
Thursday (Feb. 3). Clean cars are bringing 
the high dollar. We had another good sale 
today with 90 cars selling out of 135 con- 


signed. 
WINDSOR, VA. 

Windsor Auto Auction. Sale every Thurs- 
day (Feb. 3). Although the temperature 
was below freezing all day, we had an 
excellent sale with 118 cars sold from an 


entry of 143. 
DENVER 
Colorado Auto Auction. Sale every Sun- 
day and Monday (Jan. 30-31). More de- 
mand for all types of cars than we have 
had for many months. Sold 365 units. 


ORLANDO, FLA. 

Orlando Auto Auction. Sale every Wed- 
nesday (Jan. 26). As usual a red hot sale 
today. Prices off a little, but still 85 per- 
cent of all cars registered sold. 


MONTPELIER, O. 
Montpelier Auto Auction Co. Sale every 
Monday (Jan. 31). Bidding good despite 
cold, cloudy weather. 


PHOENIX, ARIZ. 

Phoenix Auto Auction, Inc. Sale every 
Wednesday (Feb. 2). Used pickups and ’51 
through ’53 models going good. Market 
especially strong on hardtops. Sold 98 out 


of 175. 
MINNEAPOLIS 
Minneapolis Auto Auction. Sale every 
Wednesday (Feb. 2). A shortage of cars 
today however, as usual, sharpies brought 
a fair price. Sold 58 out of 71. 


Flint Auto Auction, Inc. Sale every Wed- 
nesday (Feb. 2). Prices were the same as 
the previous week on clean and sharp 
autos. Bidding slow and prices off on fair 
or rough cars. Sold 65 cars out of 107. 


N. PLAINFIELD, N. J. 
Lebanon Auto Auction. Sale every Wed 
nesday (Feb. 2). A blizzard cut down both 
entires and sales. Sold 36 out of 55. 


EBENSBURG, PA. 
Ebensburgh Auto Auction Co. Sale every 
Thursday (Feb. 3). The weather continues 
to be the most important factor in car 
sales at present. Retail is at a stand-stil!! 
and dealers are unable to get surplus cars 
to auction. Prices on clean offerings con- 
tinues high. Demand exceptionally good 

Sold 45 cars out of 62 offerings. 


FARGO, N. D. 
Tri-State Auto Auction. Sale every 
Thursday (Feb. 3). Market strengthening 
on late model cars. Sold 62 out of 84. 


PHILADELPHIA 
H. B. Robinson Auto Sales & Auction 
Sales every Tuesday and Thursday (Jan 
27-Feb. 1). Prices very good and marke? 
active with buyers very eager for the clea! 
ones. 
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Promotions 





Seven Executives on Manufacturing Staff Given 
New Assignments by Division 


DETROIT.—In line with recently 
announced plans for a 40 percent 
increase in the manufacturing ca- 
pacity of Chrysler division, A. M. 
Fleming, manufacturing vice-presi- 
dent, has announced seven execu- 
tive promotions. 

Those affected and their new 
assignments are: Frederick A. 
Wunderlich, chief staff assistant 
to the manufacturing vice-presi- 
dent; G. T. Poirier, executive as- 
sistant to the manufacturing 
vice-president; C. G. Bauer, gen- 
eral works manager; L. S. Mc- 
Cune, assistant general works 
manager; John M. S. Hutchinson, 
works manager, body and car 
building division; Alan C. Lewis, 
assistant works manager, body 
and car building division, and 
Robert S. Phillips, general super- 
intendent, motor machine and 
assembly division. 

Wunderlich has been with Chrys- 
ler division since its first car was 
built in 1924, and before that was 
with Maxwell-Chalmers, predeces- 
sor of Chrysler. Since 1948, he has 
been general works manager of 
Chrysler division. 

Poirier has been with Chrysler 
division since 1940. He is a gradu- 
ate of the Chrysler Institute of 
Engineering. Most of his experi- 
ence has been in development work. 
Since 1953, he has been staff spe- 
cialist on the staff of E. C. Quinn, 
president of Chrysler division. 

Bauer has been with Chrysler 
for 24 years. He holds a master’s 
degree from the Chrysler Institute 
of Engineering. He had been works 
manager of the body and car build- 
ing division since 1949. 

McCune joined Chrysler divi- 
sion in 1932, and served as assist- 
ant master mechanic, chief tool 


Calendar 


(Continued from Page 12) 


General 


May 16-20—National Materials Handling 
Exposition, Exposition Hall, Interna- 
tional Amphitheater, Chicago. : 

May 26-June 4—Exhibition of Automotive 
Spare Parts, Melbourne, Australia. 

May 3!-June a Engineering Show, 
Convention Hall, Philadelphia. : 

June 7-10 — Spring Tecfnical Meeting, 
American Welding Society, Kansas 


City, Mo. 

June 8-10—Third Annual Welding Show 
American Welding Society, unicipal 
Auditorium, Kansas City, Mo. : 

June 12-15—Directors and County Vice- 
Presidents Spring Meeting and Golf 
Tournament, New York State Automo- 
bile Dealers, iInc., Hotel Otesaga, 
Cooperstown, New York. 

Sept. 6-17—Production Engineering Show, 
avy Pier, Chitago. : 
Sept. 6-17—Machine Tool Show, National 
Machine Tool Builders Assn., Interna- 

tional Amphitheater, Chicago. 

Dec. 7-8—A.S.1. Booth Conference, Navy 
Pier, Chicago—Sponsored by M.E.W.A.., 
M.E.M.A., and NPA, 

* 


Regional Parts Shows 
Feb. 24-27—Pacific Automotive Show, Pan 
Pacific Auditorium, Los Angeles. 
March 31-April_2—Southwest Automotive 
Shqw, Bexer County Coliseum, San An- 
tenio, Tex. 
Apr. 28-30 — Southeast Automotive Show, 


Lakewood Park, Atlanta. ; 
7 i — Tri-State Automotive Show, 
ngsbridge Armory, Broadway and 63rd 
St., New York City, 
— Ro reat Lakes Automotive Show, 
ichigan State Fair Grounds, Detroit. 


McCullough Sets Up Firm 
For Automotive Controls 


ANDERSON, Ind.—C. K. Mc- 
Cullough has announced the forma- 
tion of C. K. McCullough Corp., 
Inc., to manufacture control de- 
vices for use in the automotive in- 
dustry, as well as general controls 
and related fabrications. McCul- 
lough formerly was president of 
Pierce Governor Co., Anderson. 

With McCullough in the enter- 
prise is his son, Neil M. McCul- 
lough III, as sales engineer. Other 
executive staff members include 
Hugh Cooper, chief development 
engineer, and R. V. Lewton, sales 
engineer. ° 








° 
¢ bi 
100 Feet of 48-12” x 18” Pennants 
All-Weather Durafilm Only $4.50 
Money refunded if not satisfied. 


MYRLO COMPANY 
2168 W. 25th, Cleveland 13, Ohio, dept. N 
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at Chrysler 


engineer and assistant general 
superintendent of the machining 
division, until being made gen- 
eral superintendent of that divi- 
sion in 1952. 


Hutchinson has had 17 years of 


Affiliated Reps Elevate 
Sharp to Presidency 


CLEVELAND.—Carl W. Sharp, 
of Cleveland, has been elected 
president of the Automotive Affili- 
ated Representatives. Other offic- 
ers are W. Frank Russell, of 
Dallas, first vice-president; Claude 
E. Sharp, of Detroit, second vice- 
president; Lou S. Cohen, of Chi- 
cago, treasurer, and J. Austin 
Elliott, secretary. 

B. M. Asch continues as chair- 
man of the board. Trustees are 
G. Walker Klier, of Atlanta; 
Charles Spivak, of New York, and 
E. D. Newfield, of San Francisco. 





PARADE 






SETS THE 


experience with Chrysler Corp. His 
assignments have included various 
departments of manufacturing, also 
terms with the Chrysler-operated 
Detroit Tank Arsenal and with the 
highly secret atomic energy project 
for which he supervised two de- 
partments. He joined the Chrysler 
division in 1954 and since then has 
been assistant works manager of 
the body and car building division. 
Hutchinson is a son of B. E. 
Hutchinson, one of the group that 
launched the Chrysler car and 
chairman of the finance committee 
until his retirement on Jan. 1, 1955. 

Lewis was associated with the 
Los Alamos laboratories on atomic 
developments for a time and after 
that attended the Chrysler Insti- 
tute of Engineering. He joined 
Chrysler division in 1949 and was 
appointed assistant chief inspector 
of car building in 1953, holding that 
position until his current promo- 
tion. 

Phillips has been with Chrysler 
division since 1928. He was made 
assistant superintendent of the mo- 
tor machine and assembly depart- 
ment in 1943 and two years later 
became divisional superintendent of 
motor assembly and test. 


PACE 
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White Hails 13,000 Years of Service— 


At a pin award dinner in Cleveland, White Motor Co. honored 575 employes with 
a total of 13,000 years of service, ranging from 10 to 40 years per person, and in 
63 cases even exceeding 40 years. The awards were presented by Robert F. Black 
(center), president. 





The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section, Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 








Portrait 
of a big 


appetite 


This snapshot of a gourmet who can find a full course dinner in a 
drop of water is an example of the new science of microphotography, 
explained in a recent issue of Parade, the Sunday 


picture magazine. More than ten million Sunday newspaper 


readers in nearly 


to independent 


Parade ... The Sunday 
magazine section of 47 fine 
newspapers in 47 major markets . . . 
with more than 14 million 


readers every week. 


50 key markets saw it—and stopped to read it. 


Important articles like this, week after week, make 
Parade the best read magazine in the country, according 


surveys, and give advertisers twice as 


many readers per dollar as the big weekday magazines. 


No doubt about it: To open new markets, to establish brand names, 
to build sales every day, all week long—Parade has what it takes. 








42 


AUTOMOTIVE NEWS, FEBRUARY 14, 1955 


Sales Conditions in Various Areas... 


Auto Market Reports 


Indianapolis 

Marion County (Indianapolis) 
dealers delivered 29,487 new cars 
in 1954, preliminary figures show. 
This was slightly under the 29,926 
new cars sold in 1953. 

New-truck sales in 1954 amounted 
to 2,943, compared with 3,258 in 
1963. 

Ford held first place in both 
fields by delivering 38,706 new 


umph, 2; Hillman, 1; Kaiser, 1; 
Morgan, 1, and Volkswagen, 1. 
New-truck registrations were: 
Chevrolet, 74; Ford, 72; Interna- 
tional, 35; Divco, 8; Dodge, 7; Ken- 
worth, 7; Willys, 7; Autocar, 1; 
Reo, 1; Studebaker, 1, and miscel- 


laneous, 16.—(Ira R. Alexander.) 
* +. 


Washington, D. C. 


New and used-car sales got off 


cars to Chevrolet’s 7,288, and |to 4 lively stert in Washington in 


1,282 new trucks to Chevrolet’s 
900. 

Other new-car registrations 
were: Buick, 2,349; Oldsmobile, 
2,060; Plymouth, 2,005; Pontiac, 
1,866; Mercury, 935; Studebaker, 
914; Cadillac, 659; Dodge, 653; De- 
Soto, 535; Chrysler, 476; Nash, 455; 
Lincoln, 160; Hudson, 125; Willys, 
116; Packard, 104; Jaguar, 22; 
Volkswagen, 18; Kaiser, 10; MG, 
9; Porsche, 7; Henry J, 4; Austin, 
2; Triumph, 2; Arnolt, 1; Hillman, 
1, and Rolls-Royce, 1.—(C. L. Kern.) 

= . « 


Atlanta 

New-car registrations in Atlanta 
for the first 10 days of January 
totaled 1,054, an increase of 46.2 
percent over the same period of 
December and 7.7 percent over the 
same period of January, 1954. 

New-truck sales totaled 137, com- 
pared with 83 in the December 
period. 

Car registrations in the initial 
January period were: Chevrolet, 
276; Ford, 212; Pontiac, 110; 
Buick, 104; Plymouth, 90; Olds- 
mobile, 57; Mercury, 49; Dodge, 
48; Cadillac, 33; Chrysler, 25; 
DeSoto, 17; Studebaker, 16; Nash, 
6; Lincoln, 5; Packard, 4, and 
miscellaneous, 2. 

Truck registrations were: Chev- 
rolet, 63; Ford, 42; Dodge, 12; GMC, 
9; International, 7, and White, 1.— 
(E. C. Bash.) 


= * 


* 
Clevelan 

Continued high interest in auto- 
motive transactions marked activ- 
ity throughout the Cleveland area 
as new-car registrations totaled 
1,543 for the seven-day period 
ended Jan. 29. This was the highest 
week so far in 1955. 

Registrations in the previous 
week amounted to 1,274. 

Used-car activity also hit the 
year’s peak, with 1,745 transac- 
tions, compared with 1,605 in the 
previous week. 

Commercial sales totaled 114 new 
and 59 used, compared with 62 
new and 65 used in the previous 
week.—(Sanford Markey.) 

. * 


Denver 

During December, dealers in Den- 
ver registered 1,927 new cars, an 
increase of 192 percent over the 
659 registered in the previous 
month. 

New-truck registrations for De- 
cember totaled 239, compared with 
109 in November. 

A record number of new trucks 
—1,874—were registered during 
the year. The total represented 
an increase of 63 units over the 
previous record, set in 1953. 

The year’s total for cars was 15,- 
211, compared with 14,184 in the 
previous year. 

December new-car registrations 
were: Chevrolet, 607; Ford, 545; 
Buick, 129; Oldsmobile, 117; Pon- 
tiac, 110; Plymouth, 76; Chrysler, 
62; Mercury, 60; Cadillac, 56; 
Dodge, 39; Nash, 31; Studebaker, 
22; Hudson, 16; Lincoln, 13; Pack- 
ard, 9; Willys, 6; Austin, 2; Tri- 


MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in making suitable 
connections for local deliveries on a 


TRADE 


basis throughout the country to supply 
new cars for our leased fleet. (Since 
these cars will be used locally your serv- 
ice shop can benefit also.) 


Contact Ben Geller 


EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, Illinois 
Phone: Museum 4-6969 


January, according to figures pro- 


vided by the District of Columbia 
Traffic Bureau. 

New-car titles totaled 2,216 in 
January, compared with 1,226 in 
the same month of 1954. Title 
transfers, indicative of used-car 
sales, numbered 3,505 in January, 
compared with 2,640 in the same 
period of last year. 

As of Jan. 31, auto registrations 
had reached 204,733 after deduction 
of transferred registrations. Dis- 
trict officials said it was the high- 


est Jan. 31 mark recorded and com- 
pared with 201,455 at the close of 
the same month last year and 169,- 
930 for the same date of 1941.— 


(William Ullman.) 
o . o 


Houston 
New-car registrations in Harris | 
County (Houston) during January | 
totaled 3,299, compared with 5,031 in | 
December. Truck registrations were | 
down to 570 from the 646 recorded 
in the previous month. 

Ford maintained its first-place 
position with 768 January regis- 
trations, compared with 704 for 
Chevrolet. In third place, with 
416 registrations, was Buick, fol- 
lowed by Oldsmobile, 337, and 
Pontiac, 289. Plymouth, with 281, 
was sixth. 

Other registrations were: Mer- | 


cury, 146; Dodge, 103; Cadillac 
Chrysler, 44; DeSoto, 43; St 
baker, 27; Lincoln, 17; Nash 
Imperial, 11; Willys, 10; Paci 
9; Hudson, 5; Jaguar, 2; MG, 2 
Kaiser, 1. 

Truck registrations were: ( 
rolet, 221; Ford, 157; Internati 
110; Dodge, 31; White, 18; GM¢ 
Mack, 7; Studebaker, 6; Ford 
2; Reo, 2; Willys, 2; Divco, 1, 
International bus, 1.—(Ruby 
oglio.) 


. * s 


Sioux City, Ia. 
New-car registrations in W 
bury County (Sioux City), Ia 
taled 261 in January, compared 
456 in December and 234 in J 
ary, 1954. 


The new-truck total was 4 
(Continued on Page 43, Col. 1) 


picer SALISBURY 


QUIET 


AXLES 


for passenger car and light commercial use 


RIGIDITY —The special Spicer design and construction maintain accurate alignment 


of gears and bearings under all speeds and loads, assuring continued quiet operation. 


LUBRICATION— Scientifically developed control of oil circulation provides a con- 


stant, correctly proportioned flow to all gears and bearings for effective lubrication 


and cooling. 


RUGGEDNESS —Sturdily constructed to withstand the high speeds and extremes of 
punishment which are common in modern automotive vehicle operation. 


ACCESSIBILITY —Extremely easy to get into for inspection of parts. Simple-to-remove 


gear cover, oil level and drain plugs reduce service time and costs. 
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tax-paid used-car transactions, | White, 5; Divco, 4; Marmon-Her-| every make at a discount.—(G. S. 
rington, 2, and Studebaker, 1. —/| Connell.) 


Auto Markets 


(Continued from Page 42) 


compared with 45 in the 
previ‘ s month. 

Ford led in January with 63 
regisirations, while Chevrolet and 
Plymouth were tied for second 
with 36. Oldsmobile was fourth 
with 30; Dodge fifth with 26, and 
Buick was in seventh with 19. 
Other registrations were: Pon- 
tiac, 13; Cadillac, 9; Chrysler, 8; 
Nash, 5; DeSoto, 4; Mercury, 4; 
Hudson, 3; Lincoln, 3; Packard, 1, 
and Willys, 1. 

Truck registrations were: Ford, 


January, 





14; International, 11; Chevrolet, 10; 
Dodge, 4; Reo, 1, and Volkswagen, 1. 


* * * 


Columbus, O. 


New-car registrations in Frank- 
lin County (Columbus), O., during 
January nearly kept pace with De- 
cember’s torrid pace, according to 
figures compiled by the Clerk of 

A total of 1,895 new cars were 
registered, compared with 2,251 
in December. There were 4,612 


DANA CORPORATION «TOLEDO 1, OHIO 


SPICER PRODUCTS: TRANSMISSIONS ¢ UNIVERSAL 
JOINTS « PROPELLER SHAFTS « AXLES » TORQUE 
CONVERTERS « GEAR BOXES « POWER TAKE-OFFS 
* POWER TAKE-OFF JOINTS ¢ RAIL CAR DRIVES « 
STAMPINGS « 
SPICER and AUBURN CLUTCHES + PARISH FRAMES 


RAILWAY GENERATOR DRIVES + 





compared with 4,129 for the pre- 
vious month. 

A total of 169 new trucks were 
registered and 233 used trucks were 
transferred during the month, com- 
pared with 158 new and 209 used 
in December. 

New-car registrations during the 
month were divided as follows: 
Ford, 501; Chevrolet, 310; Buick, 
201; Plymouth, 193; Oldsmobile, 151; 
Pontiac, 147; Dodge, 90; Mercury, 
84; DeSoto, 60; Chrysler, 41; Cadil- 
lac, 40; Studebaker, 25; Nash, 21; 
Packard, 11; Hudson, 6; Lincoln, 4; 
Volkswagen, 3; Imperial, 2; Willys, 
2; Kaiser, 1; King Midget, 1, and 
MG, 1. 

New -truck registrations were: 
Ford, 55; Chevrolet, 50; Interna- 
tional, 26; Dodge, 18; GMC, 8; 


(Bert Strang.) 
* * . 


Miami 
Registrations of all makes of new 
cars showed an approximate 10 per- 


cent increase in January over the 
same month of 1954. 


Both new and used-car dealers 
say market conditions are good de- 
spite the fierce competition between 
the big makers. 

New-car dealers say they are 
getting unusually clean tradeins. 
Used-car inventories, they say, 
are lower than might be ex- 
pected. 

Used-car dealers say prices have 
firmed a bit. However, several used- 
car lots offer 1955 models of almost 
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* * 
Salt Lake City 

A total of 8,618 new cars and 1,467 
new trucks were registered in Salt 
Lake County (Salt Lake City) dur- 
ing 1954, according to figures com- 
piled by the Utah Automobile Deal- 
ers Assn. 


The breakdown for cars shows: 
Ford, 2,122; Chevrolet, 2,086; Bu- 
ick, 969; Oldsmobile, 779; Pontiac, 
551; Mercury, 475; Plymouth, 389; 
Cadillac, 204; Dodge, 167; Chrys- 
ler, 157; DeSoto, 152; Stude- 
baker, 117; Nash, 110; Willys, 96; 
Lincoln, 83; Hudson, 60; Pack- 
ard, 60; Kaiser, 18, and miscel- 
laneous, 23. 

Truck registrations were divided 
this way: Chevrolet, 511; Ford, 410; 
International, 174; GMC, 158; 
Dodge, 100; Willys, 30; White, 21; 
Kenworth, 11; Mack, 11; Diamond 
T, 9; Studebaker, 8; Reo, 5, and 
miscellaneous, 19. 

During the year, 40.45 percent of 
all sales were on a cash basis, com- 
pared with 37.26 percent no-lien 


sales in 1953. 
> * * 


Nashville 


The outlook for both new and 
used. cars still looks good, accord- 
ing to local dealers. 

William M. Liddon, Liddon Pon- 
tiac, Inc., predicted that 1955 would 
be a better year than 1954. 

Another dealer, who foresees 
higher volume in 1955, said: “I also 
| believe profits will be better this 
| year, because dealers, as a whole, 
| will find it necessary to cut costs 
| and be better businessmen in the 
|face of keen competition. — (P. R. 
| Russell.) 
| 


| 


* « 2 


Pittsburgh 


| New-car registrations in the 
Pittsburgh area “increased appre- 
ciably” in the week ended Jan. 29, 
according to the Bureau of Busi- 
|ness Research of the University of 
| Pittsburgh. 
| The bureau’s index of general 
business activity for the same 
| period rose to 165.4 percent of the 
| 1935-39 average, compared with 
| 166.1 at the beginning of 1955. 
Steel-ingot production increased 
to 82.5 percent of practical capacity, 
\the highest rate reported for the 
|area since February, 1954.—(L. M. 
| Leffingwell.) 


x * * 


Nampa, Id. 

January new-car registrations in 
Canyon County (Nampa), Id., to- 
taled 106, compared with 250 in De- 
cember. Truck registrations were 
20, compared with 34 in the previ- 
ous month. 

New-car registrations by make 
were: Chevrolet, 21; Buick, 20; 
Mercury, 16; Oldsmobile, 10; Pon- 
tiac, 9; Dodge, 7; Ford, 7; Plym- 
| outh, 6; Chrysler, 3; Studebaker, 
| 33 Nash, 2; Cadillac, 1, and Lin- 
| coln, 1. 


Truck registrations were: Chev- 


|rolet, 10; Ford, 5; GMC, 3, and 
Dodge, 2. 

v * 2 

Ottawa 


New-car sales in Ottawa in Janu- 
ary increased 15 to 20 percent over 
January of last year, dealers re- 
port. 

An exceptionally high demand 
has been reported for more ex- 
pensive cars. One dealer said he 
assigned three salesmen to work 
this segment of the market ex- 
clusively. 

Several other dealers predicted 
an earlier rush than usual for new 
cars this year. They expect the 


spring boom to start in March in- 
stead of April—(M. L. Schwartz.) 
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Legislative Roundup 





A warning that increased taxes 
in Minnesota are “inevitable” be- 
cause of rising government costs 
was sounded by an interim state 
legislative tax study commission. 

Although not directly advocating 
any particular new or increased 

the commission emphasized 
the possibility of broadening the 
state income tax to include persons 
in lower brackets or enactment of 
@ new general sales tax. 
a7 * +. 


Hiked Sales, Income Taxes 
Urged in Maryland 

Gov. Theodore McKeldin has told 
the Maryland Legislature that the 
State needs to raise $28 million to 
$29 million in additional revenue to 
operate the government during the 
next fiscal year. 

He recommended an increase in 
the Maryland sales tax from 2 to 
3 percent, payment of State income 
tax by payroll deduction and a 
boost in the State income tax from 
2 to 3 percent. He rejected a 


proposal by a tax study group for 
a new State cigaret tax. 


Wisconsin to Study Effect 
Of Taxes on Gas Prices 


A legislative interim committee 
research staff has been instructed 
to learn the relationship between 
state motor fuel taxes and retail 
gasoline price levels in the states. 


The survey will be undertaken 
by legislative interim committee on 
highways, which is considering 
recommending higher gasoline 
taxes to the 1955 Legislature to 
finance an expanded road improve- 
ment program. 

* * * 


California Votes to Retain 


Gas Tax at 6-Cent Level 


The California Legislature has 
approved a bill to continue the 
State gasoline tax at its present 
rate of 6 cents a gallon. 

Without such legislation, the tax 
would have reverted to 5% cents 


on July 1, reducing highway build- 
ing funds by $25 million a year. 


Montana Recommends 


Withholding Tax 


A withholding system of collect- 
ing State income taxes was recom- 
mended for Montana by the state 
board of equalization. Such a plan, 
it was said, would increase revenue 
and replace the present inadequate 
procedures for collecting delin- 
quent returns. 

The board also suggested a pen- 
alty, such as doubling the license 
fee, be applied to delinquents under 
the chain store license act, as a 


means of encouraging registering | 


and reporting. 


* * x 


‘Must’ Coverage Sought 
Compulsory motor vehicle lia- 
bility insurance for drivers under 
21 is proposed in a bill which has 
been introduced in the New Hamp- 
shire Legislature. 


N. H. Safety Body Urges 
Stiff Drunk-Driving Law 
“Tight laws for tight drivers” 


will be recommended to the New 
Hampshire Legislature by the legis- 


Another in a series of reports to AC wholesalers and dealers 


| iam J. O'Brien (right), 





Honor for O'Brien— 
A 25-year plaque is presented to Wil- 


owner of Bill's 
Auto Service (Chevrolet), Norwich, Conn., 
by William S$. Quillin, Tarrytown (N. Y.) 
district manager. 


lative committee of the New Hamp- 
shire Traffic Safety Advisory Com- 
mittee. 


Supporting recommendations of 
the New Hampshire Municipal 
Judges Assn., the legislative com- 
mittee, headed by Attorney General 
Louis C. Wyman, has proposed a 


new statute which would greatly | 


One secret behind one of industry's 
greatest success stories! 





AC’s multi-layer diaphragm multiplies 
fuel pump life expectancy! 


The heart of any mechanical fuel pump is its 
diaphragm. Normally, as long as the diaphragm 
lasts, the pump lasts—providing fuel for the 
engine and extra vacuum for windshield wipers. 
All AC diaphragms have 3 or more “‘plys” 
providing maximum flexibility and life. These 
benefits can be obtained with no other type of 
construction. Number of “‘plys”’ is tailored to the 
individual application. 


Tested in use through more than 
a 170° range of temperature! 


The U. S. Army proved the dependability of AC’s 
multi-layer diaphragm over a period of years. 
In Africa—hard driving through 110° of heat 
and more had no harmful effect on this specially 
treated fabric. In Alaska—maneuvers with ther- 
mometers at 60° below zero had no ill effects. 


Another AC Sales Story that cant be topped 
Always look to AC and GM for Leaderspyy 7 


AC SPARK PLUG DIVISION *« GENERAL MOTORS CORPORATION ¢ FLINT. MICHIGAN 





9 out of 10 cars and trucks on the road 
are equipped with AC Fuel Pumps! 


Few if any other automotive components can 
lay claim to such nearly universal acceptance. 
Nine out of ten cars you pass are factory-equipped 
with AC Fuel Pumps. AC quality dominates the 
field. AC builds more, AC sells more—because AC 


builds them better! 





—. 


ssed ” 
New 


reduce the number of “nol-pr 
drunken-driving cases of 
Hampshire. 

Under the proposed measure, 
county prosecutors would |. re. 
quired to give a written stat~-ment 
explaining why drunken - iving 
cases were being dropped. 

+ * * 


Nebraskan to Sponsor Bill 


For Vehicle Inspection 


A bill to require semi-annua) 
testing of the mechanical condition 
of all vehicles will be introduced 
in the Nebraska Legislature, ac. 
cording to Senator Lester Ander- 
son, its sponsor. 

The car owners would pay a fee 
of 50 cents, which would be divided 
between the State and the garages 


or filling stations designated as J 


inspection stations. 
+ * * 


N. H. Bill Would Set $10 


As Inspection-Station Fee 


A bill has been introduced in the 
New Hampshire Legislature which 
would establish a $10 fee for the 
800 motor vehicle inspection sta- 
tions and raise the price of inspec- 
tion stickers from 5 to 10 cents. 

Frederick N. Clark, motor vehi- 
cle commissioner, estimated that 
this would produce additional reve- 
nue of $20,000 a year. 

+ * = 


Idaho May Change System 


Of Annual License Fee 


A bill introduced in the Idaho 
Legislature would repeal a law 
under which auto owners have paid 
|a flat $5 annual license fee and 
would substitute a sliding scale 
based on the age of the car. 

The new fees would range from 
$25 for a new auto to $10 for one 
seven years old or older. 

* * cd 





|Half-Yearly Car Inspection 
Proposed in lowa Bill 


Semi-annual inspections of motor 
vehicles in Iowa are proposed in 
a bill introduced by Rep. Vern 
| Lisle, Clarinda Republican. 

Under the legislation, every ve- 
hicle would have to have its brakes, 
jlights, steering apparatus and 
| other equipment tested in an ap- 
proved garage every six months at 


'a fee of 50 cents. 
ok ck * 


Oregon to Standardize 


| Auto License Practices 


The House of the Oregon Legis- 
lature has passed and sent to the 
Senate bills to standardize issuance 
of auto licenses and to repeal a 
little-used law requiring a special 
certificate to ship motor vehicles 
| by water. 
| The licensing measure would as- 
| sure a full year’s use of plates. In 
many instances issuance dates had 
been limited to 11% months. 
| * * x 





New York Measure 


Would Brand Titles 


Bills pending in the New York 
| Legislature would prohibit anyone 
from offering for sale a motor ve- 
|hicle used for demonstration pur- 
poses or leased or rented unless the 
vehicle bore a sign stating its prior 
use. 


* * o 


Maine Bill Would Combat 


| ‘Bait Advertising’ 


A bill aimed at combatting “bait 
advertising” has been introduced 
in the Maine Legislature. 

The legislator who introduced 
| the bill explained that such adver- 
tising is encountered mostly in the 
| sale and repair of appliances. 

} os ~ * 


\Idaho Attempts to Tighten 
Accident Liability Law 

A compulsory motor vehicle lia- 
bility insurance bill has been intro- 
duced in the Idaho Legislature by 
| Rep. Russell Fogg and Don Pieper, 
both of Bonneville. 

The proposed law would require 
motorists to show proof of financial 
responsibility before they could ob- 
tain their license plates. Present 
Idaho law requires a motorist to 
show financial responsibility after 
an accident, or post money with the 
State to cover damages. 

ok * * 





Fee Hike Proposed 


A bill to increase from 50 to 75 
cents the fee for semiannual vehi- 
cle inspections has been introduced 
in the Maine Legislature. 
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New 6 9 said. Sales have to be made, he 
Everybody Wants a Car’ || sisca“they'as' noe come 
- In order to sell new autos, Bul- 
nent It?s Up to Salesmen to Provide Profit in 55, — — a salesman = to a 
vi who buys new cars, where Ne is 
me Albany Dealers Are Told and when he will be buying a new 
ALBANY. — Members of the Al-|must have courage, intelligence,|car again. That information can 
| pany Automobile Dealers Assn. and | energy and bargaining ability. be obtained easily, he added. 
their salesmen were told how they “A salesman must have the niin tase 
can improve their sales and service.| courage to face any buyer any- 
nual Speaking at a meeting spon- | where. He must have the courage Bergen Dealers 
tion sored ‘ 7 Be - ieee to control an interview with a T H B 
Iced News, Hi. VW. ocK, 0 onterey, ros’ t at all times,” Bullock ad 
ac- Calif., auto sales consultant, said said. “Mental fear is a salesman’s O ear r en 
der- — Se as ae tg | Dissest handicap.” HACKENSACK, N. J. — E. M. 
ee a eee ee He pointed out that intelligence | Braden, general sales manager of 
fee | to satisfy himself with the least|.44 cnowlelgs are not the ‘same Chrysler division, Chrysler Corp., 
ded possible outlay. The KY on thing. Intelligence, he said, is the will address the 
ges § cludes not only the car, but also) ability to use knowledge. Bergen County 
as the service that goes with it. Before you can sell a prospect (N. J.) Automo- 
Most people,” he said, “when you/., automobile, Bullock told the tive Trade Assn. . rte" ' 
get right down to it, would rather|qesiers and salesmen, you must at the Hacken- 
buy a bad car from a good dealer/sng out what his transportation sack Golf Club| Free Ride for Motorama Visitors— 
than a good “a som @ ren a requirements are. That should be here tomorrow] _ Sixteen General Motors dealerships in Miami combined during the recent Motorama 
There are four > a on 8 ‘a. done in the first interview. j (Feb. 15). exhibit to offer visitors to the show free bus rides. Advertisements in daily papers 
the good sonoma 2 today, Bulloc — “Once you have learned your He will speak | gave names and locations of dealerships providing the service. 
ich no matter what he is selling. He prospect’s requirements,” Bullock on “That Extra 
the . said, “then, and only then, should Something Means|In 1946, he was promoted to city | Wagner to Wenning 
ta- H oudaille-H ershey you start your sales talk. You have More Sales.” In | manager. 
ec to convince him you can fill his ? 1945, Braden was| Braden joined Chrysler in 1941.) Lester Wenning has purchased 
5. R evamps Sales requirements better than any one E. M. Braden district truck|He was named general sales man-| the Ford dealership in Fort Recov- 
*hi- P else can.” manager for the Dodge division in |ager of the Chrysler division Sept.!ery, O., from L. H. Wagner, who 
at CHICAGO. — The wreat Lakes Profit and security will not be 'the New York metropolitan area.!1, 1953. |had operated it 34 years. 
a division of Houdaille-Hershey Corp. — 
has announced that sales of all RE een ee 
products manufactured by the divi- | 
sion will be supervised from the | 
Chicago office. 
tho The division makes automotive 
id air cleaners, refrigeration condens- 
nd ers, evaporators, cooling plates and | 
ale freezer shelves. 
Russel A. Johnson has been) 
om named sales manager, according to | 
=| iat? = ARE BARGAIN-HUN 
while Gordon Lefebvre jr. has been 
appointed assistant sales manager. 
Prior to joining the firm in 1953, 
Johnson had been associated with | 
| es TRADING YOU OUT OF PROFITS? 
in Airtemp. Lefebvre has been with e 
rn Houdaille since 1952. 
It also was announced that Rich- 
= ard L. Lukey has been named sales 
8, engineer for the refrigeration divi- 
nd sion. He formerly had been with 
- the firm’s research and engineering 
at laboratories in Detroit. 
Shows 
(Continued from Page 3) 
is- 2 . . 
es a oF EAM. Ratemen of Today, every customer who does business with you wants a 
2 He said sales on the floor “sur- “piece of your hide”! 
al passed our highest expectations.” 


es 


Dealers from Rock Island, East , 


Moline, Moline and Davenport all 
reported keen public interest in the 


And they get it too . . . or they go down the street fo make a deal! 


But why let these “Shoppers” trade you out of some part of a 


S- 
i new autos. 
d Leena show highlighted the heater, or any part of an accessory group that costs you 
eme of New York State as a mon 7 
vacationland. Motorists were en-| real e 
couraged to use the new Thruway : 
to reach many beautiful areas pre- There’s a far easier way . . . one that places you head and 
viously hard to reach. Scenes in shoulders above your competition . . . and is even more 
k color told the story of “vacations 


in New York.” 
s « = 

HERE again the public response 
was marked by large crowds | 
and a spurt in sales, both on the 
floor of show at the Masten Ave. 
Armory and in dealer showrooms. 
Several dealers were enthusiastic 
about sales results of the show. 
One said his company’s sales were 
up 60 percent. Others said they 


couldn’t keep up with the demand | 


stirred by the show. 


effective in keeping your customers from going elsewhere 
for that extra allowance. Just include nationally known Carlife 
Guaranty in the retail price of your car... and, if necessary, 
use Carlife as a trading feature! 


The retail value of a Carlife Guaranty is approximately 
$25.00 .. . your cost is just one dollar. Just think . . . one dollar 
spent to make a deal. And that’s not all! You get a service 
customer every month for 2 years who will spend $4.00 to 
$12.00 every time he visits your service department. 





Other shows in Wilmington, | 
Del., Aberdeen and Huron, S. D., | 
and Logansport, Ind., reported | 
similar reactions. 
In Aberdeen, Wash., the Lions 





Club and Aberdeen Auto Dealers mB rs " 

Assn. joined to sponsor the first : iim ea eee 

ote snow since 1941. Twenty-six ged) Pe fe ee ey 
vehicles were shown by 12 dealers. jad mae Die aie get Sak aria be 
Asheville, N. C., dealers sparked ACT NOW. Get all the facts on this 


& promotion campaign throughout 
the city’s trade area. An 18-page 
: brochure and intensive advertising 
brought a hearty response to the 
é Asheville Motorama of 1955, the 
first such show in 18 years. 
‘ The Pittsburgh show drew | 
. 76,447, off 24,358 from last year’s 
100,805. The decline was attrib- 


The CARLIFE GUARANTY CO. 


16501 Wyoming, Detroit 21, Michigan 
Telephone: Diamond 1-2388 


in the coupon or clip to your letter- 
head. We'll give you full details on 
how you, too, can keep your pros- 
pects from going down the street to 


Tell us, without cost or obligation, all about the 
Carlife Profit Story: 


Name of Dealership 




















uted by Hartley R. Graham, gk ees N. 
manager, to seven days of below- make a deal! — ; eee Te 
zero weather, rain and snow. ORNs Sh Ries pgs) Et, So oe Make of Car 
However, dealers indicated that Ce Bey ch eee : 
gates ee even better than last jig oa Address 
year because of greater opportun- eee . 
ity to demonstrate and talk with oS City Zone Sate 





visitors. 
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Car Checks for 500 Communities © 


WASHINGTON. — The Inter- 
Industry Highway Safety Commit- 
tee, the National Safety Council 
and Look maga- 
zine will co- 
sponsor Vehicle 
safety-check pro- 
grams in more 
than 500 cities 
across the coun- 
try during May. 

That was an- 
nounced last 
week by A. van- 
derZee, Inter- 
Industry Commit- 
tee chairman and 
vice-president of Chrysler Corp., 
who said last year the programs 
were conducted in only 147 com- 
munities. 

Predicting that the 1955 goal of 
2 million vehicles safety-checked 
should be greatly exceeded, vander- 
Zee said the increased interest in 
the inspection program reflects the 
auto and tire industries’ determi- 





A. vanderZee 


REPLACE 
ORDINARY 


nation to help communities solve ;and adult drivers become safer and 


‘the accident problem. 


President Eisenhower com 
mended the Inter-Industry Com 


mittee earlier with this statement: 
“Your efforts in helping young 





$3 Million Claim 
Denied by Tucker 


CHICAGO —Preston Tucker, 
former head of Tucker Corp., ap- 
peared before a bankruptcy ref- 
eree here and denied a Govern- 
ment claim that he owes the U. S. 
$3,374,075. 

The Government claims that 
amount is owed by Tucker Corp. 
for rent and other charges on a 
Chicago plant which Tucker 
leased from the Government for 
use as an auto factory. Only a 
few cars were built before the 
firm went bankrupt in 1948. 
Tucker now has a tool plant in 
Ypsilanti, Mich. 
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more courteous users of our streets 
and highways, as well as your sup- 
port of sorely needed highway and 
parking facilities, indicate accept- 
ance of personal responsibility in 
this grave national traffic accident 
problem which last year cost the 
nation a loss of 36,000 lives. It is 
an outstanding example of good 
citizenship and good business at 
work.” 


Zeller to Head 
Mack Operations 


NEW YORK.—Theodore J. Zell- 
er has been elected operations vice- 
president of Mack Trucks, Inc., 
according to P. O. 
Peterson, presi- 
dent. 

Simultaneously, 
Zeller was elected 
a director of two 
Mack subsidi- 
aries. 

Zeller joined 
Mack in 1926 and 
became assistant 
manager of 
Plainfield (N. J.) 
engine laboratory 
in 1936. Five years later he was 
appointed production engineer of 
the plant. 

In 1943, Zeller was named factory 
manager, and in 1948 was trans- 
ferred to the same post at Mack’s 
main assembly plant in Allentown, 
Pa. In 1951 he was appointed chief 
engineer. 


Warning 


(Continued frcm Page 3) 





T. J. Zeller 


quickly and as profitably as pos- 
sible. 

Schnurmacher is president of East 
Side Chevrolet Corp. in Manhattan. 
Other 1955 officers are: James 
Mezey, of Manhattan’s Mezey Mo- 
tors, Inc. (Lincoln-Mercury), vice- 
president; Robert R. English, of 
New Rochelle’s Jerry English & 
Sons, Inc. (Chrysler - Plymouth), 
vice-president; Martin M. Lipp, of 
Tremont Chevrolet, Inc. The 
Bronx, secretary-treasurer. 


Board members include Arthur 
Acken, of New Rochelle eo 
Mercury, New Rochelle; H. 
Flinn, of Flinn Motor Corp. Ford, 
Larchmont; Robert King, of King 
Ford Motors, The Bronx; Paul R. 
Jernigan, of McAndrew - Jernigan 
Pontiac, Tuckahoe, and Dan Santa, 
of Sound View Motors (Packard- 
Willys), Larchmont. 


Obituaries 


Walter C. Kocher 

BERRYSBURG, Pa. — (UTPS) — Walter 
C. Kocher, 68, automobile dealer here until 
his retirement two years ago, died Feb. 5 
after an illness of several weeks. He owned 
and operated the Nash garage in Berrys- 
burg for 34 years. 
* * 


Ed Stevens 
DAWSON, Ga.—Ed Stevens, 67, wealthy 
businessman, was found shot to death in 
a bedroom of his home here. His death was 
ruled a suicide. Among the firms in which 
Mr. Stevens had an interest was Stevens 
Chevrolet Co. (Chevrolet - Oldsmobile) in 
Dawson. He formerly was mayor of Daw- 

son. 
* * * 


James Tait 
ATLANTA.—James Tait, 66, former 
sales supervisor of MoPar for the Eastern 
United States, died in a hospital here Feb. 
5. Mr. Tait came to Atlanta in 1934 as 
@ MoPar employe and was later promoted 
from district manager to regional man- 
ager of the Atlanta area, then to sales 
supervisor. He retired in 1950. He then 
became merchandising marager of the parts 
division of Wagstaff Motor \o. (DeSoto- 
Plymouth) in Atlanta, a position he held 
at the time of his death. He had been 
associated with General Motors from 1919 

to 1933. 
* ~ * 


William L. Deal 
EL PASO, Tex.—William L. Deal, 
partner in Deal Motor Co., died at his 
home Jan. 25 following a short illness. 


Borroughs Manager Named 


Appointment of George Bennett 
as general manager of Borroughs 
Mfg. Co., Kalamazoo, Mich., is an- 
nounced by Douglas F. Roby, presi- 
dent of American Metal Products 
Co. Before his appointment at Bor- 
roughs, a subsidiary of AMP, Ben- 
nett was assistant to the vice-pres- 
ident of production. 


41, a MAIL TODA "INLAND MFG. CO., Dept. AN-2 





Studebaker Names Pirnies 


oous ne John C., Roy, Frank,|chise for Broken Bow, Neb. The 
and Robert Pirnie have| firm will operate as Pirnie 
Sone A the Studebaker fran- | Brothers. 


cetvour 959 TRUCK INDEX now 


The only unbiased digest of new-truck specifications . . . 
used by successful new-truck salesmen EVERYWHERE 


1955 Edition is BIGGER and BETTER than ever before. Gives you 
detailed specifications on gasoline engine trucks from HEAVIES 
of 38,000 Ibs. GVW down to Pickups... tractors to 65,000 lbs. GCW 
. . « includes tandem axle jobs. Covers CHEVROLET, DODGE, 
FORD, GMC, INTERNATIONAL, MACK, REO, STUDEBAKER, 
WHITE and OTHER: MAKES. More than 500 pages of live data 
digested from Manufacturers’ Authorized Manuals. 


ONLY TRUCK INDEX GIVES YOU ALL THIS 

Truck Index gives you detailed, factual information on GVW and 
GCW ratings; chassis diagrams and useful dimensions; road weights; 
payload allowances; weight distribution front and rear for body 
and chassis models; standard and available wheelbases; standard 
and optional tires, wheels, and rims; standard and optional springs, 
brakes, transmissions, front and rear axles, etc.; frame dimensions, 
material, and strength factors; data on cooling, electrical and steer- 
ing systems; engine specifications; cab details; standard and optional 
equipment. 

TRUCK INDEX PUTS YOU AHEAD OF COMPETITION 

. . » Adds “KNOW-manship" to your Salesmanship 

Truck Index gives you COMPARATIVE FACTS for effective truck 
selling. It’s handbook-size for easy carrying and constant, quick 
reference . . . loose-leaf so you can keep it up-to-date. We send you 
new data sheets covering new models and specification changes for 
12 MONTHS WITHOUT EXTRA CHARGE! 


SUBSCRIBE NOW ON OUR 
MONEY-BACK GUARANTEE 
Use TRUCK INDEX for 7 days. If not 


satisfied it will help you in selling, return 
in good condition for IMMEDIATE 
FULL REFUND. 


SUBSCRIPTION RATES 
Each subscription includes durable 
multo-ring binder and 12-months Data 
Revision Service. 













































es $12.50 each 
see 11.00 each 
eee 10.00 each 
10 or more.............. - 9.50 each 
Check or money-order. No C.0O.D. 
TRUCK INDEX, INC. 


Box 622, Main Post Office 
San Francisco 1, California 
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SERVICING RADIATORS” 


That's the record of Jack Fagan, Inc. 


n 8 Months! 


Delavan, Wisc. (Pop. 4,007) 


LITTLE SPACE REQUIRED 
8x8 Ft. will start you 


INVESTIGATE THE HUGE PROFIT POTENTIAL 


IN AN INLAND RADIATOR DEPARTMENT! TRAINING 


SCHOOL 


Practical factory 
school trains you or 
your man in 4 weeks 
or less. Cleaning, re- 
pairing, recoring, 
pricing, merchandis- 
ing — everything! 
Hundreds of gradu- 
ates are now expert 
radiator repairmen 
FREE to Inland cus- 
tomers! 






Jack Fagan says: “Our investment in Inland 
Radiator Servicing equipment sure paid off! 
Over $10,000 the first 8 months! One man han- 
dles the entire department, set up in a former 
car wash stall!’ 

Edwin Schadt of Town Auto Co., Allentown, 
Pa., made over $13,199 in one year! Many 
others, all over the country, net $500 to $2000 
a month! 

Just Think! 20,000,000 radiators require serv- 
icing yearly. Inland equipment enables you to 
do professional work . . . use easy, fast produc- 
tion methods .*. . make Big Profits! 


= | 


Pa i 1108 Jackson St., Omaha 8, Nebr. 
nd today for Free Booklet, os 5 99 
“Blueprint For Profit,” with Please send free booklet ‘‘Blueprint for Profit.’ 
letters from many customers, 


oquemens, prices and details I FIRM 





| 





; unique “Pays -For-Itself” PLEASE PRINT 
= | ADDRESS a 
INLAND Mfg. Co. i city_ ___ ZONE__ STATE 
1108 Jackson St., 
Omaha, 8 Nebr. 1 - a 


0 Beater, ache of car colt... 
Are you now operating a radiator shop [] Yes [] No 
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A Broker Looks at Auto Field .. . 
a FR 


On Dealing for Dealerships 


(Continued from Page 1) 
the used-car and service ends of 


it. 

“In 1952, the situation began to 
level off and some of the weaker 
dealers began getting out. In 1953, 
the market became still rougher 
and more of the ‘short horns’ were 
caught up. The year 1954 was an 
adjustment year in which many of 
the panicky dealers were elimi- 
nated, particularly if they were non- 
competitive or if they failed to ad- 
just their sights to lesser profits. 
But there is still money, and good 
money, in this business.” 

Finding the “right man” is prob- 
ably Klem’s toughest job. Because 
he must be certain that his buyer 
is a better candidate to buy the 
dealership than a man.-the factory 
may nominate. Klem says he fre- 
quently screens his prospects much 
more carefully than the factory 


does. 
+ * 


* 
AT kind of men are sought 
by the factories—and, conse- 
quently, Klem—to take over dealer- 
ships? Here are the primary re- 
quirements: 

1. A man who has been success- 
ful in business thus far, and almost 
imperatively, successful in the auto 
retailing business. 

2. A man who has administra- 
tive experience in a dealership. 
In most cases, this eliminates 
men who have been solely serv- 
ice managers, parts Managers or 
salesmen. 

“A surprising thing is that men 
who have merely a_ salesmen’s 
background will fail 99 percent of 
the time as dealers,” Klem said. “I 
think a dealership has four prin- 
cipal parts—administration, service, 
new-car sales and used-car sales— 
and it’s vital that a man be ac- 
quainted with all of these.” 

3. A man between 30 and 45. He 
elaborated: “The factories want 
young, hungry men. They feel, also, 
that if a good man is going to be 
successful, he’ll do it before he 
reaches 50. Some people feel that 
the factories are too demanding 
and that they want ‘a 30-year-old 
man who has 20 years in the auto 
business with $100,000 in savings 
from his earnings.’ ™ 


* 

PREFERABLY, a married man 

* with children. 

5. A man who lives well and who 
has his sights set high enough. 
Klem said that it’s very important 
that a prospective dealer be a man 
who keeps up a good front and one 
who dresses well, eats well, enter- 
tains well, tips well, drives a good 
car and lives in a good home. As- 
serted Klem: 

“I remember one fellow who 
lost out on the purchase of a deal 
merely because he did not have 
sights set high enough. He told 
the factory man that he thought 
he could work the dealership up 
to the point where he could make 
$10,000 a year.” 

6. A man with education, not be- 
cause a college education will have 
any specific value to an auto dealer, 
but because the possession of an 
education generally indicates that 
the man is of somewhat higher 
caliber. 

7. A man who will fit into the 


‘ community. Klem declared: “Tf it’s 
a small-town dealership, you need 


Precision Die-Cast 


Triple chrome plated for tastin 
beauty. Original designs. Sketc 
submitted for your approval. Quan- 
tities as low as 100 may be or- 
dered. Choice of exclusive adhesive 
backing, or standard fasteners. 


Free sample and prices on request. 


2. aa 
PRECISION CAS 
2°th & McKean Sts. 
Phile. 45, Pa., Dept. A 


a man with a small-town back- 
ground; big-town dealership, big- 
town backgrotind. In 90 percent of 
the cases where you take a man 
from Detroit, even though very suc- 
cessful, and install him in a small- 
town dealership, he’ll fail. 
* 


—— aggressiveness and com- 
petitiveness that make for suc- 
cess in a large city can very well 
produce complete failure in a vil- 
lage. 

“The small-town dealer must 
be able to adjust to the slower 
pace and he must like the farmer 
and small-town people. I remem- 
ber one metropolitan dealer who 
moved into a small town. The 
first thing he did wag to join the 
country club in a city 30 miles 
away and he cooked his goose 
right there, although it took a 
year before he could read this 
conclusion in his balance sheet.” 
According to Klem, the source of 
@ man’s money is important. In all 
cases, at least a quarter of the re- 
quired sum must be the prospec- 
tive dealer’s. It can’t be a loan. 
However, if a man’s relatives give 
him the money, without specifying 
interest or a pay-up date, the deal 
can be approved. Klem told of one 
deal in which an outsider loaned 
the money to an aunt who “gave” 
it to the prospective dealer, who 
had nothing. 

He credits the factory financing 
organizations, GM’s Motors Hold- 
ing division, Ford’s Dealer Devel- 
opment office and Chrysler’s Dealer 
Enterprises department, with 
bringing in some fine dealers. Klem 
asserted: 

* * 7 
‘7FHESE outfits have started a 
lot of very worthy young men 
who would never have had the fi- 
nances, otherwise.” 

He said Motors Holding and 
Dealer Enterprises will loan a 
prospective dealer up to 75 per- 
cent of the needed money, in- 
cluding working capital, and that 
Dealer Development will loan up 
to 80 percent of this sum. 

The dealer-financing firms have 
these rules in common: 

1. Although it’s an _ unwritten 
rule, financing is usually limited to 
larger dealerships (300 or more cars 
a year). Apparently, it is believed 
that the corporation’s money can 
best be spent (and watched) by 
investing in big-volume operators. 

2. The financing firm receives 
Class A (voting) stock and the 
dealer holds Class B (non-voting) 
stock in the dealership. In effect, 
this makes a general manager out 
of the dealer, until the debt is paid. 
* * * 


3 THE debt to the financing com- 
* pany must be paid out of prof- 
its. It cannot be borrowed. On the 
average, these loans are paid off in 
4% years, Klem said. 

In answer to the question, 
“How much does a dealership 
cost?” Klem cited these dealer- 


ships as typical: 

1. A single-point dealership in a 
town of 20.000 people or less — 
$25,000 to $50,000. 

2. A single-point dealership in a 
town of 20,000 to 50,000 people— 
$65,000 to $75,000. 

3. A metropolitan dealership — 
$75,000 to $400,000, although a deal 
costing $750,000 is occasionally sold. 

* 


LEM said that a dealership’s 

buildings and other real estate 
present a big problem because the 
property tends to boost the cost of 
the dealership out of sight, in pro- 
portion to the possible return. 

He estimated that 50 percent 
of the dealers own their build- 
ings today, but relatively few 
dealers sell their buildings when 
they sell their dealerships. 

“In most cases,” he said, “we in- 
duce the dealer to lease the build- 
ing to the new men, providing a 
very nice income, or We persuade 
him to set up a trust fund, possibly 
leaving the income to his children 
or some organization.” 

A surprising fact is that the 
make of car sold by a dealership 
is a negligible factor in establish- 
ing a dealership’s price. 

* x * 


LEM, who sold other real es- 
state for many years, said that 
the auto retailing business is 


unique because the sale price ig- 
nores (a) which product is sold, 
(b) how much goodwill has been 
built up, (c) how much potential a 
company has and (d) almost every 
other intangible element. 


A dealership’s cost consists of: 

1. The fixed assets (equipment, 
tools, hoists, machinery, vehicles 
and signs) based on their depre- 
ciated book value or their ap- 
praised value, whichever is 
greater. Roughly, the depreci- 
ated book value is the value re- 
ported to the U. S. Treasury 

Dept. 

2. The current factory price of 
the parts and accessories. 

3. The invoice price of the new 
cars in stock and the wholesale 
price of the used cars in stock. 

4. The accounts receivable 
(money owed the dealership) minus 
the firm’s liabilities. 

* * * 


= said nothing can be 
charged for the intangibles, or 
“blue sky,” and if a factory learns 
of such payment, the sale will be 
turned down. Nevertheless, he said 
there are rare cases in which a 
buyer will pay $20,000 to $75,000 
under the table for a choice deal. 

He mentioned a couple of cases 
in which the buyer offered to pay 
for “blue sky,” only to renege 
after the sale is completed with 
this explanation: 

“The factory people suspect that 
I’m paying you off under the table 
and they have threatened to cancel 
the sale if I do, so I won’t be able 
to pay you that extra $25,000.” 

This gives the seller the choice 
of forgetting the $25,000 or having 
no sale. He usually chooses the 
former. 

Klem said the factory reasoning 
on this is that the new dealer 
should be as financially strong as 
possible, and that he can do this 
by paying the minimum for the 
dealership. 


* = * 
LEM added that this same rea- 
soning is responsible for the 
opposition which some factories 
have to dealership brokers, like 
himself. 
He said that he feels he makes 


Cushman serves 
the automotive 
world 






total 
operating 
cost just 

%¢ per mile 


You make automotive service calls 
quickly and economically with the 780 
Truckster. If you want to take the auto 
back to the shop, simply tow the Truck- 
ster with its extra-strong tow-bar. 


Auto servicing is only one of hundreds 
of uses you'll find for the 780—offering 
500 pound payload capacity in all-steel 









PR Award— 


Top award in 


the state association 
category in the 1954 public relations 
award competition sponsored by NADA 
was won by the Michigan Automobile 
Dealers Assn. Kenneth Hathaway (left), 
president, accepts the bronze plaque from 
Walter B. Cooper, chairman of the NADA 
public relations committee. 


a real contribution to the transac- 
tion by bringing the two individ- 
uals together, by screening and in- 
vestigating the prospective buyer 
and by doing much of the prelim- 
inary work and traveling. 
Although factories are becom- 
ing more cooperative, Klem 
f admitted that General 
Motors refuses to approve any 
sale in which a broker is known 
to be involved. He said the Ford 
division, Lincoln-Mercury and all 
Chrysler divisions are relatively 
cooperative and that DeSoto is 
“extremely cooperative.” 

He recalled that some of the Lit- 
tle Three representatives had occa- 
sionally called him for prospective 
dealers, but that he now restricted 
his activity to Big Three dealer- 
ships because “these are hard 
enough to sell” and because the 
Little Three factories have inten- 
sive dealer drives of their own. 

* of 7” 


Fror his services, Klem receives 
10 percent of the price of the 
dealership. He said this was rea- 
sonable since “The national] real 
estate board recommends a mini- 
mum of 10 percent commission for 
the sale of personal property.” 

A dealership can be listed ex- 


78 
TRUCKSTER 


pickup box; famous Cushman Husky 


4-cycle 5 HP engine; automotive type 
transmission and differential; three 
speeds forward and one reverse. 
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USHMAN MOTOR WORKS, inc. 


clusively with a broker for six 
months, or it can be listed non- 
exclusively. An exclusive listing 
requires that Klem be paid his 

10 percent regardless of who sells 

the dealership during the six- 

month period. In a non-exclusive 
deal, Klem is paid only if he sells 
the business. 

Noting that he had been cheated 
out of only one commission in. five 
years, Klem remarked, “By and 
large I have found auto dealers to 
be the most trustworthy people I’ve 
ever worked with. They’re keen 
competitors, but not crooks. Many 
of them have acquired bad repu- 
tations simply because they must 
deal close or lose money.” 


Klem said he got more than 80 
percent of his buyer and selling 
prospects from Automotive News. 
He added that one of his first 
Automotive News classified ads, 
which cost him $11.20, netted him 
a $5,000 commission several weeks 
later. 

* * * 
HE DECLARED that he is now 
restricting his traveling to 
areas north of the Mason-Dixon 
line and east of the Mississippi 
River. 

He also said that he is now con- 
centrating on small-town dealer- 
ships, rather than metropolitan 
deals, because: 

1. The larger deals require too 
much money. 

2. The larger deals are too com- 
petitive. 

3. The single-point dealership 
earns a much better net profit per 
unit than the metropolitan dealer- 
ship. He explained: 

“A 1,500 to 2,000-car metropolitan 
dealership will earn less money in 
a@ year than a 500-car single-point 
dealership. For more investment, 
more headaches and more work, 
the big-city dealer nets less profit.” 

Klem cited a recent factory sur- 
vey that showed small-town dealers 
still making $246 per unit while 
metropolitan dealers were making 


only $44 per unit. 
- 
A BIG factor, he said, is that 
small-town dealers are still 
getting good service absorption 
and that “many big dealers feel 
service is just something they wish 
they didn’t have.” 
When asked which dealerships 
are most sought today, Klem 
(Continued on Page 48, Col. 3) 
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Get the complete story on Cushman’s 
full line of two and three-wheeled light 
vehicles for business and industry. 


ask your dealer for 
FREE demonstration or write 


for literature 





No. 21, Lincoln, Nebraska 





48 


AUTOMOTIVE, NEWS, FEBRUARY 14, 1955_ 





ess tla NileNks 


ARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES - 


age 


es 


TEE 


TFOUNDRY. DIVISION 


ul: 27 


PIMAIN OFFICE 9A Ss FACTURING PLANTS 
CHATTANOOGA 2, TENNESSEE 


ADVERTISEMENT 





Automobile Dealers, New and Used, Attention Please! 


Car S and Boats “Co Together” = losing operations simply be- | 













| your car sales effort. Ie can and should be 
| in addition to it. 


This beautiful new Owens 
cruiser —in your showroom or 
lot —is a real traffic stopper 
ond interest ‘rouser. 
PROVE this to yourseif: 10% of the ad- 
vertising, promotion, management and en D ; 
sales efforts you devote to the sale of | Here's why: Minimum capital investment 
automobiles can, if directed to the boating |— Minimum time investment — maximum 
field, produce very satisfactory extra earn- profits—and pleasure into the bargain. 
ings. : | Here’s why: the Owens line includes 18’, 
Heré’s why: your competition in the boat- 21’ and larger cruisers, listing from $1390. 
ing field is much less severe and aggres- | 


| Here’s why: boat prospects are car pros- 
| pects and owners! The two go well together. 
Here's why: boat business is Big business, 
and it is growing with lightning speed. 








sive. Direct Dealer Franchises are available in 
Here’s why: the 10% additional effort some markets. Your inquiry will receive 
suggested need not be subtracted from! instant attention. Write today! 


OWENS YACHT CO. ¢ 300 STANSBURY ROAD ¢ BALTIMORE 22, MD. 





ADVERTISEMENT 


ATTENTION 


USED CAR DEALERS 
EXPORTERS © AUCTIONEERS 
Fleet Operator in Metropolitan New York area replacing fleet 
annually will sell during March and April 1955 a quantity of 
1954 FORD MAINLINE 6 

4-DOOR BLACK SEDANS 


All have low mileage and are considered in 
excellent condition. Some have radios and extras. 
Cars will be offered for sale in lots of about 
20 units on an “as is, where is, any or all basis.” 


lf interested in receiving bid papers, write 
Box 57, 217 7th Ave., New York 11, N. Y. 








What’s Needed to Operate Today... 


Broker Gives the Dope 








ee 


idea who would want a car oiitlet, 
Finally, I put a small ad in ga 
local paper and was immediately 
swamped by 150 telephone «alls, 
This indicated to me that there 
must be something to this business, 
| and there really is.” 








On Dealing for Deals. —====— 


(Continued from Page 417) 


said it varied with the individual. 

However, he made these obser- | 

vations: 

1. Some buyers are “in love with 
one certain car.’ Others simply 
want the dealership where they can 
make the most money. 


2. A Cadillac-Oldsmobile business 
is probably the most desired. But, 
Klem said, “these Cadillac dealers 
are not all making $1,000 on every 
car, as is generally believed.” 


3. Ford and Chevrolet dealerships 
have traditionally been the most 
valuable deals. However, the fac- 
tory pressure which has accom- 
panied the recent drive for sales 
supremaey has greatly reduced the 
desirability of both franchises. 


* * * 


4, A SURPRISINGLY large fac- 
* tor is the dealership’s closeness 
to a parts depot. A nearby parts 
depot makes possible a much 
smaller parts inventory, thereby 
reducing the original investment 
by thousands of dollars. 


5. The repairs and improvements 
needed at the dealership. 

6. The tax situation of the firm. | 
Sometimes, an attractive depre- 
ciation situation can make a 
dealership very worthwhile. 

7. A too-large parts inventory. 
Klem mentioned one dealer whose 
firm was virtually unsalable be- 
cause he had unnecessarily accu- 
multed $100,000 in “bolts and 
nuts.” 

8. Whether the shop is union- 
ized. Klem claimed that many shops 





cause they are organized and there- 
fore prospects are reluctant to buy 


them. 
+ + ca 





9 KLEMM said his personal pref- 
* erence was a Chevrolet-Buick 
dealership in a small town. 

10. He added that all dealer- 
ships have become much harder 
to sell during the past 12 months 
because “people are just reluc- 
tant to get into this dog race.” 

11. However, good, clean deals 
are still much desired. Klem has 
one client who will pay him $25,000 | 
if he can find a certain deal in a) 
certain area. Geographical location 
is a large factor. 

One $750,000 dealership which | 
Klem is attempting to sell has these | 
assets: Real estate, $450,000; new 





|and used cars, $125,000; fixed as- 


| 





| 


| 





'C.LT. Executive, 


Senator to Speak 


‘At La. Convention | 


NEW ORLEANS.— A. G. Rude, 
senior vice-president of Universal 
C.LT. Credit Corp. and Senator) 
Russell B. Long, Louisiana Demo- | 
crat, will be the principal speakers | 
at the 18th annual convention of the | 
Louisiana Automobile Dealers Assn. 
here at the Hotel Roosevelt Feb. | 
28-March 1, according to William 
J. Cleveland, president. 

Rude’s opening-day subject will 
be, “Your Business Can Be Prof- | 
itable.” Long will speak on the 
second day. 

Other speakers will be Fred | 
Preaus, chairman of the Louisiana | 
Board of Highways; Rufus Fonte- | 
not, collector of revenue; Brown 
Fortier, NADA director from Lou- 
isiana, and Frank Ellis, LADA gen- 
eral counsel. 

A style show, cocktail parties, en- 
tertainment and door prizes will be 
other attractions of the convention. | 





New Wolverine Depot 


MINNEAPOLIS, Minn.—A new 
mill depot has been opened here by 
Wolverine tube division of Calumet 
& Hecla, Inc. The depot will stock 
copper water tube, automotive tube 
and refrigeration tube. 


REPLACEMENT 








Stee CARPETS 
counts receivable, $50,000. 
* ” * 
ESIDE ’ 
DES the purchase price FOR ALL 


Klem said that the factories re- 
quire a buyer to have working cap- 







ital of about $100 it of th e 
masts cain. hich fs eaaeeal- Lincoln-Mer cur y 
mately what the firm sold the pre- MODELS 


$125,000, and ac- 


ceding year. This requirement 
amounts to 50 to 75 percent of the 
price of the dealership. 

Of course, coloring every aspect 
of dealership sales is the shadow 
of the factory, which, by its power 
to veto a prospective dealer, is the 
virtual dictator in the situation. 

Asked how he started in the 
dealership brokerage business, 

Klem said, “Back in 1949, when I 
was selling real estate, a tiny 
dealer in a northern Michigan 

city wrote me that he had a deal- 
ership to sell. 

“Well, I took it over but had no 


Ford to Build 
Chassis Plant 


DETROIT.—Ford Motor Co. has 
awarded Albert Kahn Associated 
Architects & Engineers, Inc., a 
contract to prepare working draw- 
ings for a new chassis parts plant 
to be located in Sterling Township, 
north of here. 

J. A. MacAlarney, director of 
Ford plant engineering, says exca- 


Every Model Lincoln 
or Mercury 
1948 - 1955 





Finely made 
of equal-quality 

material as your 
original . . . and rein- 
forced with felt (ozite) under pad. In 
gray, blue, brown, black, green, taupe 
or maroon. 


UP TO 60% BELOW FACTORY LIST. 






vation at the 157-acre plant, at| JUST LOOK AT THESE LOW PRICES. 
Mound Rd. and Seventeen Mile Rd., Front Carpets: $15 (Plus 8% Tax) 
will start in May. He estimates Rear Carpets: $13 (Plus 8% Tax) 
construction will begin in mid- | Maroon and Blue Front $2. extra: 
summer. | Rear $! extra 


Production is expected to com- | All other makes also available 


mence early in 1957. Ford is work- 
ing with township officials to 
secure water for the plant and to) 
arrange for sanitary waste disposal. | 


Wash. Gas Tax Record 


OLYMPIA, Wash.—A record Jan- 
uary collection of $4,247,670 in gas- 
oline taxes has been reported by 
the Washington director of licenses. 
Previous high was $3,982,255 for | 
January, 1954. 








NEWARK 


AUTO TOP 


80 CENTRAL AVE., NEWARK, N. J. 
Dept. BL-155 
Manufacturers of: 
® Seat Covers © Convertible Tops © Carpets 











One-Man 


Removal and Replacement of 
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MANZEL TRANS-LIFT 


Permits one man to remove or replace 
the heaviest transmission. Exclusive 
rotary adjustment pivots transmission 
around the center line, not below. This 
eliminates further vertical and lateral 
adjustments — simplifies aligning bolts, 
dowels, splines and drive shafts — com- 
pensates for variations in spring super- 
vision, hoist or floor. For post or pit- 
type installations. Adaptors available 
for all automatic transmissions. 


MANZEL TRANS-LIFT JR. 


Makes removal and replacement of 
transmissions a simple, one-man job in 
limited working areas where cars are 
mounted on axle stands. Rotary adjust- 
ment and all the other convenient 
Trans-Lift Features are included in this 
sturdy, floor-hugging job. Four ball- 
bearing caster wheels provide free 
movement. Pumping while under car is 
simplified by easy acting pump handle 
that swivels readily in all directions. 


Write today for Complete Information 
Jobber Inquiries Welcome 





DIVISION OF FRONTIER 
INDUSTRIES, INCORPORATED 
341 Babcock Street, Buffalo 10, N. Y. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 





Week Week Jan. 1 Jan, 1 
Ended Same Ended Feb., to to 
Feb. 12, Week, Feb. 5, 1955, Feb. 13, Feb. 12, 
1955 1954* 1955* to Date 1964* 1955 
AMERICAN MOTORS _ 3,215 2,237 2,795 5,618 14,482 13,075 
NOUR: ctabteicencevcsmosisvous 1,040 636 1,037 1,979 2,714 4,954 
SED. sibculounbigltinnredss 2,175 1,601 1,758 3,639 11,768 8,121 
CHRYSLER CORP. .... 31,925 12,124 31,912 57,292 90,440 185,074 
ENED, vevssteiscveevicvvisuic’ 4,500 2,841 4,296 1,956 16,130 25,426 
DeSoto 3,400 1,232 3,468 6,188 11,403 19,657 
Shia Toasts fuss erent 7,625 1,897 7,645 13,745 14,482 46,542 
Plymouth ......0.00............ 16,400 6,154 16,503 29,403 48,425 93,449 
FORD MOTOR. ........... 44,115 35,988 43,323 79,857 227,252 258,907 
a 34,640 28,531 34,302 63,042 176,159. 206,803 
Lincoln .. 925 982 896 1,680 6,593 4,586 
oo: 8,550 6,475 8,125 15,135 44,500 47,518 
GENERAL MOTORS . 82,890 55,040 80,674 147,428 318,771 474,923 
__ _ ae 15,700 10,805 16,153 28,857 58,645 91,284 
Cadillac ..... 3,825 2,267 3,199 6,381 8,312 20,516 
MND <cevedidbvces.<eiaities 39,400 26,062 36,882 68,662 168,951 223,179 
Oldsmobile ............. 12,165 8,414 12,139 21,887 34,927 70,303 
Pontiac ................ ; 11,800 7,492 12,301 21,641 47,936 69,641 
KAISER MOTORS .... 325 537 304 532 1,352 1,663 
Kaiser ............. iN 212 iit, | 5 athe BS - ae 
Willys ... 325 325 304 532 837 1,663 
S-P CORP. 5,710 2,411 5,257 9,114 20,925 25,904 
Packard . ewe 1,690 sviseous 1,581 2,092 5,130 7,085 
Studebaker . oe 4,020 2,411 3,676 7,022 15,795 18,819 
Total Cars, U. S. 168,180 108,337 164,265 299,841 673,222 959,546 
*Revised : - 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week dan, 1 dan, 1 
Ended Same Ended Feb., to to 
Feb. 12, Week, Feb. 5, 1955, Feb. 13, Feb. 12, 
1 1954* 1955* teDate 1954* 1955 
CHEVROLET ................ 300 6,964 2,869 2,611 44,830 28,315 
DIAMOND T .................. 80 64 73 142 408 455 
ceca cecal cts 60 80 60 108 482 360 
DODGE 1,550 1,919 1,588 2,798 11,179 10,320 
FEDERAL siti ease ee eee 241 aici 
ee EE SD 7,970 6,301 7,933 15,6438 43,815 47,991 
SN esd hs vekicraspensccnibes 55 1,617 919 533 11,973 6,518 
INTERNATIONAL .... 2,365 2,181 2,297 4,212 12,693 13,265 
MACK ......... 230 102 222 404 698 1,258 
I pic anc cnses 90 241 716 148 1,409 522 
STUDEBAKER. ............. 450 264 420 7186 603 2,473 
WHITE .............. 230 235 236 412 1,442 1,378 
I aca ac aisiaslioicd 1,635 1,227 1,635 2,759 7,936 9,379 
MISCELLANEOUS 95 189 92 168 1,256 575 
Total Trucks, U.S... 15,110 21,424 18,425 30,724 138,965 122,809 





Total Cars, Trucks, 











MME lehisace. nic yscscaseosiceck 183,290 129,761 182,690 330,565 812,187 1,082,355 
Total Cars, Trucks, . ae 

TNR asncseicescccc0s--...0 7,433 10,120 7,112 13,185 56,360 41,894 
Grand Tctal, aig ii 

Cars and Trucks, 

U. S. and Canada....190,723 139,881 189,802 343,750 868,547 1,124,249 | 





*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel | 


Drive, Sterling, Nash, etc. 


N.B.: All U. S. totals include cars and trucks for military orders. 





Car Tire Shipments Drop 
2% Percent in Year 


NEW YORK.—Manufacturers’ | 


units shipped in 1953, according to 


shipments of car tires in 1954|/the Rubber Manufacturers Assn. 


amounted to 77,717,276, a decrease 
of 2.58 percent from the 79,778,745 


Power ‘Assists’ 
In High Demand 
On °55 DeSotos 


_ DETROIT.—The highest demand 
in history for optional “assist” units 
on 1955 Fireflite and Firedome 
models was reported last week by 
DeSoto. 

DeSoto sales show nearly 70 per- 
cent choice of power brakes and 
steering, and over 98 percent Pow- 
erflite automatic transmissions, 
said J. B. Wagstaff, sales vice-pres- 
ident. 

Wagstaff said this accurately re- 
fiects customer preference because 
DeSoto factory orders are built en- 
tirely to dealer specifications. 

These figures compare, added 
Wagstaff, to 44 percent power 
brakes, 50 percent power steering 
and 97 percent automatic transmis- 
sions chosen on 1954 models. 


Production of car tires in 1954 
totaled 76,805,822, against 81,430,- 
817 the year before. Inventories 
at the end of last year also were 
down 6.25 percent to 12,228,300 


| casings, compared with 13,043,064 


in 1953. 


Shipments of bus and truck tires 
in 1954 amounted to 12,528,898 units, 
or 15.85 percent below the 14,888,600 
casings shipped in 1953. Production 
at 58,398,417 units was 21.53 percent 


below the previous year’s total of 


74,425,063. 

December shipments of car tires 
totaled 6,315,406 against 5,758515 in 
November—an increase of 9.67 per- 
cent. 

December shipments of truck 
and bus tires totaled 1,031,263 
units, a decrease of 4.83 percent 
from shipments of 1,083,621 in 
November. 

The industry shipped 2,569,091 in- 
ner tubes in December, compared 
with 2,681,287 in November, a de- 
crease of 4.19 percent. Production 
dropped to 3,201,126 units from 
3,245,539 in November. 


(Continued from Page 4) 


tion to our democratic ideals, 
help build a better nation and a 
stronger free world.” 

Meany and William F. Schnitzler, 
AFL secretary, will be president 
and secretary respectively, of the 
new organization, which as yet: has 
no name. 

Reuther declared, “I am happy 
to step down as president of the 
CIO and join my colleagues under 
the leadership of George Meany.” 

The joint statement added, 
“This agreement will preserve 
the identity and integrity of the 
more than 140 trade unions now 
affiliated with the CIO and the 
AFL. They will continue, under 
this plan, to conduct their own 
individual collective bargaining 
with employers, as in the past. 

“This agreement provides a mech- 
anism for voluntary—not compul- 


sory merger of individual trade 


AUTOMOTIVE NEWS, FEBRUARY 14, 1955 
| AFL-CIO Merger to Cover 15 Million... 


_ Studebaker Labor Row Settled 


unions in the same field. Through 
arrangements to be worked out, 
the members of all affiliated trade 
unions and the general public can | 
be assured that the swift progress | 
made during the past two years 
|toward the elimination of ‘raids’ 
and ‘jurisdictional disputes’ will be 


continued.” 
+ * * 


Strike Vote at Fisher 


SAN WHiLe, labor trouble ap- 
peared last week at the Fisher 
Body division plant in Flint, the 
source of Buick bodies. The Fisher 
workers voted for strike action in! 
|a dispute involving seniority and, 
working conditions. 
A union spokesman, Walter 
| Bird, said the strike action was 
approved, 4,957 to 332. A strike 
would affect 7,000 workers. 
A two-day work stoppage ended 
last week at the Ford division as- 
sembly plant at Atlanta following 
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NADA Public Relations Awards— 








Seven state and local dealer associations which won awards in the 1954 public 
relations award competition sponsored by NADA were honored in Chicago. First | 


awards were won by the Michigan and Ohio dealer associations. Shown (from left) 
are Morris Lipman, president of the Hartford (Conn.) Automobile Dealers Assn.; 
Walter Grabski, president of the Cleveland Automobile Dealers Assn.; P. L. Hunt sr., 
president of the Buffalo Automobile Dealers Assn.; Tom McNeil, president of the|by Opinion Research Corp. 








No Change in Pay Seen 
For Auto Workers 


DETROIT. — Economists pre- 
dicted this week that the cost-of- 
living allowance for some 900,000 
auto workers would remain un- 
changed for the three-month pe- 
riod starting March 1. 

While there has been a slight 
dip recently in the cost-of-living 
index of the Bureau of Labor 
Statistics, it appeared that the 
figure for the period ending Jan. 
15 would not drop below 114.2, 
the dividing line between the 
present six-cent allowance and 
the five-cent allowance. 


rr 
the transfer of a_high-seniority 
worker from one job to another. 
Labeling the walkout a wildcat 
strike, Nick R. Stephens, local 
president, asserted, “CIO-UAW Lo- 


|cal 882 is not involved in the dis- 


pute and is not responsible for the 
walkout.” 
* * * 

GM Denies Stockpiling 
7 week Harlow H. Curtice, 

GM president, denied reports 
that GM was stockpiling cars 
against a possible strike by the 
UAW for the GAW later this year. 

“The cars,” he said, “are going 
into the hands of the public at 
substantially the same rate as we 
are producing them, despite the 
very high level of production cur- 
rently. At no time have we had 
in mind to provide inventory 
against a possible work interrup- 
tion. . 

“We do not plan _ production 
against contingencies of that kind. 
It would be my hope that we would 
resolve our differences at the bar- 
gaining table peacefully, as has 
been our custom = the past. 

7 


CIO Alertness Shown 
AST week Reuther and _ the 
UAW-CIO again showed their 
alertness and ability to exploit all 
advantages by circulating copies of 


an “opinion survey” allegedly ~— 


Arkansas Automobile Dealers Assn.; Walter B. Cooper, chairman of the NADA public |General Motors to determine the 
relations committee; Kenneth Hathaway, president of the Michigan Automobile Dealers | receptiveness of GM workers to the 
Assn.; J. E. Parker, president of the South Carolina Automobile Dealers Assn., and| guaranteed annual wage. 

C. B. Smith, chairman of the Texas Automobile Dealers Assn.'s safety and public 


relations committee. 





which shaved its previous week’s 
| total slightly. 

Ford also was back in the pro- 
duction totals for Canada. The 
Ford assembly plant at Oakville, 
Ont., resumed production Jan. 31 
after settlement of the 113-day 
|strike and built 89 cars and 247 
trucks through the period ended 
Feb. 5. 

Chrysler Corp. was holding its 
production pace at a steady 31,900 
cars a week, making up 19‘ percent 
of the industry’s aggregate. The 
corporation claimed only 11.2 per- 
cent of car outturn in the compara- 
ble week a year ago, when 108,337 
passenger units were produced. 

x * * 





AR output last week topped the 
same week of last year by 155 


asians Heads 


AMA Sales Group 


DETROIT.—N. K. VanDerzee, 
sales vice - presi- 
dent of Hudson, 
has been elected 
chairman of the 
sales managers 
committee of the 
Automobile Man- 
ufacturers Assn. 

VanDerzee has 
been a member 
of the committee 
for the past 5% 
years. He joined 
N.K. VanDertee = udson in 1932, 
and has served as sales vice-presi- 
dent since July, 1949. 








Output Hits Alltime Peak 


W eek’s Volume of 168,160 Cars Tops ’50 Mark; 
All GM Divisions at Record Levels 


(Continued from Page 1) 






| percent and the Automotive News 
production index by 168.1 percent. 
The 168,180 record total eclipsed 
the previous record by 1.4 percent. 

Truck schedules dropped to 15,110 
for the week. This was 18 percent 
|below the 18,425 of the previous 
week and reflected the Chevrolet 
;and GMC decreases. The two GM 
truck-makers look for a resump- 
tion of '55-model volume Feb. 28. 

Although February has given 
the industry its greatest car pro- 
duction week, an alltime record 
month remains an impossibility. 
Continuation of the 168,000 pace 
reached last week at the end of 
| this calendar-shortened month 
would result in a February com- 
pilation of an estimated 651,000 
ears, the biggest February in his- 
tory but below even the 658,902 
| total of last month. 
| There were 717,343 cars built in 
| June, 1950, a 700,000-plus perform- 
ance never equalled before or since. 

GM divisions were rolling along 
at individual record tempos, but 
|the corporation as a whole still 
was amassing less than 50 percent 
jof the industry’s car total last 
|week. GM’s share was 49.3, Ford’s 
26.2, Chrysler’s 19, Studebaker- 
| Packard’s 3.4, American Motors’ 1.9 
and Kaiser Motors’ 0.2. 

Studebaker edged past the 4,000 
mark last week as it gained mo- 
mentum on its Ultra Vista models. 
Nash also scheduled a sizable boost 
to an estimated 2,175. 

In Canada, the AMC plant at 
Toronto reported commencement 
of Hudson output on the same line 
with Nash. 





| schedule are 


Wrote Reuther to 400 universi- 
ties and other interested parties, 
“J am bringing this survey to 
your —— penne oe a =. = 

ion, certain questio 
Jos Shosell or designed 
to elicit answers that could be 
interpreted as damaging to the 
union whether the respondent re- 

lies ‘yes’ or ‘no.’” . 

"ha caenaad, but significant 
step toward peace in the CIO, and 
the proposed unification was ac- 
complished last week when the 
CIO Executive board elected David 
J. McDonald, president of the cIo 
Steelworkers, as & vice-president of 

e CIO. 

oo observers have felt that 
McDonald had quietly opposed uni- 
fication and other Reuther-backed 
moves simply because of his rele- 
gation to a relatively minor posi- 
tion in the CIO. 

Meanwhile, the Canadian Gov- 
ernment has reported that aver- 
age weekly wages and salaries of 
Canadian auto workers rose to 
$80.07 on Nov. 1, 1954, compared to 
$71.62 a year earlier. The auto in- 
dustry employs 18,951 workers. 

It was also reported that average 
hourly earnings advanced to $1.741 
for the 1954 period, compared to 
$1.693 the previous year. The aver- 
age hours of work was 41.7, com- 
pared to 39.3 in 1953. 


Truck Output 


Production through week of 
Feb. 12: 


1955 Pos. Make 1954 - 
1—47,991 Ford 43,815— 
2—28,315 Chev. 44,330-— 1 
3—13,265 LHC 12,693— 3 
4—10,320 Dodge 11,179— 5 
5— 9,379 Willys 7,986— 6 
6— 6,518 GMC 11,973— 4 
1— 1,378 White 1,442— 7 
8— 1,258 Mack 698— 9 
9— 6522 Reo 1,408— 8 
10— 455 Diam. T 408—11 
l1i— 360 Divco 482—10 
12—........ Federal 241—12 
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Oldsmobile Enjoys Best Ever... 


Car Sales Records 
Fall in January 


(Continued from Page 4) 


the old record, set in the final 10- 
day period of July, 1954, by more 
than 250 cars, Wolfram said. 

“This sales record is especially 
gratifying,” he said, “in view of the 
fact that net dealer stocks of new 
cars are less than 10 days’ supply 
at the current selling rate.” 

* * * 
CHRYSLER CORP. 

ETAIL new-car deliveries of 

Chrysler Corp. in January were 
up more than 70 percent from Jan- 
uary, 1954, and within 2 percent of 
the record January deliveries of 
1950, says C. L. Jacobson, vice- 
president. 

That performance made last 
month the second highest Janu- 
ary in the company’s history, 
Jacobson said. 

“The enthusiastic customer re- 
sponse to our new ‘Forward Look’ 
automobiles has been tremendous, 
even though all our dealers are not 
yet supplied with a complete selec- 





Even in Trinidad 
Dealers Grant 
Overallowances 


(Continued from Page 6) 


distributed by truck and trailer to 
the oil fields. 

To give an example of how 
automotive transportation is tak- 
ing the place of fail transport, 
two of the largest sugar makers 
have within the last four years 
found it more economical to ship 
sugar from the factory to the 
shipping point in bulk by dump 
trucks instead of by rail, on 
which it had to be bagged. This 
involves the movement of more 
than 150,000 tons of sugar. 

The oil fields are almost entirely 
dependent on motor vehicles for 
movement of personnel, drilling 
and refining machinery and other 
equipment. 

In the oil fields, the half-ton 
pickup is in high demand, and this 
opens up an opportunity for Ameri- 
ean truck builders, since a com- 
parable vehicle is not obtainable 
from the United Kingdom. Recently 
there has been a rush of oil com- 
panies to obtain permission for the 
importation of pickups from the 
States. 

* * 7 
yas economy of the island also 
depends on trucks to bring sup- 
plies to the outer districts where 
plantations of cocoa, coconuts, cof- 
fee, etc., are located. 

Economy of operation is watched 
closely, and this has brought a 
trend toward diesel-powered vehi- 
cles. The road tax on a diesel is 
twice that of a gasoline vehicle, 
but gasoline carries a tax of nine 
cents a gallon while diesel] fue] is 
not taxed. 

Sales methods are much like 
those in the United States. News- 
paper advertising is used exten- 
sively, as is radio. But there is 
no television and very few maga- 


zines. 

Trinidad dealers, however, have 
additional problems. Spacing of 
shipments must be timed carefully 
with the seasonal market. Buying 
is heavier in the early part of the 
year and the beginning of the third 
quarter. 

Service plays an important 
part. Sales are sometimes affected 
when a shortage of parts occurs. 
This is particularly difficult when 
@ run develops on particular 
items. 

Service and sales training also 
present problems. Lange says the 
climate does not tend to create 
energy, and the West Indian is 
slower in attitude and his standard 
of education on the average is 
lower than that of the United 
States worker. 

Sales training is complicated by 
the fact that most of the three or 
four big distributors on the island 
must carry several makes and 
models, some of English, Canadian 
and U. 8. origin. 


tion of body styles,” Jacobson said. 
© od > 


CHRYSLER DIVISION 


GALES of 1955 Chryslers and Im- 
perials in January increased 
68.1 percent over the corresponding 
period of a year ago, reports E. M. 
Braden, general sales manager of 
the Chrysler division. 

Dealers delivered 13,870 cars last 
month, compared with deliveries of 
8,251 in January, 1954, Braden said. 

Deliveries for the last 10 days 
of January totaled 5,151 new cars, 
an increase of 69.9 percent over 
the same period of last year 
when 3,031 cars were delivered. 

“Chrysler and Imperial sales 
have continued to increase steadily 
every month since their introduc- 
tion, with sales being restricted so 
far only by production facilities,” 
Braden said. 

“Our sales should show a marked 
increase in the coming month due 
to the fact that in January we 
produced 17,470 cars—an increase 
of 64.5 percent over production for 
January, 1954, when we produced 
10,619 cars.” 

Braden said dealers received more 
than 1,000 orders for Chrysler’s new 
300-horsepower model within a few 
days after its announcement. 

* + am 


GENERAL MOTORS 


N MIAMI last week for a show- 
ing of the General Motors Mo- 
torama, Harlow H. Curtice, GM 
president, announced that car sales 
by GM dealers in January totaled 
261,393, highest January sales in 
the history of the corporation. Pre- 
vious high for the month was 218,- 
086 car sales in January, 1951. 
GM’s January retail car deliv- 
eries were 68 percent over those 
of January, 1954. Curtice earlier 
had noted that car production in 
January reached an alltime high 
for any month in GM’s history. 
“Despite our current high rate of 
production,” Curtice said, “the mar- 
ket is so strong that we have not 
been able to provide our dealers 
with a comfortable selling stock.” 


Hudson to Hold 
Divisional Parleys 
Starting Today 


DETROIT.—Hudson will hold 
three divisional meetings for zone 
personnel, according to N. K. Van- 
Derzee, sales vice-president. 

Zones in the eastern division will 
meet in New York at the Sheraton- 
Astor Hotel, Feb. 14-15; central di- 
vision in Chicago’s Sheraton Hotel, 
Feb. 17-18; and western division in 
San Francisco at the Mark Hop- 
kins Hotel, Feb. 21-22. 

“The meetings will cover the 
sales planning, advertising, mer- 
chandising and service programs 
for the 1955 Hudson Hornet, Wasp 
and Rambler series,” VanDerzee 
said. 

Phases of the program will be 
outlined by VanDerzee; C. A. J. 
Hadley, sales manager; G. R. Brow- 
der, director of advertising and 
merchandising; W. S. Milton, as- 
sistant sales manager; H. C. Levis, 
merchandising manager, and R. J. 
Flick, assistant merchandising 
manager. 


*‘Skidless’ Brake Tested 


By Auto Manufacturer 


MEADVILLE, Pa.—A brake that 
the designer. claims will stop an 
automobile without skidding, even 
on ice, is under consideration by a 
producer of airplane brakes and is 
being tested by an auto maker, ac- 
cording to Meadville Research 
Corp., developer of the brake. 


Dura-Bond Rep 


DETROIT. — Automotive Prod- 
ucts Distributing Co. has been ap- 
pointed warehouse distributor for 
Dura-Bond Engine Parts Co. cam- 
shaft bearing and cylinder sleeves. 
Arthur Watson will be in charge of 
sales and distribution throughout 
Michigan. 








CLASSIFIED TeV be AD DEPARTMENT 


Reaching an estimated 150,000 readers engaged in all branches of the automotive industry from Maine 
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HELP WANTED 








AUTO SALESMEN 


Michigan's largest Dodge and Plymouth 
Dealer wants two highly seasoned men. 


WILL GUARANTEE 


$150 PER WEEK 
Plus Many Benefits and Bonus Plan 


Call or Write Bert Simons 
IMMEDIATELY! 
at TAYLOR'S, INC. 


19711 Livernois Detroit 21, Mich. 





SERVICE MANAGER by large midwestern 
dual General Motors dealer, doing big 
volume of business. We desire someone 
thoroughly experienced in servicing Gen- 
eral Motors automobiles—someone who 
has been experienced in handling a large 
volume of service business and who can 
control his nen. Excellent opportunity 
for right party. Furnish photograph and 
letter, giving complete history, back- 
ground and age, stating present employ- 
ment and salary. All replies will be held 
strictly confidential. Box 4594, c/o Au- 
tomotive News, Detroit 26. 


LIVE IN THE KINGDOM of the sun. 
Make Ocala in Marion County, Florida, 
your new home. This is central Florida’s 
fastest growing city, located in the cen- 
ter of Florida’s cattle industry, citrus 
industry, trucking industry and mining 
industry. Opportunity for top notch ex- 
perienced automobile salesman of new 
and used cars. Top market. Earnings 
unlimited. Immediate opening. Imperial 
Motor Co., P. O. 1012, Ocala, Fia., 
‘Plymouth, Chrysler and Imperial 
dealer.’’ 


SERVICE MANAGER wanted for GMC 
truck dealership in fastest growing com- 
munity in the southwest. Excellent op- 
portunity and pay for young, aggressive 
man with several years’ experience as a 
service manager. In replying, please give 
full particulars and enclose r2cent photo- 
graph. Box 4595, c/o Automotive News, 
Detroit 26. 


OFFICE 
MANAGER 


Full charge of accounting department. 


Large Chevrolet dealer south Florida. 
Excellent opportunity to grow with 
rapidly expanding organization. Box 
4569, c/o Automotive News, Detroit 
26. 





FIELD SALES REPRESENTATIVE 
wanted. Leading foreign car importer 
offers outstanding opportunity to capable 
field representative. Experience in con- 
tacting dealers or similar background 
preferred. Some travel involved. Prefer 
married man between 30-40. Resident 
New York area. Box 4596, c/o Automo- 
tive News, Detroit 26. 


ALLY YOURSELF with one of the top ten 
Buick dealers in America. Our salesmen 
earn in excess of $10,000 per year. Com- 
missions run as high as $180 per car. 
We want only top volume producers. 
State your past employment sales record 
and references. Address replies Sales 
Manager, Covert Automobile Co., Austin, 
Texas. 


BUICK PARTS MANAGER — Southern 
California coastal city. 1600 car dealer- 
ship. We want a merchandiser with 
proven ability. Box 4579, c/o Automotive 
News, Detroit 26. 


SALES MANAGER, age 30-40 preferred, 
for excellent opportunity Nation’s best 
midwest city of 100,000. Salary and 
bonus. Write or wire. Box 4593, c/o Au- 
tomotive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Autemotive News will not divulge the 
name of any classified advertiser using a 
bex number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you weuld not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediatety to the advertiser. 





HELP WANTED 


AUTOMOTIVE 
(Mechanical) 
ENGINEERS 


For company's Equipment En a 
Division located in New York City. Mi or 
— 5 aeiee” ane? designing, se- 
ecting, specifying and/or supervising 
operations of either: 


Automotive Equipment 


Requires thorou, knowledge of 
capabilities construction of 
heavy, apodiuas and light off-road 
automotive equipment. 


Construction Equipment 


Requires og knowledge of 
capabilities and construction of 
crawlers, rubber tired tractors, 
shovels, cranes, ait compressors, 
welding machines, pa mixers, 
spreaders, fork lifts and. similar 
equipment. 
Must be capable of preparing specifica- 
tions for oe, economic and engi- 
a ee selection and guid- 
= = and inspection of either of 
two kinds of equipment specified 
ao 
nl tile full particulars regarding 
persona and work experience. 
taclucde’ telephone number 


Recruiting Supervisor, Box 12 


ARABIAN AMERICAN 


OIL COMPANY 
505 Park Avenue 
New York 22, New York 





GENERAL MANAGER. One capable of 
hiring, training, directing and supervis- 
ing salesmen for a Dodge-Plymouth 
dealer. Southern city with annual new 
car potentiality of 600. Must be experi- 
enced with proven record of sales ability. 
Salary and profit sharing proposition to 
the right man. Box 4581, c/o Automot've 
News, Detroit 26. 


OFFICE 
MANAGER - 
ACCOUNTANT 


A real opportunity for an am- 
bitious young man 25 to 35 
years of age with experience 
in General Motors dealers ac- 
counting. 


Write direct for application 
to the 


Cochrane Chevrolet Co. 
601 STATE STREET 


Bridgeport, Conn. 
Attentien Mr. John Van Gemert, 
General Manager 


“All replies held in strictest 
confidence" 


SERVICE MANAGER for Dodge-Plymouth 
agency in southern city; annual new car 
sales volume, 600 units; service poten- 
tiality, $15,000 per month in labor sales. 
Excellent facilities. Wonderful oppor- 
tunity for a good, capable, aggressive, 
hard-working, productive service man- 
ager. Box 4580, c/o Automotive News, 
Detroit 26. 





AUTOMOTIVE SALES 
OPPORTUNITY 


Nettenaty known automotive parts manufac- 
turing distributor wants salesmen who are 
interested in building a secure future with a 
long established national organization with 
@ Dun and Bradstreet rating AAA-!. Previous 
experience as parts manager, assistant parts 
manager, parts jobbers’ salesmen or factory 
representative in automotive lines desirable. 
We pay our top salesmen commissions in 
excess of $10,000 annually. The men we want 
must be hard working end ambitious between 
25 and 45. He must have a car and be able 
to finance himself for 60 days to travel a 
territory calling on auto dealers. Your reply 
must include age, full experience and educa- 
tion. All replies confidential. 
Box 460!, c/o Automotive News, 
Detroit 26 








HELP WANTED 


SALESMEN — ONE or two experienced 
Dodge-Plymouth salesmen with proven 
sales record. If you can qualify write 
today to Madison Motors, Inc., Madison, 


FLEET SALES 
MANAGER 


One of the largest authorized Chevrolet 
dealers in metropolitan New York has 
unusual opportunity for a real take-charge 
man. One whose established sales record 
proves he can ¢lose sales, train and direct 
salesmen. Attractive salary and profit. 
sharing arrangement for top flight man. 


Box 4604, c/o Automotive News, 
Detroit 26 








POSITION WANTED 











ATTENTION! MR. Southern Dealer, 20 
years active auto experience at your 
service. Man, 47, past eight years own 
successful used car business—N.Y.C. Pre- 
viously general manager — Studebaker 
agency. Thorough buying and appraisal 
experience used cars—financing, controls, 
office management. Full knowledge re- 
pair shop and body work. Willing to take 
complete responsibility with view to 
wards interest in business with invest- 
ment later on. Prefer locate south Florida 
due to wife’s health and welfare two 
children. Box 4592, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER - treasurer. Experi- 
enced, middle aged man, desires connec- 
tion with small or medium General 
Motors dealership. Will manage or invest 
and eventually buy. Experience includes 
accounting. auditing and financial man- 
agement. Twelve years in present posi- 
tion with General Motors dealership. Ex- 
cellent health, family man, sober and 
conscientious. Best of references. Fac- 
tory approval. Box 4583, c/o Automotive 
News, Detroit 26 


GENERAL MANAGER FOR FORD or GM 
dealership. Prefer town of 25,000 and 
up. College, married, 35 years old, ag- 
gressive, solid background, ten years’ 
experience sales management with top 
selling car manufacturer. Excellent ref- 
erences. Looking for real opportunity in 
retail automotive management. Box 4561, 
c/o Automotive News, Detroit 26. 


SERVICE MANAGER, manager—18 years’ 
experience, General Motors, Chrysler, 
Kaiser. Customer relations improved and 
maintaired. Most experience managing 
factory branch and distributorship. Also 
experienced as independent insurance ad- 
juster. Box 4545, c/o Automotive News, 
Detroit 26. 


PARTS MANAGER. Fifteen years’ experi- 
ence as manager of Chevrolet, 
Oldsmobile and Cadillac dealerships. De- 
sires permanent position with aggressive 
dealership. Age 33, married. Best of ref- 
erences. Box 4597, c/o Automotive News, 
Detroit 26. 


PARTS MANAGER POSITION WANTED. 
Reliable family man, 10 years assistant 
parts manager—Chevrolet, seeks position 
with future. Willing to relocate Calif. or 
Fla. Box 4531, c/o Automotive News, 
Detroit 26. 


X-FACTORY REPRESENTATIVE desires 
to. got back on road. I have traveled two 
Dakotas, Minnesota and Iowa. Have ex- 
perience in all lines of automotive serv- 
ice and sales. Want to be a factory rep- 
resentative or agent. Automotive Serv- 
ices, Box 13, Enderlin, N. D. 


DETROIT BUYER SEEKING connection!!! 
Buyer and former dealer with 20 years’ 
experience, now seeking southern, west- 
ern or eastern outict. Huge lecal dealer 
acquaintance. Dynamic results may be 
expected. Contact Box 4505, c/o Auto- 
motive News, Detroit 26. 


DESIRE POSITION AS parts manager 
with GM dealer. Eight years’ experience. 
Married, 29. Dependable with references. 
Will locate anywhere. Box 4526, c/o Au- 
tomotive News, Detroit 26. 


BUSINESS MANAGER, age 34, wants po- 
sition with Ford dealer. Eight years’ ex- 
perience, 300 car deal. Married. Box 
4582, c/o Automotive News, Detroit 26. 


D HIPS AVAILABLE 
DEALERSHIP FOR SALE, handling one 


of the ‘‘Big Three.’’ Excellent location 
in West Virginia along Ohio River in the 
center of large industrial expansion. Two 
large plants under construction at pres- 
ent time. Practically new building, ex- 
ceptionally fine parts and service depart- 
ments, nice showroom, used car lot along 
side in same location. Handling same 
product for 24 years. If purchaser de- 
sires, I will sell stock aad equipment, 
give lease on building for any reasonable 
length of time. Reason—poor health, Box 
4598, c/o Automotive News, Detroit 26. 





| 
| 


\ 


ee ee 


9] S| | 
a a en ne oe se a Gece 2. od ee ee ee ee ae oe eee 


so ee ot 


sy] 


bed | 








51 





AUTOMOTIVE NEWS, FEBRUARY 14, 1955 
DEALERSHIPS AVAILABLE 


DEALERSHIP WANTED 
see | eats NAS SES 
TEXAS DEALERSHIP handling DeSoto- | WILL PURCHASE General Motors, Ford 


CARS FOR SALE CARS WANTED 








th. 20 years’ successful back- or Chrysler product dealership, any size, 
Savana, modern ous Sas seeiien. southeastern A southwestern coast of Michigan's Fastest WE WILL BUY k th an n 
il, farming an Tuit producing orida. Lease building or will buy. All A M W 
ieottery. Large air base, city 32,000, cash; consider paying some blue sky for Growing Auto Auction Ss e 


trade area 175,000. Quota 20 cars per 
month. Good profit in 1954. Will show 
excellent profit in 1955. Reasonable leased 
building and lot. No used cars or ac- 
counts. Reason for selling, acquiring 
larger dealership. Present value $60,000. 
Seeing is believing. Price—$30,000. No 
shoppers or wishful thinkers. Factory 
approval. Write Box 4588, c/o Automo- 

tive News, Detroit 26. 
———————— 
IF YOU ARE CONTEMPLATING the ac- 
quisition of a large “Big 3°’ dealership 
in city with fine climate, 100-200 thou- 
sand population, south central area, this 
one might interest you. Completely equip- 
x ped, excellent liquid financial condition. 
All replies confidential. Must qualify of 
course with factory. This is owner’s ad. 
Box 4511, c/o Automotive News, Detroit 


desirable deaitrship. Factory approval 
already assured. Box 4584, c/o Automo- 
tive News, Detroit 26. 


WANTED — 100-200 CAR dealership. GM. 
Factory approval guaranteed. Prefer 
Connecticut or Long Island. Reply Box 
4585, c/o Automotive News, Detroit 26. 


FLORIDA-CADILLAC DUAL totaling 100- 
200 units. Approval assured. Money wait- 
ing. Replies strictly confidential. Box 
4605, c/o Automotive News, Detroit 26. 


BUICK OR GM DUAL, 150-250 units. 
Michigan, Ohio, Wisconsin. Have cash 
and factory approval assured. Box 4600, 
c/o Automotive News, Detroit 26. 


DEALER SERVICES 


NEW 
PLYMOUTHS 


From Franchised Dealers 
Call, Write or Wire 


KIRKWOOD MOTORS, INC. 
(Franchised Dealer) 


1040 N. Kirkwood Rd. Kirkwood, Mo. 
Phone Yorktown 5-1204 


I's New — I#’s Nice 
It’s Detroit's Finest 


WES COON 
AUTO AUCTION 


Tows—He Knows 


Automatic BraKing 
Is the Cheapest 
- INSURANCE - 

You Can Buy 


COMPLETE with 
Guide Cables and $6] 45 
BRAKE HOOK-UP.......... 


Grand River at Telegraph 
U. S. 16 and 24 


Every Thursday at 12:30 P.M. 
and 
Every Monday at 12:30 P.M. 


Beginning February 28th 


Sam Giordano, Auctioneer 
All checks guaranteed 
Kenwood 1-9694 








AMBULANCES FOR SALE 
AMBULANCES, 


INVENTORY SERVICE 
BUYING OR SELLING A 


1950 Cadillac superior 





DEALERSHIP? body; 1949 and 1950 Cadillac hearses; en i i a 
. 1948 Buick service car. Photos available. . 
TRIUMPH e Buy Right @ Sell Right Box 4534, c/o Automotive News, De- a a 
Parts—Accessories—Equipment troit 26. WITH BRAKE HOOK-UP 


ONLY...°51* 


© @ A disinterested certified physical 
inventory will save you money * ® 
DON'T GUESS—BE SURE 


Call or write for service details. 


DORETTI 
SPORTS CAR 


ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


SHOP EQUIPMENT FOR SALE LEss 


FOR SALE—DeVilbis spray booth complete 
with top, side lights and sprinkler sys- 


DEALERSHIPS AVAILABLE 


AUTOMOTIVE INVENTORY 
SERVICE CO. 


Excellent Bodies - Good Motors - Heaters 


tem. One exhaust fan with vapor proof 
motor complete. Two years old. Rowden 
Ford Sales, Inc., 430 Bridge N.W., Grand 


Meets 1.C.C. Strength Requirements 
—SPECIAL— 


Upholstery New Protecto Covers (Tailor Made) 





10040 Freeland, Detroit 27, Mich., WE 3-6445 Rapids, Mich. 
| nme BUY NOW — LOWEST PRICES EVER ee | Carrying Bags...ccccccscseeed $2.00 & $3.50 
FOR SALE. DE VILBIS automobile paint 
BUSINESS OPPORTUNITIES 1950-1951 booth complete. Fostoria automatic SAFETY CHANG, eet of 2, enty. 
South Eastern Motors, Inc. AGTIVE PARTNER WANTED Establishea| Plymouths — Fords — Chevrolets dryer. Will sell either. Excellent shape. | § STEEL (Tow Bar) CARRYING 13.95 
dual dealership Studebaker-Packard 1 to 500 ae eee CASE with Wheels & Handies $ = 

1937 Harrison Street Califernia, valley town. Good potential vard, Ill. (Add 55¢ for Padlock with 2 Keys) 
Hollywood, Florida $25,000 capital required. Box 4590, c/o MISCELLANEOUS 


MORRIS FREEDMAN 
Sth & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-170 


Automotive News, Detroit 26. 


WANTED — WORKING partner. Stude- 
baker - Packard dealership in northern 
Ohio. Opportunity for aggressive auto- 
mobile man with some capital. Box 4591, 
c/o Automotive News, Detroit 26. 


QUICK-TOW Bumper- 
to-Bumper Tow Bar 
TRI-KING 3-Point Hook- 
Up Intra-State Tow Bar. 





REPLACEMENT: 3-ply convertibie tops— 
$18.95. Auto headliners—$12.50. Civilian 
jeep tops—$70.20. Rush service. Boston 
Big Buck, 278 Cambridge St., Boston, 
Mass. 


DEALERSHIP HANDLING Chevrolet in 
thriving community of 2,000 within 30 
miles of metropolitan area. Good farm 


clientele. Only other make represented 
in town is Chrysler. Reason for selling— 
getting bigger dealership. Therefore must 
have cash. All replies strictly confiden- 
tial. Address your reply to P. O. Box 
839, Flint, Mich. 


DEALERSHIP AVAILABLE handling Pon- 
tiac. Northeast section of Ohio. Excel- 
lent location, 11,000 population. $23,000 
will handle. No used cars or accounts 
receivable. Factory approval of course. 
No real estate. Long term lease. I will 
leave you the finest setup you ever laid 
eyes on. All wonderful employes. Com- 
plete in every detail. Wire, write, call. 
Box 4555, c/o Automotive News, Detroit 
26, 


DEALERSHIP HANDLING Packard- 
Studebaker in fast growing‘ southern city 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 
40 So. Clinton St., Chicago 6, Hil. 





AUTHORIZED FORD dealer will consider 
large A-1 Pylon in original crate some- 
one advertised recently. Tom Purvis, Inc., 
Mattoon, Ill. 


R 
wantae DEALERS 


Downtown Oldsmobile dealer for 21 WE WHOLESALE TO ALL 
years, 400 cars, large city in western New SEE FRED WILLIAMS 


York state, needs prospect for company 
Used Car Manager 


junior partner. Present dealer sole owner, 
age 57, good health, very active, high 

ALFRED F. STEINER CO. 
Ford Dealer 


standing in community. Are you between 
Detroit 24, Mich. 





Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 





35 and 40 years of age? Can you ap- 
praise and sell used cars, close deals, 
handle men and eventually invest upwards 
of $50,000? If so, write 


16901 Mack JOBBERS, DISTRIBUTORS, new and used 
car dealers. Territory open for Defi, a 
fast, economical chrome rust remover. 


Sold with a money back guarantee. At- 





of 40,000. Completely equipped shop and 
body shop. Excellent deal for quick sale. 
$10,000 will handle. Will lease modern, 
brick building with outstanding show- 
room and used car lot. Factory approval 
necessary. Box 4587, c/o Automotive 
News, Detroit 26. 


DEALERSHIP FOR SALE HANDLING 
DeSoto-Plymouth, Will sell all or half 
interest to right party. Established busi- 
ness since 1945. Located about 65 miles 
east of Pittsburgh, Pa., population about 
8,500. Service and sales department with 
adjacent used car lot. Box 4562, c/o 
Automotive News, Detroit 26. 


FLORIDA EAST COAST agency handling 
Pontiac. Greatest future in Florida. 
Priced below inventory at $14,000. No used 
cars or accounts receivable. Must have 
factory approval and be financially re- 
sponsible. Health necessitates immediate 
sale. Box 4563, c/o Automotive 
Detroit 26. 


DEALERSHIP AVAILABLE handling Pon- 
tlac. One of best communities. Pacific 
northwest. Two industrial payrolls. Ex- 
cellent lease. No used cars. Accounts re- 
ceivable. Box 4553, c/o Automotive News, 
Detroit 26. 


AUTOMOBILE BUSINESS—Central N. Y., 
handling Dodge-Plymouth. Modern gar- 
age and equipment. Box 4586, c/o Auto- 
motive News, Detroit 26. 


News, 





AUTOMOTIVE 
BUSINESS 
OPPORTUNITY 


Dealership available in Western Ohio. 
Sales leader in low price field. Excellent 
opportunity for good aggressive dealer. 
All replies strictly confidential. Box 4603, 
c/o Automotive News, Detroit 26. 


a ee er 


DEALERSHIP FOR SALE handling Dodge. 
Covering one and one-half counties of 
northeast Iowa. Will rent modern, ade- 
quate building. Will consider contract 
on lcw inventory and modern equipment. 
Mrs. B. Hall, Oelwein, Iowa. 

FOR SALE — AGENCY handling DeSoto- 
Plymouth in Nebraska; county seat, pop- 
ulation 20,000. Doing good business. 


Good terms. Box 4589, c/o Automotive 
News, Detroit 26. 


DEALERSHIPS WANTED 
GM DEALER WISHES to purchase GM 
deal in southern California. Prefer Cad- 
illac dual but will consider others. Cash 
available. Reply in confidence to Box 
4574, c/o Automotive News, Detroit 26. 
ipmrnensecongun eee ee See ae 
$20,000 AND SERVICES to invest in GM 
dealership in midwest or east where 
owner will eventually retire—by young 


man, age 30. Box 4599, c/o Automotive 
News, Detroit 26. 


CADL Cc wanted with 
either Pontiac or Chevrolet. Michigan 
Preferred (excluding Detroit). Box 4528, 
C/o Automotive News, Detroit 26. 


Box 4602, c/o Automotive News, 
Detroit 26 





PARTS FOR SALE 


WILLYS PARTS for sale. Approximately 


$2,500 of Willys parts at dealer cost. 
Will accept any reasonable offer. Will 
also sell parts bins with parts if de- 
sired. Vescovi Motor Sales, 129 Main 8t., 
Delhi, N. Y., Ph. 342. 


$16,000 DODGE-PLYMOUTH parts. 


Most 
all of which are fast moving. Must liqui- 
date at once. Call or write. Gatchett 
Chevrolet Co., 6615 Beechmont Ave., 
Cincinnati, Ohio. Phone BEechmont 8911. 


MERCURY PARTS—$3,000 up to date in- 


ventory. Will sell for $1,500. Kesser Mo- 
tor Sales, Inc., 652 Herrick Ave. West, 
Wellington, Ohio. Phone 116. 











BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on Special Phone Orders 


Fast—Direct—C.0.D. Service 
largest Buick Parts Dealer in U. S$. 


GORDON BUICK 


1000 S. Wabash Av., Chicago, Ill. 
Phone Wabash 2-1030 


PARTS WANTED 





WANTED 


SUBSTANTIAL QUANTITY OF USED 
SPARE PARTS BINS, SHELVES AND 
COUNTERS 


South Eastern Motors, Inc. 


1937 Harrison Street 
Hollywood, Florida 





CARS FOR SALE 


AUTO AUCTION 


TIM ANSPACH 


"Midway," Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 





NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
ond checks are insured 


Every Tuesday 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 


BROOKLYN 22, N. Y. 

Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 





GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half Pew west of Grandville, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 








SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1953 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion. 


Robinson Auto Rental, Inc. 


229 S$. Hanson St. Philadelphia, Pa. 


1. E. Spatig, Used Car Manager 
Sherwood 8-1500 





CARS WANTED 


WE WILL BUY state, county, city and 
fleet owned cars — any quantity. What 
do you have to offer? Keller’s Automo- 
tive Service, R.D. No. 1, New Cumber- 
land, Pa, 


OLDSMOBILES 
WANTED 


100 new, 1955 Olds 88's, super 88's and 
98's wanted, with or without frigidaire, by 


authorized Texas Olds dealer from other 
authorized Olds dealers only, to take 
care of record high local orders. We 
transport in groups of four from any- 
where. Wire quantity, series, accessory 
codes and prices to Box 4578, c/o Auto- 
motive News, Detroit 26 and receive our 
cue, We next day. Absolutely confi- 
ential. 





Meet 1.C.C. Requirements 


MOTO-MATIC 
TOW . GUIDE 


BRAKE-MOBILE 


TOW ¢ PILOT 


with Automatie Brake 


Cannot Be Matched 
At Any Price 
Write Today for 
Illastrated Cataleg 


Factory Sales Division 
PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 





tractive plastic bottles. A profitable item 
to use and sell. Send check, money order 
or cash. $4.50 for generous trial. Get 
our deal and double your money on every 
sale. Highland Industries, Box 4778, 
Pittsburgh 6, Pa. 


ATTENTION, 
MANUFACTURERS REPS. 


DO YOU NEED 
NEW LINES? 


Automotive News can help you 
by bringing your wants to the 
attention of manufacturers. 


An advertisement in this sec- 
tion will do the trick at a nom- 
inal cost. 


Automotive News 
Classified Want Ad Department 











AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [[] or Two Years $14 [] 
for which check is attached [] or send bill [7] 
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For old dealers! For new dealers! Studebaker means new opportunity! 


Studebaker’ electrifying 
~NEW progress is just a sample 
Of whats coming 


TUDEBAKER has embarked ona tremendous expansion program. baker dealers are getting. Even better and bigger surprises will soon 
The alert, fast-moving Studebaker merchandising team is making increase Studebaker’s reputation as America’s Friendliest Factory. 
news and making friends continuously. Cut yourself in for a sizable share of Studebaker’s electrifying 

Studebaker sharply adjusted its 1955 prices to new low competitive progress. Swing into a proud place of your own in the surging new 
levels as a starter. Now, at the same low prices, Studebaker has Studebaker success parade. Read the significant statements below. A 
brought out a far-advanced additional line of more powerful, more number of good points for the right kind of Studebaker representa- 
beautiful Ultra Vista models. tion are open. Address General Sales Manager, Studebaker Divi- 

You see the pay-off result of this in the profit-packed action Stude- sion, Studebaker-Packard Corporation, South Bend 27, Indiana, 


"Our Studebaker father-and-son team is 
out to top all records for 37 years!” 


a 


“Our Yarbrough Motor Co. has been representing Studebaker in the 
Atlanta area since August, 1917. Prior to that, for several years, we had 
’ -mm a successful Studebaker dealership in 
Griffin, Ga. We have had great years, 
great cars and great support from Stude- 
baker in the past. But never has the 
prospect been so bright for us as right 
now. We are whole-heartedly joining 
with Studebaker in expanding and chal- 
lenging all competition. The whole set-up 
is the most promising outlook for solid 
profit we have ever had.”—L. B. Yar- 
brough, President, Yarbrough Motor Co., 
390 W. Peachtree St., N. W., Atlanta, Ga. 
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Meco oe 3 aE | "We took on Studebaker last August and 
ee ae we already know we picked a winner!”’ 


“Getting a Studebaker franchise does things for a dealer that are 
pleasantly unexpected. Our operation is by no means a big one, but the 

' moment we signed up with Studebaker 
we found ourselves receiving ‘very im- 
portant person’ treatment right away. 
| like that kind of interest and the sincere 
friendliness that begets it. | feel certain 
that acquiring my Studebaker dealership 
will prove the best business move | ever 
made.” —J. D. Macdonald, 135 West Fifth 
Street, Eureka, California. 





STUDEBAKER | 
. Studebaker Division of the Studebaker-Packard Corporation... world’s 4th largest full-line producer of cars and trucks 





